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A 40-page section on meeting 
the problems and making more 
money in new work... page 83 


Or ae 


Think 











Noisy water closet «Dishwasher noise and breakdowns Dripping faucets*Splashing water Banging water pipes Leaking water heater*Washing machine noise* High water Dills 


...recommend and install WATTS WATER PRESSURE REDUCING VALVES 


In recent years, water consumption per capita has nearl 
doubled. High water pressure, with its noise transmission, 
its wear and tear on appliances and equipment, has become 
a serious problem. 


Every new home, every modernization job ... every dish- 

washer, clothes washer, and domestic hot water heater sold 
. every service call is an opportunity to recommend and in- 

stall Watts Water Pressure Reducing Valves, and increase 

your business. 

Watts Reducing Valves are designed for dependable contro] 


of pressures. They stop water waste, unnecessary mainte- 


nance, and reduced life expectancy of piping and equipment. 
And home owners are spared the aggravation of water ham- 


mer and other piping noises, as well as high water bills. Writ 


today for comple te information. 


Watts Regulator Company, Lawrence, Massachusetts 


Be on the safe side with 


Protection and Control Specialties 





A type and size for 
every service. A wide 
range of adjustment 


135 Series (with integral strainer) 





THE VAST MAJORITY OF THE NATION'S FINE BUILDINGS ARE SLOAN EQUIPPED 


SKIDMORE, OWINGS & MERRILL 
architects and engineers 


W.R. GRIMSHAW COMPANY 
general contractor 


WATT PLUMBING & ELECTRICAL CO. 
plumbing contractor 


PLUMBERS SUPPLY COMPANY 
plumbing wholesaler 


AMERICAN RADIATOR & 
STANDARD SANITARY CORP. 
fixture manufacturer 


wa! zx! 
‘New Headquartet% But ie ie 


WARREN PETROLEUM CORPORATION 
Tulsa, Oklahoma 


UNUSUAL DESIGN rIGHLY PRAISED 


e\ most unique feature of the new Warren garage and service area. Exteriors here are of 
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Petroleum building is a balcony surrounding each volished aggregate precast concrete trimmed with 
upper floor. The structural walls are windowed aluminum and glass. Interiors throughout are 
with sealed glazing. The floor slabs extend 5 ft. air conditioned and are distinguish ; by the use 
beyond these walls to where vertical aluminum’ of natural materials and neutral colors. As 

I-beams support 40 in. visors of gray, heat-retard- thousands of other praiseworthy bu i nus, the 
ng glass placed at ceiling height. A terrace of new Warren Petroleum headquarters building 
travertine and granite connects the main building is completely equipped with sLoaNn Flush VALVES, 


and a large cafeteria which roofs a lower level famous for efficiency. durability and economy 


_RDERSHIP p, 


SLOAN i Sbnth VALVES . 


FAMOUS FOR EFFICIENCY, DURABILITY, ECONOMY 
SLOAN VALVE COMPANY * CHICAGO « ILLINOIS ———— 


Another achievement in efficiency, endurance and econ- 
omy is the SLOAN ont 0- Matic SHOWER HEAD, which is 
automatically self- ning each time it is used! No clog 
sing. No r Pravin Architects wr Engineers an 
ind Wholesalers and Master PI in recommend the 
{ct-O-Matic—the better shower he r f wr better bathing. 


Write for completely descriptive aula 
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e« Special in this issue 


Mudge Changed His Estimating Method, Doubled His Volume. . 

New FHA Installation Standards on T & P Relief Valves 

He Prepares Lead Bends for Installation in 10 Minutes 

Big-City Contractor Tells How He Built Water System Volume 

Job Problems and How to Solve Them 

Operation 3: Giant New Programs to Push Heating-Cooling § 

Indiana Wins Big Test in Fight for Good Plumbing.................... 132 
Looking for Ideas? Try the Monthly Service Section 


Central Supply Assn. Convention Report 


Departments 
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Classified Advertising .. New Products 
Convention Dates News of the Month 
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Index to Advertisers ......... Sales Aids 


It’s the Law a Trade Literature 


continued on page 8 
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Engineered designs — 
over 550 of them 


The skilled pattern maker above is translating another care- 
fully engineered design from Hammond’s engineering depart- 
ment into a new bronze valve—specifically designed to most 
efficiently and economically perform a particular flow control 
function. 

The new design will be added to the more than 550 types 
and styles of valves which Hammond now makes. For, at 
Hammond, where bronze valves are our only product, they 
receive the undivided attention of a first-rate engineering 
department—are not relegated to a secondary position. As a 
result Hammond offers a valve specifically adapted to your 
particular requirements. 

And the Hammond trademark on this valve is your assur- 
ance of quality second to none in the valve industry. For 
Hammond rigorously controls every manufacturing step from 
the melting of the virgin ingot to final individual testing. High 
volume production in a modern “‘automation’”’ factory per- 
mits savings which are reflected in moderate prices for valves 
of outstanding quality. 


A new catalog, No. 158, describes Hammond’s 
complete bronze valve line. If you haven't 
already received your copy, write today to 
Hammond Brass Works, Hammond, Indiana. 





-_—s 


( 


} \ 


™ - 


Hammon Number 4 
with stainless seat and dis fal for 300 Lbs. 
r 


steam, 600 lbs. w.o.g mile le watlable 


in 150 and 200 lb, 


HAMMOND £eR/TE-KOTE: BRONZE VALVES 


See us at Booth No. 104 National Plumbing, Heating and Cooling 


| Exposition, May 31st to June 3rd, Miami Beach, Florida, 
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SCENE: THE EXTRA BATH... PERFECT SETTING FOR THE 


In the big remodelling push going on all over Amer- 
ica. the urgent need for expanding families every- 
where is for an extra shower—a shower versatile 
enough to do an outstanding job in practically any 
location. In the extra bath upstairs, near the work- 
room downstairs. Off the game room or the den. Per- 
fect answer is the Cutler Shower Cabinet—quality en- 
gineered and decorator styled with models, doors and 
colors available for any and every type of installation. 
Plus genuine terrazzo receptors. Plus free-flowing 


PRODUCTS DIVISION 









































rounded corners on all doorways. Plus new heavy- 
duty streamlined shower heads and valves. In a word, 
the No. 1] Shower Cabinet for any and every situation 
where an extra shower is needed, the very finest you 
can buy—and the easiest to install. The Cutler Show- 
er Cabinet opens up new business for you not only 
in residential remodelling, but in prefabs, summer 
cottages, camps, schools, hotels, motels, industrial 
plants and institutions. The new Cutler Shower Cata- 
log has the complete story—write for your copy today. 


CUTLER METAL PRODUCTS CO. 


1025 LINE STREET, CAMDEN 3, NEW JERSEY 
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SPEEDWAY, FLEXIBLE SUPPLIES... 


CONTRACTOR DESIGN 


FROM FIXTURE HOOKUP TO WATER LINE CONNECTION 
“SPEEDWAY FLEXIBLE SUPPLIES ARE DESIGNED 
TO CONTRACTOR NEEDS AND JOB REQUIREMENTS. 


FLEXIBLE RISERS SHUT-OFF VALVES I.P.S. NIPPLES 


LAVATORY CLOSET ANGLE STRAIGHT 


FULL IRON PIPE SIZE 


RED BRASS . . . FULL CUT 
COMPLETE VALVE LINE OF PIPE THREADS. 


Ye" AND 12" O.D. COPPER OVER 250 DIFFERENT SIZE 


TUBE . . . TRIPLE-PLATED AND STYLE COMBINATIONS. TRADEMARKED AND 


POLISHED CHROME. SIZEMARKED. POLISHED 














LAV: 1 pc. construction, Ground Joint Seal. (ALSO COMPLETE LINE OF CHROME OR ROUGH 
EXTRUDED BRASS FITTINGS) UNPLATED. 


CLOSET: With Lead Gasket. 
SINK: Tapped I.P. Female. 


ALL COPPER JOBS JOB KITS 
Y, 





SOLDERED JOINT 











COMPRESSION JOINT MEETS ALL 


OVER 2000 PREPACKAGED FEDERAL SPECIFICATIONS 


COMPLETE LINE OF COPPER JOB KITS COMPLETE FOR WW-P-541b 


SWEAT AND COPPER INSTALLATION. 
COMPRESSION VALVES C.S.A. APPROVED IN CANADA 
AND FITTINGS. 

















ASK FOR eee AND GET © 1959 Bross-Croft Mfg. Co. 


SpeEDWAY SUPPLIES by Brass . ‘Cra f 
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You Bring the Soap 

Civic Tok yo 
reached the high water mark re- 
cently when owners of 2,300 public 


indignation in 


bath houses proposed to raise their 
two (two-thirds of a 


U. S. cent). 
Few people in Japan are lucky 


prices yen 


enough to own their own baths, so 
the future of 
The 


Assn., however, struck the decisive 


Tokyo looked messy 


indeed. Tokyo Housewives’ 


blow. It suggested that owners of 
private baths support a boycott of 
public houses by sharing their tubs 
with unwashed neighbors. 


aThings are crowded enough in 
Tokyo, and the public bath tycoons 
had no choice but to yield to pres- 
sure—including that from private 
owners. The price raise was limited 
to one yen, a victory which not only 
pulled the plug on inflation, but 
also on the guy next door who 
starts by borrowing a cup of rice 


and then works up from there. 


Admiral of the Acid Bath 


Christophe 
ing for a place to bathe. But don’t 


Columbus is look- 
him a tub. 
last 
wash, and because of this he needs 


be too anxious to sell 
It’s been 65 years since his 
an acid detergent 

This soiled sailor isn’t, of course, 
Chris himself but a bronze statue 
that has been standing on a build- 
ing in Chicago’s Loop since that 
dark age when little boys said the 
earth was round instead of slightly 
elliptical. 

The building is being razed and 
the Columbus replica has gone in 


outlook. 
nally shiny bronze, the 


search of a fresh Origi- 
statue is 
now homeless and blackened by 
tarnish—which is that 
his detractors tried to do to Chris 


himself in the days following 1492. 


something 


No Lead Underdrawers 

If you’re preparing for the atomic 
age of heating—learning to count 
backward and wearing lead under- 
You'll be “old- 


drawers—relax. 


fashioned” for some time to come 

Edgar Dixon, a utilities execu- 
tive, says atom power for home 
heating is unlikely in the“foresee- 
able future.” An 


used as a 


atomic reactor, 


furnace or boiler, is 
something only Uncle Sam will be 
able to afford for many years. 
Nevertheless, Dixon’s company, 
Middle South Utilities, is doing re- 
search in atomic power in prepara- 
(Please turn to page 12) 
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office was just as comforting. 


ome lig: 


The Spoils System 


That look of relief on the faces of some Democrats in 
Indianapolis is due to more than just a recent election 


Sure, they’re glad that a fellow Democrat won the office 
of Marion County recorder—but what went with the 


The new recorder also won the key to the office wash- 
room, which his Republican predecessor had refused to 
allow Democrats to use. From now on, says the recorder, 
there will be an open-door policy. 
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EASTMAN 
SPEED-FLEX 


~ POLISHED CHROME - PLATED STOPS 


SAPP eeererorerrecvescsoveseeseseresesee 
se fi 
a 
Finest Materials ¢ Precision Machining 
Any Combination of Styles and Sizes for 


Lavatory, Closet and Sink Supplies. 


IMMEDIATE 
DELIVERY 


from one of the 
world's largest stocks 
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EASTMAN 


PRODUCTS CORP. 


PLANO, TEXAS 


Factory Branch: Louisville, Kentucky 
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HE’S INTERESTED IN BIG- 
JOB OIL BURNER SERVICING 


QUEENS VILLAGE, LI., N.Y.— 
Please send me a copy of your 
manual, “A Short Course in Oil 
Heating and Oil Burner Servicing.” 
If you have any material on com- 
mercial-industrial burners, I’d like 
that also. 

As a recent subscriber, I have 
found DE both informative and 
especially in “Job 
Problem” cures. I’d like to see a 
future column on water hammer. 

ANTHONY PANZERA 


authoritative, 


© A copy of the oil burner manual 
was sent to Mr. Panzera, along with 
tear sheets of several articles on com- 
mercial and industrial burner serv- 
icing. The afore-mentioned manual 
also has some chapters on this sub- 
ject. Material on the water hammer 
problem also has been sent. 


THANKS, MR. TIGHE, THIS 
IS MUSIC TO OUR EARS 


LOuISVILLE, Ky. The very 
healthy issue of DE for March just 
arrived at my office. Before con- 
cluding any other business of the 
day, I feel called upon to write and 
compliment you on this issue. 

From cover to cover it bespeaks 
excellence in design, makeup and 
editorial content. 

THEODORE TIGHE 
Vice President 


Fred R. Becker Advertising 


LETTERHEAD CLINIC MAKES 
ACCURATE DIAGNOSIS 


ROANOKE, VAa.—We wish to ex- 
tend our appreciation for the let- 
terhead you designed for us. We 
are adopting it for our stationery. 

Roy Lee Forses 


Builder calls for prefabrication of plumbing; cites 
“low productivity, restrictive codes, high costs” 


PRIVAZONING? HIS 
FEELINGS ARE MIXED 


RockrorpD, Itt.—The Privazoning 
idea is excellent. It has sales ap- 
peal and practicability, and has the 
possibilities of introducing a new 
concept for house design. 


a However, the Privazoning idea 
ignores the basic problem of our 
industry. That problem is the cost 
of plumbing installation. In Cali- 
fornia and Florida, where plumb- 
ing is done economically, this would 


12 


undoubtedly be a wonderful con- 
cept for new homes. 

In our area, where productivity 
is low, codes are restrictive, feather 
bedding is prevalent and costs are 
ridiculously high, it would be fool- 
ish to consider Privazoning. The 
cost of plumbing represents too 
much of the cost of the house at 
the present time. 

I am reminded of a conversation 
I had with a local plumber when I 
attempted to have him prefabricate 

(Please turn to page 14) 








Between Ourselves 


(Continued from page 10) 
tion for a long-range 
changeover. But any change, says 
Dixon, “won’t sweep the nation 
overnight. It’ll be gradual.” Dixon 
noted that his company is building 


possible 


a conventional power plant now, 
an expensive project it wouldn't 
undertake if there was hope of an 
atomic substitute soon 

Atomic heating plants, he said, 
will differ from present ones only 
in the way heat is generated. 


We Sell Youth 

A popular Chicago newspaper 
columnist recently celebrated his 
emancipation from old age in an 
article toasting modern progress 
particularly that which freed him 
from the age-inducing slavery of 
tending a hand-fired furnace. 

“I was a lousy fire tender,” con- 
fesses Jack Mabley of The Chicago 
Daily News. “Each night I’d bank 
the fire and time after time I’d get 
up in the morning and the house 
was ice cold. What a miserable 
way to start a day, shaking ashes, 
cleaning out the firebox, laying a 
new fire and hoping it would catch. 

“It was a great emancipation 
when we got automatic heat, and 
all I had to do to tend the fire was 
jiggle the thermostat.” END 


A DROP IN THE BUCKET is about all 
the water little Madeline Chiquita 
Washington needs for her daily bath. 
She’s the. five-month-old grandaugh- 
ter of Mrs. Bertha Stinson of Chicago. 
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new features simplify installation of 


BASEBOARD RADIATION 
(and brighten your profit picture, too) 


MEMBER 


Nesbitt has added new design features to its 
attractive and functional Baseboard Radiation that 
makes installation faster and easier . . . cuts your 


labor costs and adds to your profits. 


NEW Support Brackets .. . 

snap securely into place on the back panel. No 

screws, no holes, no time-consuming labor. 

No chance for error in placement. Front panel (zz, 

locks positively in place. | (A | 
NEW Cradle for the element... 

clips firmly on fins, assures noiseless expansion qu 

and contraction. To support bare tubing, 

simply turn the cradle 90° and it locks securely 

in place in the support bracket. Simple, quick, 


sure. 


Lever Operated Damper .. . 
opens or closes at the touch of a finger. Spring 


hinge maintains desired damper setting. 


The smart, clean lines of Nesbitt Baseboard remain unchanged. With 


these new features, you have even more to offer . . . and more to gain 





. with Nesbitt—today’s best buy in baseboard radiation. 


For more information send for Publication 200-1. 


= 7-4-3 4 -1ey-4, 48) Made by John J. Nesbitt, inc, Philadelphia 26, Pa. 


RADIATION [iiibeskermaee am 
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Letters 





Builder calls for prefabrication of plumbing; cites 
‘low productivity, restrictive codes, high costs’ 


Continued from page 12) 


plumbing trees on our job. His re 


ply was that if plumbers went into 
they would run 
wark. I think I 


that thi is the 
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builder 
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Rockford contractors hit builder's charges; say 
plumbing. industry prices and codes are fair 


Thank 
opportunity to an 
builder 
plumbing industry practices 
lette) 


Rockrors, Tht you for 
wiving wu the 
wer the who criticizes 
in out 
locality (sec above) 

His first 
the cost of plumbing in Rockford 


that of 


observation compares 


with Floiida or California 


all informed construction peo- 
there a differ- 


realize, is quite 


enee in elimate in these areas and 


naturally, more expense is encoun 


tered in the installation of sewer 


and water services to our buildiny 
a warm climate 


fact that most 


than those in 
Then, there 


homes in out 


is the 
area have basement 
3, Which add to the 
stacks. In 


we do have 


requiring drain 
length of waste and vent 


addition to this, more 


rigid requirements in the type of 
underground piping materials we 
the 
trouble occurs, it isn’t spade deep, 


use, because in event some 


as in some areas, but instead re- 
sults in a terrific repair cost to the 
homeowner. These requirements 
are certainly beneficial to the home 


buyer and reputable builders 


ae With regard to productivity, we 
are certain the complaining build- 
to admit that the 
of Rackford has 
industrial 


tial ¢ 


er will have city 


undergone a great 


cammercial and residen 


sPpahsion ih recent years and 
hh plus wicdustyy has 


abreast t it new 
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ownel viel 


fioke oode tenn 


prope ty hiusileles 
eWe can answer the complaint of 
feathe rbedding” and - 
high” costs 
fact 


ridiculously 


with one important 


Housing project bungalows 


which carried a plumbing price of 


$1,400 and up in the year of 1948 
$1,000 and 


are now being done fot 


(Please turn to page 16) 





DOTTY 


By Buford Tune 








WHY DO THEN BUILD \ 
FIVE-ROOM HOUSES 
WITH ONLY ONE 
7 BATHROOM? ) 
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I'M GONNA CESIGN A 

ONE-ROOM HOUSE WITH 
FIVE BATHROOMS / 
a 





ONE OF THE COUNTRY’S TOP SALESMEN of 


bath is Horace Dripple, 


l4 


who plays the male 
“Dotty,” a nationally syndicated comic strip. 


the extra 
lead in 
Virtually 


find 


teen-agers, 





every week, Horace and his family, which includes two 
themselves 
resolved only by the services of a plumbing contractor. 


in a situation that can be 
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Men who know their backhoes 
“INSIDE ano OUT=~-- 


Prefer DAVIS 


Operators who have to dig in congested areas 
around refineries, tank yards, crowded construction 
sites — inside buildings or alongside existing sery 
ice and flow lines prefer the Davis Backhoe. 

That's because the Davis Backhoe permits un 
surpassed vision, and a profit-taking “seeing-eye” 
helper isn't needed. The Davis also digs flush along- 
side buildings, fences, and other installations. 

It developes up to 14,000 breakout force to go 
right through frozen ground or asphalt. 

No wonder, men who own this popular Backhoe 
make more money! 


and NOW the NEW DAVIS 220 
has HYDRA-SLIDE POSITIONING 


GETS READY TO FLUSH D!G IN LESS THAN 5 MINUTES 


The new Davis 220 features Hydra-Slide positioning to move the digging 
assembly (and the seat) to a flush digging position. It can be done in 
5 minutes by simply loosening four bolts and sliding the mast assembly 
by actuating the boom and bucket cylinders. Total of 5 digging positions 
located along frame. 
You had better ask for a demonstration — or 
better yet — ask the fellow who operates one! 
Send for literature and dealer's name! 


MASSEY-FERGUSON INDUSTRIAL DIVISION 


1009 SOUTH WEST STREET «+ WICHITA 13N, KANSAS 
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Letters 





(Continued from page 14) 


HE OBJECTS TO SEX 
IN ADVERTISING 


Crncinnatl, O.—Dear friend of 
the devil: Morally we need a bath. 
Open your Bible to Matthew XVIII, 
6, and read it and weep. “But who- 
soever causes one of these to sin, it 
were better for him to have a mill- 
stone hung around his neck and 
drowned in the depths of the sea.” 

Punishment is coming to guilty 
ones just as definitely as the sun 
goes down tonight. Think it over. 


R. T. Sobolov 


@ This letter, apparently reflecting Mr. 
Sobolov’s displeasure with the use of 
sex in advertising, was addressed to 


another one of our correspondents 
(John Manning) who favors its use. 
Mr. Manning’s view was published in 
a recent “Letters” column. 


@ Manning said, in part: “What is this 
industry coming to? In your Letters 
section, | read where someone wants 
to remove semi-clad girls from ad- 
vertising. In your editorial section, | 
read where somebody is promoting 
Privazoning to separate husband and 
wife in the ‘intimate’ function of dress- 
ing and washing! 


e “Now I’m not advocating obscene 
pictures in advertising. Nor do! want 
to share all my wife’s experiences. But 
honestly, boys, aren’t we carrying 
purity to the point of puerility?” 


@ The opinions of other readers on 
the use of sex in advertising were 
about equally divided pro and con. 


Rockford contractors hit builder's charges; say 
plumbing industry codes and prices are fair 


(Continued from page 14) 
less. This has occurred in spite of 
spiraling labor and material costs. 
It has been accomplished in this 
way: Certain en- 
gaged in bid shopping to the de- 


builders have 


gree that they have completely lost 
sight of quality and are only inter- 
ested in the cheapest price even to 
the last $5 difference between com- 
They simply 
lay out the bids to a contractor and 
ask him to beat the low bid. 

The result is that nearly all of 
the 
taining a place of business and em- 


peting contractors. 


plumbing contractors main- 
ploying journeyman plumbers re- 
quiring trucks, tools, etc. are out 
of the housing project business. 


Many Project Plumbers Are 
Working Strictly for Wages 


The bulk of this work is now 
being done by one-man _ shops 
working out of their homes, and 
even these men have given up any 
thought of profit on a job and are 
working strictly for wages. 

The disgruntled builder also 
makes particular reference to pre- 
fabrication of plumbing trees and 
the alleged remark by a “plumber” 


16 


that such a practice would run the 
contractors out of work. 

In the first place, all building 
projects of a size to warrant it have 
been prefabricated at a job shop 
for years in this area, and in the 
second place, who does this anony- 
mous plumber and builder think 
will prefabricate the plumbing 
trees? Certainly it will be plumb- 
ers and therefore there is no loss 
of work. 

The 


construction industry in 


Rockford is fortunate to have, in 
the great majority, contractors who 
are skilled tradesmen and good 
business men. These people know 
and understand the problems en- 
countered in the building business 
both in their own trades and others. 
We are sure such uninformed re- 
marks as set forth by the Rockford 
builder did 
these people. 


not originate with 


Defines So-Called Builders 


There are, however, persons in- 
terested in the construction busi- 
ness who call themselves builders 
even though they are not actually 
productive in any phase of the 
building, but are solely interested 
in a financial gouge at the levels 
of land development, promotions, 
financing, insurance and the final 
profit paid by the home buyer. 

Naturally, to the 


contractors and tradesmen are only 


these people 
a necessary evil and delay to get- 
ting their hands on their profits. 


Will Bring Critic Up to Date 


We hope this will give our critic 
a picture of the Rockford situation 
as we see it, and if he requires any 
further information to be brought 
up to date on the plumbing indu 
try in Rockford, we will be very 
happy to talk to him. 

Thank you again for your consid- 
eration in affording us this oppor- 
tunity to reply to these allegations. 

C. H. Mortett, President 

Howarp ArFstrom, Secretary 
Certified Plumbing Contractors 
of Rockford 


The Heat Pump: Is It in Your Future? This 
DE Booklet Can Help You Find the Answer 


FROM THE ROCKY 
COAST OF MAINE 


PorTLAND, Mr.—Please send us 
the DE booklet, “Where Does the 
Heat Pump Stand Now?” 

RIcHARD WALTZ 


TO SUNNY CALIFORNIA 
Hottywoop, Cauir.—We’d ap- 
preciate six copies of your booklet, 
“Where Does the Heat Pump Stand 


Now?” We 
each of our journeymen plumbers. 
M. GOLDSTEIN 


want to give one to 


THEY WANT MORE DATA 
ABOUT THE HEAT PUMP 


CONNELLSVILLE, Pa.—I’d appreci- 
ate receiving the book, “Where 
Does the Heat Pump Stand Now?” 
I'd also like any further informa- 

(Please turn to page 47) 


(For your free copy, circle “Heat Pump” on the reply card, page 153) 


Domestic ENGINEERING, May 1959 





This dollar-saving Solid Wedge Gate 


shows it pays to 


Specify JENKINS for 
STEEL Valves, too 


BECAUSE Jenkins puts an extra-measure 
of quality in this Fig. 1300 Solid 
Wedge, Inside Screw Gate Valve you 
will find it satisfies the needs of many 
services for which a more costly type 
often would be used. Look at the many 
superiorities in design and construction 
shown here. You'll conclude that it’s 
hard to beat Jenkins at making valves, 
no matter what the material. 


But no picture can show the quality 
of the castings . . . the precision 
machining . . . the rigid inspection and 
testing that have gone into this valve 
All of these are as important as design 
and metal alloys in assuring long, de- 
pendable, economical valve service. 
And, all of them are up to the peak 
standards for which Jenkins has been 
known for almost a century. 

SEND FOR NEW CATALOG of 
Jenkins Stainless Steel Valves, in pat- 
terns and alloys that satisfy the re- 
quirements of practically ail corrosive 
services. These Jenkins Valves meet 
valve industry specifications and the 
high standards established by leading 
users Of stainless steel valves. 


NAT WZ TQ’ 
JENKINS 
m FOR THE JENKINS OIAMOND lis 
yy AD Yd Ow 
\ A L\ a Ne, ponds rat 6 Prey 
Sold Through Leading Distributors Everywhere 
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WHEEL of high strength malleable 
iron, designed for firm, cool grip 
and easy operation 


SPINDLE of large diameter and 
dense structure has high resistance 
to wear and torsion strains. The 
threads precisely machined to cor- 
rect pitch and lead assure tight- 
ness, ease of operation and resist 
ance to shearing stresses 
PACKING NUT is strong and deep 
for full thread engagement 
PACKING GLAND is a self-centering 
design to afford tightness without 
excessive friction on spindle 


PACKING A Teflon ring in a 
large Capacity box requires less 
frequent replacement 
PACKING BOX NIPPLE assumes 
thrust when closing valve. It 
extra heavy, with hex flats larger 
than diameter of bonnet face to 
prevent leakage 


SPINDLE COLLAR, integral with 
spindle, is large and wide to resist 
thrust and shearing strains 

BONNET is a rugged unit, with 
accurately machined threads to 
assure tight joints with the body 
and packing box nipple. Top of 
wedge and corresponding face in 
side of bonnet are machined to 
insure perfect spindle alignment 
and backseating for repacking 
valve under pressure 
SOLID WEDGE is tapered equally 
on both faces. Lugs on sides of 
wedge engage guide ribs in body to 
reduce drag and minimize chatter. 
BODY has best combination of wall 
thickness and shell design to with 
stand pipeline stresses. An inte- 
gral seat minimizes corrosive 
attacks. 





JENKINS BROS., 100 Park Avenue, New York 17, N. Y. 


Send the new 
stainless steel 


valve catalog NAME & TITLE 


Have a represent- 
ative call on me COMPANY 


ADDRESS 





ere 


QUALITY. Upgrades the 


performance of plastic 
piping systems 


——— 
AU es | 
a | 


» RESILIENT. For rugged 
strength and durability. 


CORROSION 
RESISTANT. More 
chemical resistant than 
copper or brass. 


Hil} 
Kt || 
ANN i 
N\\ A 
ed 4 } ‘ 
HEAT RESISTANT. 


Excellent performance at 
elevated temperatures. 


DURABILITY. Outlasts 
the pipe with which it 
is used. 


pro. fax 


pro- fax is the 
Plus in “POLY-PLUS” 
Blue Fittings 


Introducing . . . “*Poly-Plus” Blue, the modern fittings for flexible 
plastic pipe that are built to outlast the life of the piping systems 
in which they serve. Priced with the lowest, **Poly-Plus” Blue 
Fittings perform with the best... are as durable as steel or iron, 
more corrosion-resistant than brass or copper. They're lichtweight, 
easy to assemble, and unmatched for serviceability. 

The plus in **Poly-Plus” is Pro-fax, Hercules polypropylene, the 
amazing new thermoplastic with outstanding resistance to heat and 
chemicals and possessed of the rugged strength which makes these 
new fittings the most durable element in your entire piping system. 
Thanks to Pro-fax, **Poly-Plus” Blue Fittings are ideal for service in 
systems based on high-density materials such as Hi-fax’ Hercules 
high-density polyethylene. Together they promise to greatly broaden 
the range of application for flexible plastic pipe. 

‘“Poly-Plus” Blue Fittings are but one of the literally hundreds of 
new uses for Pro-fax, Hercules polypropylene, the material that is 
setting new standards for quality, performance, styling and econ- 


omy in thermoplastics. For further information on Pro-fax write: 


Cellulose Products Departn ent 
HERCULES POWDER COMPANY 


GOO Market Street, Wilmington 99. Delaware 


ECONOMY. 
Priced with the lowest, 
performs with the best. 
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Introducing ... New 


‘POLY-PLUS” BLUE 


INSERT FITTINGS’ 


Built io iultaes 
the life of the pipe! 


PLASTICS DIVISION OF 


Ashland, Ohio - 


Visit Booth No. 212 
National Association of Plumbing 
Contractors Show, Miami 


PROVE TO YOURSELF THEY'RE RUGGED 
TRY THE PLIER “FLEX” TEST! 


— 


= 7 


Made of durable Hercules 
Profax® (polypropylene) 
for flexible, plastic pipe 
applications. 








The ONE branch tailpiece 
for both installations 


3/4’ HOSE 
1A wectiON 


BE 
ua pER TU 
/, oo) 


exclusive with 


CSaBo 


Only CS&B gives you this new tailpiece with branch connection for 
either 34“ hose coupling or '2“’ copper tube sweat connection. 


& 
) 


atucinin 





copies aingtonn Eine neat onepensee 


Make a fast, easy, economical hook-up on all dishwasher and auto- 
matic washer installations with just one CS&B branch tailpiece 
no need to stock 2 or 3 types or adapters. 


For the most advanced tubular plumbing goods, look to the leader. 


“THE CONNECTICUT STAMPING & BENDING CO. 
et NEW BRITAIN, CONN., U.S.A. 
affiliate: TUBE BENDS INC. aircraft parts 
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The 
smart 
new 
UNITROL 
200R 























reaching 


€ for new eye-deas 
to sell more 
water heaters? 


....change to 


AOBERTSHAW UNITROLS 


The Robertshaw Unitrol 200R with built-in gas pressure regulator offers you an eye- 
catching, eye-appealing new way to increase your water heater’s appearance... rating 
... reliability! Give your water heater the modern, smooth look ...convenient new 
“slip-top” cover slips off in a second to give easy access for pilot lighting. This exciting 
new feature with its clean design, no sharp corners, eliminates dust catching, dirt 
marks... provides a concealed control without recessing...makes all previous con 
trols obsolete! Make your water heater the apple of every eye with an attractive new 
Robertshaw Unitrol 200R! 


FOR MORE INFORMATION, CONTACT: Kohortehawr 2. 


GRAYSON CONTROLS DIVISION + LONG BEACH, CALIFORNIA 


New ‘‘slip-top” cover conceals 
knobs .. . reduces tampering. 





Here's the double duty beauty that’s 
breaking sales records everywhere! 


Designed to make rush, rush living simpler, this 2-in-] 
bathroom features the record-smashing AllianceWare 
Vassau tub (selected for NAHB dream house). Easy to 


install, this colorful porcelain-on-steel beauty offers you 


pore elain-on-steel lavatories and color matched water 
closets. Like all AllianceWare bathroom fixtures, the 
lavatories are quick to sell, easy to work with .. . help 
make complete bathroom installation a time- and money- 
all that’s new in creative sales appeal: a handy safety saving breeze. So sell and prosper with the “called for” 
nationally-advertised AllianceWare line—bathtubs. lav- 


atories and water closets in a variety of color matched 
pastels! 


Thows on Alliancd)\Vare Lovoctoru, ow wey batho... wey. budget 


, ope 
Aa — = 


grip for secure entry and exit, luxurious roominess plus 


wide aprons on both sides. 


Flanking the room-divider tub are customer-satisfying 


The Josephine 


DuBarry 
19° x 17 


The Delilah The 


24" x 20 2” x 18 


lliance,\/are 


Box 809, Alliance, Ohio 
for fast deliveries, 3 modern plants strategically located 


Alliance, Ohio « Kilgore, Texas « Colton, California 


an AMP subsidiary 
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Can You Amend a 
Written Contract Orally? 


A written contract is the “last 
word” in a business deal. If it 
must be amended or enlarged, 
the change should always be 
made in writing. 

One 


property owner who attempted 


recent case involved a 
to prove in court that a written 
contract for plumbing services 
cover all details of the 
Some 


said the 


did not 


agreement. further ar- 


rangements, property 


owner, had been agreed upon 


verbally. The court refused to 
consider any such additions. In 


its ruling, the court said: 


a» ‘Where 


ment 


the terms of an agree- 
are plainly stated in writ- 
ing, without ambiguity, the par- 
ties’ intention must be ascer- 
tained from the language used in 
the written contract, and (other) 
evidence is inadmissible to show 
such intention.” 
Citation: Hoge v. 


Trucking Co.., 


Market and 
296 Pac. (2d) 476. 


Read that Policy! 
Misinterpretations of insur- 
the 


court 


ance policies are among 


most frequent causes of 
losses by p-h contractors. 

One case involved a contrac- 
tor who wanted to protect him- 
self against all possible liability 
He called in an insurance 


suits 


agent familiar with 


plumbing 


and heating operations, and the 
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IT’S THE LAW! 


Legal Decisions of Interest to Contractors 


which 
allegedly contained full accident 


agent offered a_ policy 


coverage. 
Without studying the policy, 


the contractor signed it. Later, 





1 


a customer injured her hand 
when the handle of a recently 
broke off 
The contractor paid part of the 
but 


cover the amount 


installed water closet 


settlement, could not re- 


from the in- 
Surance company 

had 
stated that 


bility was extended only for ac- 


He went to court, but no 


case. The policy lia- 


cidents during installation and 


did not cover products 


s The court, as it has time and 
again, pointed out that an agent’s 
no legal valid- 
itself 


It’s up to the contractor to read 


interpretation ha 
ity—only the policy does 
and understand a policy himself 
Citation: Zingale v. American 
Co oO} N York 144 
(2d) 317 END 


Surety 


YOU BE THE JUDGE 


If you were a judge, how would you decide this cast 


1 9 


contractor’s 


bid on 


ipal installation was approved by the mayor alone 


A plumbing and heating 
though state law required that contracts be validated « 
by the city council. When a new administration \ 
ed, it sought to cancel the contract approved 
or. Did it succeed? 

* 
ole rl 
the 


The court recognized the council’ 


contracts, but noted that on one occa 


ion 
actually did approve an oral contract subn 
p-h contractor. Upon this 
ruled that the 


subsequent contracts and that, therefore 


admittedly tenuou 


the court app! vered 


val implicitly co 


successful bids were validated. 





the contracto 


munk 











he Rapid Selection Chart shows that the new Dunham-Bush 

Centrifugal Pumps are non-overloading for all practical 

purposes. Where others overload when the total foot head 

drops as little as 5% to 10%, the Dunham-Bush line 
won't. Motors are sized so that maximum load is under that 
allowed by motor manufacturers. 


Other features include: Impellers Machined All Over 

. Stainless Steel Shaft ... Top Quality Mechanical Seal 
8 Position Rotating Pump Case... Rugged and 
Compact Assembly ... Available in 13 Sizes ... Volute 
Type for Horizontal or Vertical Installations. 


The new Dunham-Bush Centrifugal Pumps can be used 
in hot water systems, chilled water systems, boiler 

feed, in evaporative condensers and cooling 

towers. Typical supply system applications include 
processing, drainage, washer service and 

booster service. 




















Send for File No. 1440 listing complete 
specifications and Rapid Selection Chart. 


Dunham-Bush, Inc. 


WEST HARTFORD 10 e CONNECTICUT e JU. S. A. 
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ARE THE 
NUMBER ONE CHOICE FOR MODERN 
PIPING SYSTEMS BECAUSE THEY ARE 
LIGHTER, EASIER TO ASSEMBLE 
FASTER, MORE ECONOMICAL TO 
INSTALL COMPACT SAVE VALUABLE 
SPACE AND PROVIDE A LIFETIME OF 


HEALTHFUL TROUBLE-FREE SERVICE 


PORT HURON 4, MICHIGAN 
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ROCKED AND ROLLED: A flash evaporator 
made by Cleaver-Brooks Co., Milwaukee, 
undergoes a special test. It simulates ocean- 
travel conditions to determine the operating 
efficiency of sea-desalting equipment. 


Picture 


NICE WAY TO PASS THE TIME! The 
young lady is showing off the first 


new-style clock to come off the pro- 
G rag rd i> 4 duction line for Barnes Manufacturing 
Co., Mansfield, O. The clock is avail 
able to the company’s pump dealers 


ond wholesalers on a co-op basis 








TV HERO of the Old West, Robert Horton, hap- 
pily perches a symbol of modern living on his 
knee—In-Sink-Erator Manufacturing Co.’s Model 
77 food waste disposer, which he specified 
recently for his new home in Los Angeles. 


A NEW CHEK-LITE produced for Rheem Manufacturing Co. by 
Minneapolis-Honeywell notifies homeowners when it’s time to 
clean or change filters in central heating and air conditioning 
systems. The Chek-Lite signals diminishing air flow through the 
system before the comfort level can be appreciably affected 
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from ) 
any 
angle 





... Hareraft 


Compare Harcraft from any angle. Look into Harcraft’s 
many self-selling advantages... contemporary design... 
lifetime construction ... lasting chrome finish... 
competitive price. Be sure and check the extra 

Q features, too, such as modern packaging, 

; the convenience of illustrated labels, renewable 

and interchangeable parts. And remember, in addition to 
plumbers’ brass goods, Harcraft manufactures a 
complete line of stops and flexible supplies. 


Compare Harcraft Brass with other lines. When you do, 


you'll agree... from any angle, your best buy is Harcraft 


the best thing next to water... Harcraft Brass 


A DIVISION OF HARVEY ALUMINUM 


Warehouses in Atlanta, Boston, Chicago, 
Dallas, Los Angeles, New York 


GENERAL OFFICES: TORRANCE, CALIFORNIA 








Fully Automatic, Semi-Automatic, Manual Water Softeners and Filters for Home and 

@ tron Filters @ Sediment Filters @ Acid Neutralizers @ Taste and Odor 
Removal Filters @ Bru-Cex Feeders @ Sump Pumps e@ 10 gal. Electric Water Heaters 
@ Swimming Pool Filters and Chiorinators 














BRUNER 
iS MY LINE! 


lam a plumbing contractor. 
Here’s why | recommend and sell 


@ I want a complete line — so I don’t have a 
dozen different companies to deal with for 
similar products. Bruner makes everything 
for any water conditioning problem 

@ I want quality. I can’t afford to sell equip- 
ment that requires a lot of servicing. Bruner 
products are time-tested before being put on 
the market guaranteed after being put on 


the market. I sell BRUNER with confidence. ater conditioning 


@ I want a full profit. Any product can be . 

sold at a loss, but I’m in business to make equipment. 
a profit. Bruner protects my profit because 

Bruner sells only through the plumbing trade 


WATER SOFTENERS & FILTERS 


If you want full profit, guaranteed qual- 
ity, and a complete line, sell BRUNER. 
Write for free literature or see your 
jobber. 


YBRUNER CORPORATI 


Main Plant and Office, 4763 North 32nd Street, Milwaukee 9, 
Western Division Plant, 670 Gibbons Street, Los Angeles 31, Ca 
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Faw BULLET JET FaW MULTI-STAGE 


The original horizontal jet Centrifugal pumps, available with 2, 3, or 4 stages, 
pump, pioneered by F & W, offer greater capacity per horsepower. Also give you 
and forerunner of the Vari- cartridge-type rotary seal, priming valve and air pump 
jet. Still the best buy for ing device. %-5 H.P. Motors. 2100-7200 G.P.H. @ 10 
many conditions within its ft., & 20 P.S, a. 

copacity. %, Ys, Va H.P. : 

Motors. 450-750 G.P.H. 

@ 10 ft., & 20 P.S.L. 


WHATEVER YOUR CUSTOMERS’ NEEDS 
YOU CAN MEET THEM EXACTLY WITH FeW! 


There’s an F & W Water System to meet every well-depth 
and capacity need exactly. This means that you can satisfy 
all demands with F & W, and serve your customers better. 
Not only that, you have the advantages of F & W’s 92-year 
record of dependability, engineering leadership, and ex- 
clusive product advantages to help you sell. Take a look 
at F & W’s line-up for shallow-well service, and you'll see 
at a glance why it not only gives you most complete cover- 


age, but the sales leaders as well. Write for full details today! 
F&aW VARIJET BULLET 
paaeng sah dh pti / FLINT & WALLING MANUFACTURING CO., INC. 
water, yet reduces motor load and current 575 Oak Street, Kendallville, Indiana 
consumption, thanks to exclusive design patent. 
Y%-Y% H.P. Motors, 720-1800 G.P.H. G 10 ft. 
& 20 P.S.L. 


F2W PUMPS 


F&W MULTI-PURPOSE . FaW ECONOMY Faw GAS 
‘ MULTI-PURPOSE JET 7 DRIVEN PUMP 


deep-well by moving jet The economical, multi-purpose « Where electricity 


Converts from shallow to 


off pump down into well jet equal in capacity to any isn't available, this 
No extra parts to buy r yet priced 2-stage centrifugal 
Ya, %, 1 H.P. Motors meet volume competition. pump, powered with 
Single-stage pressures ~ tor. 35 G.P.H, 2 H.P. Gasoline En- 
to 60 Ibs. and 450-950 < H 15 ft. & 20 PS.) gine does the job 
G.P.H. @ 10 ft. & 20 beautifully. 2100 
P.S.1.; 2-stage t Ibs ¢ G.P.H. @ 10 f. & 
ond 540-810 G.P.H. @ 20 PSA 
opis & anes FEW PACKAGE PUMPS _— 
. & 20 PSA. 
For easy-to-handle, easy-to- 
} sell, easy-to-install business, : Faw 
Faw 5 F & W Shallow well Pur PISTON PUMPS 
IRRIGATION TYPE ’ ore available packaged 


pletely assembled with tanks 


Where oa shollow- 
High capacity, high head d well piston-type 
pumps, available with 1 pumps and accessories. No pump is desired, this 
or 2 stages, especially extra parts to buy and stock model is an economi- 
These include the VARIJET, 


the Bullet Jet, the Multi-Pur- 


designed for irrigation, col workhorse with 
Gir-conditioning, and di- either “4%, Ve or 
versified industrial uses. é . pose, the Economy, and the H.P. Motor. 225-450 
Ya-7'%2 H.P., 1 & 3 Phase as ston types. } G.P.H 

Motors. 17-166 G.P.M. 

@ 15 ft., & 20 P.S. 


F.W means Flowing Wat by Flint & Walling 
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ANOTHER 
NATIONAL- U.S. 
SUCCESS 
STORY 


THRIFTY OHIO 
TOWN BANKS 
ON 
NATIONAL-US. 
HEATING 


Lobby of new Massillon Savings and Loan Association shows National-U.S. Art Comfortline Baseboard 
heating. The air conditioning, also by National-U.S., is blown through ductwork, with outlets in the ceiling. 


5 of the 6 Banks in Massillon use it 


declared. “I have it in my own home, 
too.” Heat is delivered by a National- 


U.S. “44” Series Boiler. “It was one of 


those situations where there isn’t much 
room to move around in,” said Heating 
Contractor Poth. “That's when a pack- 
aged boiler like the 44°" Series comes 
in handy.” 


Bank President Pfaust likes hydronic baseboard 
heating, has the same kind in his own home. 


Massillon, Ohio—Some sort of a record 

for brand preference may have been set 

recently when the new Massillon Savings 

and Loan Association opened its doors. 

It became the fifth banking institution in Air conditioning was installed by Contractor 

this city to be heated with National-U. S. Lautzenheiser. Fifty ton Capitolaire Central Sta- 

Radiator Corporation boilers. There are tion unit with evaporative condenser was used. 

only six banks in Massillon. National-U. S. air conditioning was 
Bank President Pfaust pointed out the also installed. It is a ducted system built 

newly-installed Art Comfortline Base- up from a 50 ton Capitolaire Central 

board by National-U. S. “I like it,” he Station Air Conditioner. First of its kind 


30 





Heating Contractor Poth finds National-U.S. "44" 
Series Boiler easy to install in confined quarters. 


to be installed by Contractor Lautzen- 
heiser, he reported it was easy to install 
because it was a packaged system—no 
assembly and wiring on the job. 


For full information on all National-U.S. 
heating or air conditioning products, see 
our listing in the Yellow Pages of your 
phone book, or write: 


@.. National- U.S. | Radiator 


HEATING AND AIR CONDITIONING DIVISION 
Johnstown, lenneylvana 
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These 4 steps show why SPANG 


brings you the best galvanized steel pipe! 


THOROUGH CLEANING of the pipe before galvanizing removes STEAM-WIPING of the pipe’s exterior, as it comes from the k 
all dirt, grease and scale, leaves a clean surface for the prime through an air ring, produces a smooth even finist 


western zinc galvanized finish. up under rough usage. 





QUICK QUENCHING of the pipe ina jium dichromate solution 
bonds the galvanized finish to the teel sdds extra service to the 
life of the pipe. 


exce Zin 
flow of liquids 


This is just part of the quality-control processing that each 
length of Spang Steel Pipe receives. Careful control from skelp 
through the inspection tables assures you of a top-quality pipe 
for top-quality installations. Next job, make it steel pipe... make 
it Spang! Your local Spang Distributor is at your service! 


AM THE NATIONAL SUPPLY COMPANY 


cw" 
STEEL PIPE 






Subsidiary of Armco Steel Corporation yRMCS 
1 


TWO GATEWAY CENTER, PITTSBURGH, PA. 
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A new letterhead design helps this wholesaler 
establish his trademark within the industry . . . 


“COULD YOU GIVE ME some ideas 
new incor- 
porating an identifying trademark 


in other media too?” 


for a letterhead—one 
that I can use 

Lincoln Pierce, Central Supply 
Co., Indianapolis 


a Mr. Pierce’s new letterhead car- 
ries a symbol featuring a map, in 
the that 
Central Supply serves. The com- 


color, of Hoosier state 
pany name encircles the map, and 
the whole is enclosed in an oval 
that the symbol together. 
The result: a compact trademark 


holds 


that spells out that the company 


CENTRAL 


25 


-¢ paewoen’ 
eact 

cOLN F 
LIN — 





LINCOLN PIERCE, PRESIDENT 


210 SOUTH CAPITOL 


-and im- 
mediately associates Central Sup- 
ply with that service. 


offers state-wide service 


a While the symbol is prominent 
in the letterhead, it in no way de- 
tracts from the logo’s main feature 
—the The 
is spelled out in two kinds of type. 
This use of type both 
“Central” (the main element in 
the company name) and “Supply 
(which describes the industry seg- 
ment to which Central 
stand out strongly. 


company name. name 


makes 
belongs) 


Color is used to underscore the 


Suppiy COMPANY 


5. AVENVE 


} 


and to add weight to 
Col I 


used to spell out the reference to 


firm name 


also is 


the over-all design. 


plumbing, heating, refrigeration 


and air conditioning, emphasizing 


the wide range of products avail- 
able at Central. 


a The 


phone number are spelled out in 


company’s address and 
easy-to-read black type, making a 
nice contrast to the colored letter- 
ing in the logo. 

(Prior to joining Central Supply, 
Pierce was general sales manager 
of American-Standard.) END 


CENTRAL SUPPLY serves the 
state of Indiana—as 
terhead shows. The logo 
features a trademark incor 
porating a colored map of 
the Hoosier state, with the 
firm name encircling it. 


this let 





AVENUE 


INDIANAPOLIS 25, 


CENTRAL Siyfipt U y ‘Company 


INDIANA TELEPHONE MeElrose 5-345] 








Why do plumbing and heating contractors 
specify Phelps Dodge Copper Tube and Pipe? 


2. All American-made line of pr 


} ‘ syality ‘ nit y } 
the finest quality tube and pipe in thi 


dependable SO 
3. A dependa 
from 


product from Phelps Dodg. 
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Wow! 
HONEYWELL LAUNCHES 
HOTTEST ALL-INDUSTRY 


PROMOTION IN YEARS ! 


Honeywell’s new national 2-furnace 2-zone heating 
promotion multiplies your sales, helps you beat the 
price squeeze and get the jump on competition! 


In your quality homes, you’! sell two furnaces in- 
stead of one. Instead of selling a conventional hot 
water system, you'll sell a quality installation of 
two or more zones! Honeywell’s 2-furnace, 2-zone 
promotion has the comfort appeal that will trigger 
buyers. 

The 2-zone idea makes both prospective home 
buyers and builders comfort-conscious. It calls at- 
tention to the heating problems created by modern 
home design. For example, the heating require- 
ments are different in finished basements, rooms 
over unheated areas, rooms with large picture 
windows, split-levels, spread-out floor plans and 
different living-sleeping areas. In fact, one out of 
five new houses has a heating problem which either 


31 


2-furnace or 2-zone planning will solve! 

Here is your chance to sidestep the competitive 
price squeeze by selling highly profitable quality 
installations.* Honeywell is backing you 100° 
with powerful national consumer and builder ad- 
vertising. Get your free promotion kit and tie-in 
for your share of plus-business. See your wholesaler, 
your local Honeywell office or write Honeywell, 
Department DE-5-71, Minneapolis 8, Minnesota. 


* Recommend the types of zoning that best suit your 
builders’ or home-owners’ needs. Instead of 2 furnaces, 
it may be more practical to install 2 zones from one 
furnace. Also with either wet heat or warm air, larger 
homes may be best heated with more than 2 zones, 
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BIG COLORFUL ADS LIKE THIS starting with 
May issues of BETTER HOMES & ARDE: 
HOUSE BEAUTIFUL and HO 


will pep up your heating sales! 








2 new ways to Set better heat, more comfort for your money! 


Honeywel 
H Fiat ia Coiteol 


WARM AIR PROSPECTS HOT WATER PROSPECTS 


are being shown how com- 
fort-zoning eliminates heat- 
ing Problems. Yoy Sel] 2 
urnaces instead of 1! 


are being sold on the idea of in- 
Stalling 2 or more comfort zones 
for whole-house comfort. You sel] 
fine quality 2-zone installations, 


, MR. DEALER! 
E’RE TELLING YOUR PROSPECTS TO SEE YOU 
W , 


Tie-in and get this complete 
promotion kit free! 


e Window streamers e Ad mats « Hang H - 
A com- 
ter cards e Banners e . 
pect i i our builders mt 
plete merchandising kit for y * | y / 
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Careless check handling can cost you money. 
Here's a refresher course on pitfalls to avoid ... 


EVERY BUSINESSMAN, including 
the most experienced, is wise to 
take a refresher course occasion- 
ally on the important factors in- 
Other- 


wise he might get careless—and 


volved in using checks. 


carelessness can be costly. 
Here are some things you'll 
want to review: 
Do you write checks in pencil? 
that 
makes it easy for some unscru- 


This is a careless habit 


pulous “kite” your 
check. Use only pen and ink, 
typewriter or check protector. 
Have you filled in all the emp- 
ty spaces? Leaving an open spot 
on the amount lines (words or 


person to 


figures) invites someone to add 
another few pen scratches that 
can alter the size of your check. 
Use the entire line, beginning at 
the extreme left. 


# Do you erase on your checks? 
If you do, so can somebody else. 
It’s better to tear up an imperfect 
check, you a 
dime, and write a new one cor- 
rectly. 


even if it costs 
And be sure the incor- 
rect one is destroyed. 

Do you issue blank checks? 
Don’t do it! You may trust the 
person you give a blank check to, 
but what if he loses it? 

Do you make out checks to 


Bankers 


point out these checks offer poor 


“cash” or “bearer’’? 
receipts for paid bills and also 
lend themselves to manipulation. 

How do you 
for deposit? You should write, 
“John Smith, for deposit only.” 
That last phrase is insurance 
that, should the check fall into 
dishonest hands, the bank will 


endorse checks 


not hand over your cash. 


a Where are your cancelled 
checks Under lock 


key, we hope. The wrong person 


now? and 
can use an old check as the per- 
fect copy for a forgery. 

Do you use a special, distinc- 


tive signature for checks? Some 
experts advise a different signa- 
ture for checks to prevent forgers 
from using a letter or similar 
item from you as a basis for their 
work. On the other hand, some 
say “distinctive” signatures are 
easiest to forge and least ques- 
tioned by banks. But whatever 
you decide, stick with it—don’t 


mix your signatures. 


» Summing it up, a businessman 
is wise to take every precaution 
—and urge his employees to— 
with every check he writes, no 
matter how small. 

To say that checks are money 
and should be handled carefully 
is not wholly correct. If you 
mishandle a $10 bill, you lose 
$10. check, 
however, and you can lose all or 


only Mishandle a 


most of your bank account! END 


[PSH CONTRACTOR, 


IT’S EVEN MORE IMPORTANT to handle checks correctly than to be 


careful with money. If you are careless with a $10 bill or even a 


$50 bill, that’s all you lose. 


But if you fill out a check carelessly 


or don’t file it properly, you can end up losing a great deal more. 
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HOW SUNDSTRAND FUEL UNITS BACK UP YOUR BURNERS 


Reliability is the 
Difference 


CD ca 
es : 
tea a 


. 


aoe 3 ‘ 


J 
_ 


The overwhelming preference for Sundstrand fuel 
units is wrapped up in one word—reliability. Let's 
take a look inside a Sundstrand fuel unit ard see just 
three of the quality features that add up to quiet, 
clean, trouble-free performance: the Rota-Roll pump 
ing assembly that eliminates “gear whine’’ while 
delivering oil under uniform pressure, foamless, and 
free of turbulence; the combination of a hydraulically 
balanced valve and seep-proof bronze-on-neoprene 
valve cutoff to prevent after-drip and resultant car- 
bonization; and the large, fine-mesh, monel metal 
strainer designed to keep all dirt away from burner 
nozzle. Naturally, there are more details to the com- 
plete story but they only re-enforce the conclusion 
that for unmatched reliability it pays to specify 
Sundstrand, first in fuel units. 


SUNDSTRANI 
aD Ge i iw aD a GV E 


of Sundstrand Machine Tool Co., 2210 Harrison Ave., Rockford, Ill.—Eastern Sales Office: 89 Summit 
Ave., Summit, N. J. Made in Canada by John Inglis, Ltd., 14 Strachan Ave., Toronto; in Sweden by 
Sundstrand Hydraulic AB Stockholm; in Paris, France, by R. S. Stokvis, et Fils, S. A., 20-22 Rue Des 
Petits-Hotels. 
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BEFORE YOU BUY AND INSTALL A WATER HEATER 


use this practical 
fcuide to Quality! 








—_ 


Make gtr 
sure 4 

the st rus 
Water 
Heaters 





NATIONALLY RECOGNIZED 
CONTROLS ASSURE 
CUSTOMER CONFIDENCE 


ters are equipy 


ert 


COMPLETE 
LINE TO MEET 
VARIED WATER 
CONDITIONS 








you install 
include “DEMAND 
RATED” 
these TO PROVIDE 

MORE 
Quality and HOT WATER 
Performance 


FASTER 
features. 
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x, 
PROTECTION 








CAST IRON 
BURNER FOR 
MAXIMUM 
COMBUSTION 
EFFICIENCY 





QUALITY IS GOOD BUSINES 


Satisfied customers mean an end to profit killing 
call backs and replacement. Quality materials and 
skilled workmanship mean an end to costly ad- 
justments and repairs. Rheem is known the world 
over for the performance and quality leadership 
that assures satisfaction. That's why Rheem is 
the world's largest manufacturer of automatic 
storage water heaters. 





You can rely on Rheem...the BIG NAME in comfort products for the home 


RHEEM MANUFACTURING CO., HOME PRODUCTS DIVISION, DEPT. NA. 7600 S. KEDZIE, CHICAGO, ILL., SOUTH GATE, CALIF., DALLAS, TEXAS, SPARROWS POINT, MD 
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6” SUBMERSIBLES 
Capture the highly-profitable BIG jobs (in- 


dustry, business, institutions, irrigation) with 
Rapidayton 6” subs. 





4” SUBMERSIBLES 


Keep ahead in the fast-growing 4” sub market by 
installing the advanced, simplified 2-or 3-wire 
Rapidayton in both shallow and deep wells 


Single-Stage JETSTARS* 


In a rough, tough, competitive situation? Get 
volume AND profit with the high quality, low- 
priced JETSTARS. 


YOUR SALES STRATEGY for 


BIGGER VO 


in any 
WATER SYSTEMS MARKET 


Whether you sell 10 or 1000 pumps per year, you can increase your volume and 
boost your profits by using smart sales strategy. The smartest sales strategy in the 
world, of course, is to stock and sell the pumps and water systems which are 
tailor-made to your individual needs. Volume and profit go UP—when you 

always have the right pump, the right features, and the right price. e The only 
manufacturer who can supply you with everything you need in submersibies 

AND everything you need in jets, is Rapidayton. From this one source you can obtain 
4” submersibles in both 2-wire and 3-wire models; “industrial” 6” submersibles 

in single and three phase models; and modern jets in anything 

from the smallest to the largest packaged system, in a wide range of single and 
multi-stage models. @ There’s a Rapidayton water system that will fit perfectly any 
installation in your area. There’s a Rapidayton water system that will match, 

and surpass, any competition—be it quality, performance, features, price, or a 
combination of these. For the greatest possible competitive strength, for bigger 
volume and profit in any sales situation, stock and sell Rapidayton. 


f 


~~ 


AN 


Ere 


Multi-Stage CHAMPIONS* 


Upgrade your jet pump business, get maximum 
profit with the TWIN and other deluxe multi 
stage models. 





Single-Stage CHAMPIONS* 


Dominate the heart of the jet pump market with 
the completely deluxe Rapidayton CHAMPIONS, 
unmatched volume and profit builders 


Whatever you need to get BIGGER VOLUME and PROFIT in your area 


SEE FOLLOWING PAGES 





BIGGER VOLUME - 
and PROFIT - 
IN ANY MARKET. 


Get your share of the booming 
4” submersible market, 

for both shallow and deep wells, 
with the Rapidayton 2- and 3-wire 


The greatest “new business” getter in the water systems field! With 

eleven models to choose fram, the Rapidayton 2-wire enables you to meet 

ihe needs af every shallow and deep well, 0 ta 460 feet. This means 

you can campletely blanket the BIG VOLUME, HIGH PROFIT market in your Deep-setting models in 4 

area. * With the Rapidayion 2wire there are no installation and service cabact ia ne He — 
prablems. There's na eleetrigal eontral bax and the eleetrie cable 

is allached ta the pump at the taetary, Merely connect diaeharge pipe ta 


PUB, lawer HE TAT Well, @AANeOT WIE, pipe ta pressure Tank 





NEW: \5 he. 8 SYARY 2 
wire made far settings @ ta 
OO TL at 40 Whe. APeRaUTe, A 
eluding Haelaty allaehed able 
and overload prateetion 
Hanilavinn 4 abe Have AVINA Tipellare ha AO vetaii 
prodeial ditfveee epetei Gerethetian 
WIVES HARUN abr asial Fesiatanee 





Like the 6”, the Rapidayton 4” sub has 2 
piece stator construction—for ‘plus power,” 
greater dependability, longer life 

















VORLD’S MOST MODERN 3-WiIRI High head series is avail- 
able with % to 2 Ah p. 
The Rapidayton has more exclusive and “worth more” features than any pe Lagat pry 
other 3-wire pump. In the toughest of installations this pump and pressures up to 80 Ibs. 
has proven its superiority through better performance, greater dependability, High capacity series has 1 
and a minimum of service. For wells 0 to 500 feet in depth, the in ee .s -_ 
Rapidayton 3-wire provides all the extra capacity and pressure required by : g.p.h. and pressures to 80 Ibs, 

completely modern living. Capacities range up to 2,400 g.p.h. and 

pressures up to 80 Ibs. can be obtained. Get full details on these, and 

other, Rapidayton subs today. Whatever type of submersible you 

need for maximum volume and profit in your area, Rapidayton has it. 





4 The highly-profitable BIG jobs 
will now come your way with the 
Tait-made and engineered 
Rapidayton 6” submersible 
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ihe installer at Rapidaylan aubmersibles. Rapidaylan 4 subs Up 
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Welvatiial jabe, SHOR ae HuetEy, Husiiess. Huneipalities 
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engineered oil filled motor insures better performance 
and longer life. The exelusive twapleee stator eanstruetion 
permits use of more copper, more insulation, and gives positive 
protection against accidental and hidden damage, * The 
exclusive coaxial diffuser system, with hydraulically 

balanced nylon impellers, develops more pressure per stage 
because each impeller has greater working area. * The 
“breakaway” pump construction permits quick, easy 
disassembly at the well site. * Capture the highly 
profitable 6” jobs—and also keep ahead in the fast-growing r COAXIAL DIFFUSER SYSTEM: Field 
4” market—by stocking and selling Rapidayton submersibles proven nylon impeliers, hydraulically 


; balanced. have large diameter. cre 
Write today for new 6” Industrial Submersible Catalog ating 56% more pressure per stase 


NVisior a N ; 
TAIT-MADE MOTOR, oi ed, has twe 
piece stator constructior nit 
use of more copper 
with ¢ janger of | 





BIGGER VOLUME | 
and PROFIT : 
IN ANY MARKET | 


SUPERIOR, You CAN build volume and profit in a highly-competitive situation, 
insure complete customer satisfaction, and keep service calls to an | 

COMPETITIVE JETSTARS’* absolute minimum. The answer is the Rapidayton Jetstar, the 
high quality water system at a low price. Fully packaged, 
available in shallow well and convertible models, the Jetstar 
has most of the features which have made the Rapidayton Champion 
; famous. There is none of the short-cut construction which 

Ys hp. shallow well pump only, $80.75 retail = characterizes most “economy” pumps now on the market. 
Vs h.p. packaged with 13 gallon tank, $106.75 retail (NEW: Vertical Jetstars in % and % h.p. models!) 


No sacrifice in quality or reduction 
in features, despite low price 


Compare these PROVEN high-quality construction features 


1. Heavy-duty, standard NEMA 56-frame motor (not “partial” 48-frame special 
job). 2. Open, separate motor mounting bracket (end bracket of motor not part 
of pump, requiring pump to be disassembled for motor service). 3. Bronze (not 
plastic!) impellers, nozzles, venturis. 4. Stationary bronze wear ring (eye of 
impeller does not operate in cast iron, rubber or plastic). 5. Bronze 
nozzle and venturi (not plastic or rubber) hold precise dimensions over long 
periods of operation. 6. Efficient Quad Volute diffuser integrated with cast iron 
pump body (no plastics used; no special extra parts to stock and require service) 


Deluxe and in Demand—for MAXIMUM Volume and Profit 


Since 1955 the most imitated jet line, but still “Champion,” are the completely 

deluxe Rapidayton Champions. Vain efforts have been made to copy features, models, 

tank sizes, and even series names. But after all this, Rapidayton Champions are 

still the most modern, still first in deluxe jet sales, and still first in “built-in” profit. 

No one has been able to approach their simple and functional design, interchangeability 

of parts, outstanding performance, and dependability of operation. Both the Shallow Well 
Champion (capacities to 1730 g.p.h.) and the Convertible Champion (capacities to 

810 g.p.h.) are packaged with horizontal and vertical tanks; both have 56-frame 

heavy-duty capacitor motors and Quad-Volute self-priming design. 

Original, patented Quick-Connect flange on the Convertible. 
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MODERI 


Completely packaged 2-stage, priced 
with many deluxe single-stage jets 


The Twin Champion is available 
as a pump only, with 13 or 30 
gallon horizontal tanks, or in 42 
or 52 gallon vertical tank FHA* 
models. Tanks are hot-dip gal- 
vanized inside and out; and, like 
the pumps, are coated with 
— protective, clear vinyl. 
ackaged systems are ready to 
install just as they come from 
shipping carton 


*Farm and Home applications 


the perfect jet systems for new homes and modernization jobs 


Whatever you need in jet pumps to secure maximum volume and profit 

in your area, Rapidayton has it—America’s most complete and fastest-selling 
line. To upgrade sales, feature the completely deluxe Twin Champion. The 
incomparable Twin is multi-stage, convertible, and fully packaged. Big 

and powerful, it gives the higher capacities and pressures needed for 

modern living. Designed for wells 0 to 150 feet in depth, the Twin’s two 
impellers pump full capacity at 40 Ibs. pressure and deliver up to 1250 g.p.h. 
Write for full information on the Twin and other Rapidayton superior jet 
pumps. Do business with your Rapidayton wholesaler. 


cm —— 
RTICAL 


AGI 


tailor-made for over-the-well installations 


Vertical Champion— 
single and two-stage 
for depths 20 to 150 
feet, with capacities 
ranging up to 1220 
g.p.h. Easy to install 
with exclusive re- 
cessed base. 


Super Champ—two 
and three stages, for 
depths 20 to 200 feet 
Advanced axial flow 
principle. Capacities 
to 1350 g.p.h., pres- 
sures to 8/7 Ibs. ALL 
BRASS internal con 
struction. 
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Steel pipe at its bst-—-BETH -CoO -WELD 


for Homes, Schools, Factories, Hospitals, Apartments, Office Buildings 


Wherever it is used—in drainage lines, in ventilation, 
gas or water lines—steel pipe installs fast, works 
easily and lasts for generations. 

Beth-Co-Weld is steel pipe at its best. Made under 
rigid quality controls on our modern continuous- 
weld mills, it’s uniform in every way that counts: 
physical properties, size, wall, length. Sound and 
strong, it takes rough handling and hard service 
without damage. Our jobbers stock a full range—and 


Bethlehem stands solidly behind every length. 
Beth-Co-Weld steel pipe is available, black and 

galvanized, in sizes from )2 in. to 4 in. nominal, and 

in lengths of 21-ft (+1 in.) or in random or cut 

lengths. Next time you specify general purpose pipe, 

ask for Beth-Co-Weld. 

BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation. Export 
Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM STEEL 
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Letters 





(Continued from page 16) 
tion you may have on the subject 
FreD MuNsOoN 


TOP EXECUTIVE WANTS TO 
READ ABOUT HEAT PUMPS 
New York City—We'll appreci- 
ate a copy of the booklet, “Where 
Does the Heat Pump Stand Now?” 
as offered in the March 
DomeEsTIc ENGINEERING. 
D. D. Coucu 
Vice 
American-Standard 


issue of 


President 


WANTS TO SOLVE HEAT PUMP 
INSTALLATION PROBLEMS 


Canton, O.—Please furnish us 
your booklet on “Where Does the 
Heat Pump Stand Now?” referred 


HOW TO ESTIMATE COSTS 
ON A P-H JOB 
MitFrorp, Conn.—Some time ago 
you ran an article explaining how 
plumbing and heating contractors 
should determine 


estimate jobs, 


to in your March issue. We are be- 
ginning to distribute heat pumps 
but find many conflicting proce- 
installation. 

GEORGE MELBOURNE 
Citizens Automatic Equipment Co. 


dures in 


@ Hundreds of DE readers have re- 
quested copies of the booklet, ‘‘Where 
Does the Heat Pump Stand Now?” 
Made up from articles published in 
DE, the 16-page booklet describes the 
principles behind heat pump opera- 
tion, presents diagrams of the four 
principal types of heat pumps, shows 
how to solve the problems of applica- 
tion and installation and describes a 
representative job. 


@ Single copies of the booklet are 
available without charge to DE sub- 
scribers. For your copy, circle ‘Heat 
Pump” on reply card, page 153. 


At that time 
we gave our copy of the article to 


their costs and so on. 


one of our contractor-customers. 
We've mentioned it to 
other contractors who would like 


the Would it 


since 


to see article too 


Colorful Point-of-Purchase Display Banner Promoting 
Its Line of Water Systems Is Unfurled by Barnes 


A 30 by 40-in. display banner 
promoting water systems has been 
made available to contractors and 
wholesalers on from 
Barnes. The silk banner is trimmed 
in two shades of blue and white and 


request 
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has a gold-colored decorative 
fringe and a gold-colored standard 
and tips 

Available from: Barnes Manufac- 
turing Co., Mansfield, O 

(More sales aids, pages 76, 190.) 


be possible to send us about six 
We feel a definite need for 
wide 


copies? 
the 
article in our area 

CHARLES WATERMAN 
Waterman & Bristol Co 
(Wholesaler) 


circulation of such an 


e@ Copies of the article—which ran in 
three parts forwarded to Mr. 
Waterman. We agree with him so 
completely on the importance of ac- 
curate estimating of jobs that we’re 
running another article on this subject 
as part of our “New Construction” 
series, which begins with this issue. 


were 


HOW A WHOLESALER 
MADE SALES HISTORY 


La Crosse, Wis.—We 
thank you for the fine write-up on 
90th 


wish to 


our recent anniversary cele- 


bration. It was very flattering 
Would it be 
about 20 copies of the article? 
J. M. BrInDLEY 
General Manager 
W. A. Roosevelt Co. 


possible to send us 


e The story of the history and sales 
philosophy of this 90-year-old whole- 
saler began on page 97 of DE’s De- 
cember issue. It’s full of outstanding 
merchandising ideas, not only for 
wholesalers, but for contractors too 


LIKES SERIES ON MODERNIZING 
GRAVITY HEATING 

We wish to 

offer to 

of the first 


ries on modernizing 


East CLEVELAND, O 


avail ourselves of your 


) 
send extra tear sheets 


article in the s« 
gravity hot water heating systems 
It’s a good series 

P. J. ScHAACK 


W. J. Hann & Sons Co 


PRIVAZONING? IT’S A GOOD 
IDEA FOR $30,0000 HOMES 
NORTHFIELD, Itt.—I feel that 
Privazoning would be a great add- 
ed convenience to a 
without doubt, it 
prove the hi 


homeowner, 

would 
yme’s value if a prop- 
being resold. My esti- 
market outlook is that 
the idea would go into homes cost- 
ing $30,000 or more. I that 
the could 
handle the cost of 


and monthly 


and, im- 


erty were 


mate on the 


doubt 
smaller homeowner 
added down 
payment payments 
that Privazoning would require 

In the homes I build I’ve been 
incorporating 


(Please 


dressing rooms off 


turn to page 49) 





BUY Franklin Electric Co., Inc. 


SUBMERSIBLE CaGuled . 


PUA SS the water system manufacturers whose 


dependable products make possible 

the use of modern plumbing fixtures 

EQUIPPED and appliances for better living... 
WITH eee 


RUNNING WATER 


Prantdlin SERIES 15 MT 


BMERSIBLE MOTOR 
for DEPENDABILITY oe OTORS 
OVER 200% STARTING TORQUE. 


WATER LUBRICATED BEARINGS. 


Manufacturers’ Research Institute surveys 
prove that plumbers and well drillers value NEW CONTROL BOX FEATURES. 
DEPENDABILITY over all else in submersibles. 

Because your success depends on the per- THREE-LEAD, ONE-PIECE CABLE 
formance of the motor powering the sub- ASSURES WATER-TIGHT 
mersibles you sell, it will pay you to insist on CONNECTIONS. 


Fran Lfin Mctow 


ee 


Should submersible motor service ever be 
necessary, one of Franklin’s factory trained 
and tooled authorized motor repair stations 
will promptly field-service your motor. Your 
customers and you deserve Franklin’s superior 
service availability. 


WHEREVER YoU ARE $6 hoe 
\pTHERE 1S" A: -F varel (ia Me hen 4: 


SERWICE STATION’; y 


AUTHORIZED SERVICE STATION 


WE SERVICE The water system or pump 
FRANKLIN manufacturer who uses “Beyond the 


SUBMERSIBLE MOTORS Franklin Motors has your om 
bat felis fe ated Water Mains 


You can rely on Write for free 28 
his product. page copy. Limit, 1 
book on letterhead 


request. 





Only Franklin offers nationwide, full line motor 
repair service, including SUBMERSIBLES. 








Franklin Electric Co., Inc. BturrtoNn, INDIANA 
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Letters 


(Continued from page 47) | 
the master bedrooms and baths 7 





We find that our customers look 
for this additional convenience 


We’ve been putting in these dress- e 
ing rooms for about two years. oO & Pp E be D A p L io 


NORBERT Happ 
Northfield Building and Ataatn, Goagies Clave ee eee 


Construction Co. nee Maryland: Electr tor Repair STATIONS OFFER 
illings, Montana: Lockrem ric Co 
@ Privazoning is a new design con- Boise, Idaho: Missman Electr SUBMERSIBLE 
cept in bedroom, bath and dressing Burlington, North Carolina: Smith Electr pair Ce MOTOR REPAIR SERVICE 
room facilities designed by the Plumb- Cambridge, Massachusetts: Cambr > r Ser 
ing Fixture Manufacturers Assn. It Cedar Rapids, lowa: Electr 
calls for realigning the functions of the Charlotte, North Carolina: ‘ rn Electric Serv . iV 
bedroom and bathroom by concentrat- Cheswold, Delaware: R 
ing all grooming functions and clothes Chicago, Illinois: Complete E 
storage in a combination dressing- Clearwater, Florida: Gar 
bathing-toilet room called a dresse- Columbus, Mississippi 
tory. There would be a dressetory for Dallas, Texas: Dietz Ele . 3 
nti occupant of the home. sd va Detroit, Michigan: Henry F. Hurley Els ) ... look for this sign 
cupants of a bedroom would, for ex Dothan, Alabama: H Robbir tor Ser identifying dependable 
ample, have their own. individual Edmonton, Alberta, Canada: Wirtanen f r ) é : 
dressetories Great Falls, Montana: Mosch Electr electric motor service 
Full details of the plan have ap Hamilton, Ohio: Foley Radio & TV E 
peared in past issues of DE Harrisburg , Pennsylvania: Ed 
Hawthorne, New Jersey 
Holland, Michigan: 


Houston, Texas: Bankstor 


HOW A SALESMAN 
IS MADE 


Huntington, West Virginia 
IRoN Mountain, Micu.—Can you 


Hutchinson, Minnesota: ( 
furnish us with copies of Parts 1 


Idaho Falls, Idaho: R 


and yeh ager “How a Sales- ae Ag = . ales ond Ser AUTHORIZED SERVICE STATION 


man which ran late in a ee 


1951? I have Part 3, and would like Litchfield, Minnesota: Litchfield El: V WE SERVICE 
to have the complete article. Los Angeles, California: Hi!! Electr f FRANKLIN 
Louisville, Kentucky: Wesley Electr SUBMERSIBLE MOTORS 
Lubbock, Texas: Brandon & ¢ 


Madison, Wisconsin: Electr tors Unilin j | {; 

Marion, South Carolina: Thomas Elect Wocenes eharr ctor 

‘ — 2 Marshalltown, lowa: Eglestor ectr 

JACKLEGGS IN OHIO— er 5 pC ED FULL LINE SERVICE 
LOOK OUT! 

DEFIANCE. O. Please vena 7 oe Minneapolis, Minnesota: 8 ead £ fg 


Nampa, Idaho: Hopper Ele 


: Nashville, Tennessee: Tennessee Electric Mot mand fine prod ycts backed by 
ceive your Qualified Contractor Kit New Castle, Indiana: Porte t 


We are in the process of pushir: 9 New Castle, Pennsylvania 


Mario BraAnz 
@ Request filled! 


Submersible pump customers de- 
mation that will enable us to re- 


good service facilities. Factory- 
: “iG f rleans A A horized service j 4 

our own program for qualified con- New Orieans, Levisiane: New Orie acis Authorized service quickly en 
New York, New York: E\« 
North Quincy, Massachusetts - Vv 
Oakland, Californic fornia Elec. N products to use. Only Franklin 
kit into our program. Oklahoma City, Oklahoma: Harry tter Mot ‘ off 

E. A. Cooper Omaha, Nebraska: Flohr Electr rv : 

g 7. 
Secretary-Treasure: Parkers Prairie, Minnesota: Fortwengler Elect repair service including SUBMER- 
: Philadelphia, P ' Mueller Electr . : 

Plumbing Contractors Assn ee SIBLE PUMP MOTORS. 


‘ ‘ Pittsburgh, Pennsylvania 
of Northwestern Ohio 


tractors in this area and hope, with ables the return of repaired 


your permission, to incorporate the 


ers nationwide full line motor 


Portland, Oregon: Walker Elk -_ “ . 
lf there is no authorized service 


‘ 1 Ele 
@ We're happy to cooperate with the Reading, Pennsylvania 


Chic group in Its program on behalf Richmond, Indiana: Remsco, | station in your town, a postcard 
of quality plumbing and heating Richmond, Virginia: R tr t ’ 


work. A QC Kit, containing some 14 550, including the name 
. is, Mi M ri N a over 
pieces (direct mail letters, radio St. Louis, Missouri : 20, INCcUGING 


will get you the complete list of 
Rochester, New York: W 


: h ’ The f 
scripts, newspaper ads, etc.), was sent Shreveport, Lovisiana 


to Mr. Cooper, along with suggestions 


for its use. The kit is part of DE’s Springfield, Massachusetts: A 
Toledo, Ohio: Whitney E 


continuing campaign to help the — EK Lh Ef ° 
plumbing and heating industry fight Troy, Alabame: L. Q tae ; T.m ectnric 
the unqualified installer Waterbury, Connecticut VEE SOGIE 7 C I 
Watertown, New York: | & Os mc. 
Other contractor associations inter 
ested in similar materials for use 
against jackleggs should write to the 


Editor, Domestic Engineering, 1801 Wittiamepert, Penneyivenia: G. |. Elect BLUFFTON, INDIANA 
_ Woburn, Massachusetts if t t 
Prairie Ave., Chicago 16 END 


and address of one nearest you. 
Springfield, Illinois: Electric M 


Wheeling, West Virginia 


Home of Dependable Electric Motors 
White River Junction, Vermont , P aae 
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"are over 15 years old. 20% on alt homes in 
no bathrooms." These-are your prime jprospeets. 





MIGHTY MIDDLE 


Gerber builds plumbing fixtures ONLY for The Mighty Middle 


With basic models of plumbing fixtures, 
you can cover 89% of the market — The 
Mighty Middle. Gerber builds these basic 
models — and only these models. 


Each Gerber Plumbing Fixture is sensibly 
designed, quality built, and volume produced 
for the mass market — The Mighty Middle. 
There are no specialty items in the Gerber 
line that move slowly and add design, pro- 
duction, sales and overhead costs which 
must be carried by the rest of the line. 


No. 4802 Bath and Shower Diverter with shower 
head, arm and spout. Adjustable to fit any 
wall depth, just slide escutcheon up to wall and 
tighten set screw. No cutting, no fitting, no extra 
parts to buy or stock. No. F-181 Trip Lever Waste 
and Overflow Drain. Special tee adjusts to fit any 
tub 14 to 16 in. high, without alteration. No cutting 
required, saving installation time. Overflow washer 
adjusts from 6° to 10° for perfect fit. Drain can be 
furnished to conform to any plumbing code 


Gerber Plumbing Fixtures Corp. 


ive ( 
MW 


Because Gerber concentrates on volume 
production of basic models for the mass 
market, you get more value with Gerber 
Plumbing Fixtures. You get features usually 
found only in higher priced fixtures vet 
cost you nothing extra. 


You get highest quality at moderate price 
You can be more competitive close more 
sales — make more money with Gerber 
Plumbing Fixtures, designed and built onl, 


for The Mighty Middle! 


No. 143-A Lavatory Fixture with aerator and pop 
up drain is attractively-styled, has exceptionally 
heavy one piece hody of high copper content brass 
No. 385SA Kitchen Sink Fixture with hose and 
spray attachment and aerator is a concealed, ledge 
faucet with smart, modern appearance and time 
saving lock screws All fixtures feature reneu 
able bronze seats, all threads in honnet triple 
chrome plating all working parts may be easily 


removed after installation of the fixture 


eee *™ zs 
> Guaranteed by ~\ 
\ Good Housekeeping 


232 N. Clark St. * Chicago 1, Iilinois 


1 @ Export Division 





New addition 
to the line of 
Grinnell 
malleable 
iron 

hangers 


Grinnell’s Malleable Iron G Clamp Hanger is a new addition 

to the line of Grinnell Pipe Hangers and Supports, the most 

complete line of any manufacturer. This hanger answers a 

long-felt need for support of pipe or conduit (up to 4 inches 

in size) where application can be made directly under 

structural steel. Every Grinnell Malleable Iron 
The saddle of the Grinnell G Clamp swivels. This permits Hanger offers... 

pipe or conduit to be installed either parallel or traverse to 

the beam axis. Separate beam clamp, rod and pipe clamp are Safety tactor of at teest 5 

not required, thus saving cost of supports and installation 

time. 


Thickness of metal increased at 

points of concentrated stress 
Grinnell G Clamps are made of malleable iron with a 

ribbed design for added strength. The set screw has a 

hardened steel cup point for clamping rigidly to beam. Full 

thread engagement is provided by the tapping through the Extremely high resistance to 

. . ‘ impact and corrosion 

upper jaw. Approved by Factory Mutual Laboratories for 

use on fire protection and plumbing systems. Especially Economy 

recommended for hanging conduit. Maximum recommended 

loads are from 210 to 450 pounds, for the smallest to the 

largest sizes, with a safety factor of 5. 


Saddle swivels, permitting suspen- 
sion of the pipe or conduit at 
any angle in a plane parallel to 


the face of the supporting flange. AMERICA’S +1 SUPPLIER OF 
PIPE HANGERS AND SUPPORTS 


Homogeneous metal composition 
throughout 


Grinnell Company, Inc., Providence, Rhode Island ° Coast-to-Coast Network of Branch Warehouses and Distributors 





pipe and tube fittings * welding fittings °* engineered pipe hangers and supports °* Thermolier unit heaters ° valves 
Grinnell-Saunders diaphragm valves * pipe * prefabricated piping * plumbing and heating specialties * water works supplies 


industrial supplies ° Grinnell automatic sprinkler fire protection systems ° Amco air conditioning systems 
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AON GUAR 


combination fan and limit control 


standing guard over the performance 
of forced warm-air heating systems 


Here’s a sentinel that never sleeps. 
It’s CC’s Double-Duty fan and limit 
control for all domestic furnaces. 
Compact, dependable and easy-to- 
install, it contains the 
switch mechanisms to control: 


necessary 


a4 preselected furnace plenum tem- 
perature has been reached. Normal 
ly, the limit switch is not required 
However, it must be 
constantly on guard to prevent ex 


to operate 


cessive 


temperatures 

Two models are available: Model 
2510 has limit fixed differential ap 
proximately 25°, fan adjustable dif 
ferential minimum 15°. Model 2511 
has fan and limit differential fixed 
approximately 25°. For full details 
both write fol 
new Specification Sheet 


or blower operation 

fan control switch auto 
matically starts the fan motor to 
circulate warm air when the tem- 
perature of the furnace plenum 
reaches the FAN-ON setting on on 
the control dial. Thus, circulation 
of unheated air through the ducts 
of the heating system is prevented. 


1 Fan 


Be The 





these controls 


") Safety limit 
& «= trol switch 
switch to shut off the burner when 


The limit con- 


acts as a satety 


bi-metal he 


temperature 


Thermo-sensitive 
in response to 
actuating fan control and 
switches at temperature 
control dial. Elemer 
damage by %” diamete 





reative Co 


CONTROLS COMPANY OF AMERICA 


2404 N. 32ND STREET ° 
Cooksville, Ontario ° 


MILWAUKEE 10, WISCONSIN 
Postfach 313, Zug, Switzerland 
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GREATER ECONOMY 
AT LOW SPEEDS 


Tests showed that, driving at 30 mph, Ford 
Pickup Sixes had an average gas-mileage 


advantage of 20.2% over all other makes 
£ ri 


GREATER ECONOMY 
AT SUSTAINED SPEEDS 


‘59 Fords average 


Beat average mileage of the other leading pickup makes 
by 25.2% in Economy Showdown U.S.A. All tests made by 
independent research engineers ...and certified! 


@ Here at last is certified proof of the driving—high speeds and low, open 


All tests 
conducted and results 


CERTIFIED 


by America’s foremost 
independent automotive 
research organization* 
*NAME AVAILABLE ON REQUEST. 
Send inquiry to: P.O. Box 2687 


Ford Division, Ford Motor Company 
Detroit 31, Michigan 


differences in gas mileage between 
six-cylinder pickups...evidence that 
you can use to save hundreds of gal- 
lons of gas each year! 

It was compiled by America’s fore- 
most independent automotive re- 
search firm after testing 1959 six- 
cylinder 14-ton pickups of the six 
leading makes. All trucks were bought 
from dealers—just as you would. 

The tests paralleled every kind of 


Now during DIVIDEND DAYS at your 


Ford Dealers— Go FORD é VARD for Savings 


highways and city traffic, even door- 
to-door delivery. And in every test, 
59 Ford Sixes delivered more miles 
per gallon than any other make. Here 
are the actual percentages: 


59 Ford Pickup Sixes gave 
42.67, better mileage than make “ 
31.1°;) better mileage than make “‘T”’ 
25.2% better mileage than make 
22.0° 7, better mileage than make 

9.6“, better mileage than make ‘“‘G”’ 


FORD 
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" ROOF of fuel economy 

















Ford held its edge at higher speeds, 
too. At 45 mph, for instance, Ford's 
average advantage was 29.0‘, 


In city driving—which comes closest to 
matching average driving conditions 
Ford’s edge was a whopping 42 


25.2% over other makes 


Taken together, Ford got 25.2°; 10,000 miles) over the other makes! 


GREATER ECONOMY 
IN CITY TRAFFIC 


more miles per gallon than the aver- 
age of all other leading pickups! 
The complete results of the entire 
Economy Showdown have been gath- 
ered in a special free booklet, ““New 
Facts About Gas Economy.” In it 
you will see, for example, that all 
trucks gain their best mileage at 30 
mph .. . get about 40° less mileage 
at 60 mph, and pay a tremendous 
premium in stop-go work. You'll see 
the standing of each make in every 
test. You'll learn the best time to 
trade your old truck for maximum 
fuel saving. And you'll see just how 
much a new Ford saves in gas—an 
average rate of 129 gallons a year 


What’s the secret of Ford’s econ- 
omy? It’s quite simple, really. First, 
of all pickup sixes, only the Ford Six 
has a modern Short Stroke engine. 
This more efficient design reduces 
engine friction and thus requires less 
fuel. Second, to this modern engine, 
Ford has added a new economy car- 
buretor . . . by metering fuel more 
precisely in both high and low speed 
ranges, it boosts gas mileage in every 
type of driving! And you get this 
Ford Six standard . . . no extra cost. 

If you'd like to pocket the Certified 
savings of a real worker—a truck 
that will save from the day you drive 
it home—see your Ford Dealer! 


TRUCKS COST LESS 


less to own...less to run...last longer, too! 
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Sees Chaos for U.S. Brass Industry 
Unless Imports Are Slowed Down 


Can’t compete with foreign labor: Veltfort 


New York Crry—A warning was 
issued last month that many Amer- 
icans will lose their jobs unless the 
rapidly increasing tide of brass mill 
product imports is checked. 

The warning was 
speech by T. E. Veltfort, managing 
director of the Copper & Brass Re- 
Institute. He spoke at the 
Copper & Brass Warehouse Assn.’s 


convention in Pebble Beach, Calif. 


included in a 


sé arch 


almporters of 


mill 


undersell 


foreign brass 
products, he noted, can 
domestic producers because wage 
scales abroad are a fraction of those 
in the U.S 
Morever, he continued, the for- 
eign raills’ facilities are up to date, 
largely 
Further 


through American dollars 


clouding the picture, he 
added, are greatly reduced tariffs 
no longer adequate to protect 


American labor standards 


e “Unless the rapidly increasing 
mports of brass and copper indus- 
try preducts are checked, we shall 
progressively and 


more of our labor for cheap foreign 


displace more 
labor and idle our plant investment 
here by being forced to produce 
abroad at the lower cost 
which can be realized there,” Velt- 
fort stated 


He urged 


much 


that all levels of the 


businessmen should participat 


more in the “political arena,” espe- 
cially at the “grass roots” level, if 
business interests are 
both 


legislative halls. 


to get a fair 


hearing in and federal 


state 


“Perhaps this will be another 


area in which we may find 


Some 


plumbing industry cooperate to way of 


seek adequate import relief. 
He also told the association that 


working together for the 


common good,” he said 


we should be thinking abot 


U.S. Court Bars Use 
Seal on Rebuilt Gas 


of AGA Approval 
Water Heaters 


Los ANGELES—Dealers in rebuilt Water Heate: 
gas water heaters were dealt a set- permanently 
back last month by the U. S. Dis- 
trict Court here. 

In a suit brought by the Ameri- 


Assn 


coast firm 
“Blue 
rebuilt gas 


California C: 


Irom 
Seal” ol 
watel 
can Gas 


against igler is head of tl 





MRS. AMERICA LEARNS a few poirters on Johns-Manville’s Transite building 
sewer pipe from Robert Orth, vice president and general manager of the com 
pany’s Pipe Division. Mrs. William Giesse, better known as Mrs 
featured in J-M‘s 7-Star promotion 
office 17 years ago in her first job 


America, is 
She worked in the company’s Cleveland 


For the complete story, see page 209 
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illowed the seal, which had been 


iffixed to ‘gas water heaters by the 
original manufacturer, to 


after he 


remain 
¢ heaters rebuilt 
the suit said. 

The association contends that its 
seal is limited to new gas appliances 
exactly to a 


contorming 


prototype 
tested and approved by the assocl- 
laboratories 

The court 
Crigler from 
any rebuilt gas appliance unless the 
AGA seal has been obliterated. In 
addition, he 
the 


injunction prohibits 


rebuilding or selling 


is prevented from af- 


fixing seal on the appliance 


under “any circumstances 


also 


to the 


a The injunction 
Crigler to 


tion tor 


requires 
account assocla- 
rebuilt heaters 


bee n 


and fon 


wate! 


Las 


sold with the seal 


that have 
heaters 
that they 
given AGA approval 
The 


damages to the association 


sold on the 


intact 


representation had been 


also awarded $1.500 


court 


Perfection Names Smith 
Furnace Sales Manager 
CLEVELAND — Stuart Smith 


nas 


beer appointed sales manager ol 
furnaces by Perfection Industries 
The announce 


Carl Millsom, 


sales and advertisins 


ment was made by 


vice president of 


Smith has had extensive experi- 


field 


through inde- 


nce in the warm air heating 


and in distribution 


pendent wholesalers. Millsom said, 


. ] ] 
and will make a valuable contribu- 


tion to Perfection’s emphasis on 


distributior 


VW holesale l 
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ACE IN THE HOLE: Pointing to the traditionally top card 
are Dick Whitney, water heater sales manager; Jim Buster, eastern 
sales manager; and Craig Stirewalt, assistant general sales manager 
Ace” 


Day & Night Manufacturing Co. The 


yame of poker 
regiona 
all of 
theme is part of the 


firm's newest 


campaign for helping the wholesaler help the contractor sell water 


Use Your Ace in the Hole—Service—to Meet 
Chain Store Competition, Day & Night Urges 


“Bluff, 


win the big stakes in 


CHICAGO bluster and 


noise W on’t 


poker, and they won't win the 


bigger stakes in business, eithe 


It’s the Ace in the Hole 


measure Ol 


that extra 
service that gives one 
company a competitive edge over 
that counts.” 

With these words, Dick Whitney 
wate! manager Io! 
Day & Night Manufacturing Co. of 
La Puente, Calif., told a 


Chicago p-h wholesalers about the 


anothe: 


heater sales 


group ol 


firm's latest plan to he!p them and 


11 


their contractor-customers sell 


more water heaters 
basic theme to the 
Operation Counter-Attack 


promotion of last 


e Similar in 


firr 
1irins 


which 


year, 


howed how the contractor could 
compete with non-industry outlet 
in the sale of 


water heaters, this 


year’s plan puts the emphasi 


Ad boosts contractors 


SOME 12'2 MILLION people are ex 
pected to see this Gerber Plumbing 
Fixtures Corp. ad extolling the role 
the plumbing contractor plays in the 
and health of the 


comfort notior 


wholesaler se1 


that 


will he lp nin 
lenge of 


, 
Wait 


competitior 
assistant 
ager, 


singl 


f 





“I guess Mom is right 
Plumber JS a pretty importa 


-~ 


> 


. CHTITY Piuming Fixtures 





News . . . continued from page 57 


TWO HiGH SCHOOL STUDENTS LEARN how it's possible to harness the sun‘s 
rays to heat homes during a tour of Minneapolis-Honeywell’s multi-million- 
dollar research exhibit, set up for National Engineers Week (see page 214). 


Fiber Pipe Manufacturers Challenge 
Milwaukee's Cast Iron Pipe Rule... 


MILWAUKEE—Five manufacturers 
of bituminous fiber pipe are in cir- 
cuit court here trying to prevent 
the city from invoking its contro- 
versial “cast iron pipe rule.” 

The rule says only cast iron pipe 
can be used for house sewer lat- 
The trial started in March, 
and the judge, Ronold Drechsler, is 
expected to hear final arguments 
in early June. 


erals. 


A decision on the rule isn’t ex- 
pected for several months. Fifty- 
two almost 2,000 
pages of testimony in the first three 
and a half weeks of hearings. 


witnesses gave 


s Milwaukee passed the rule after 
it had hired a Chicago engineering 
firm in 1957 to find ways to keep 
“clear water” from entering the 
sanitary sewer system. Clear water 
is defined by Milwaukee city health 
commissioner E. R. Krumbiegel as 
rain, melting snow, the discharge 
from air and 


conditioners lawn 


sprinkling water. 


aKrumbiegel testified that clear 
water in the sanitary sewer system 
put the sewage disposal plant to 
extra, expensive work. The plant 
can become overloaded and raw 


58 


sewage may be bypassed directly 
into Lake Michigan, he said. He 
cited several cases where this has 
happened. 

One of the Chicago engineering 
firm’s the 
use of extra-heavy cast iron pipe 


recommendations was 


Use Your Ace in the Hole 


(Continued from page 57) 
he described as “labor for the bene- 
fit of another.” 

“Service,” he said, “is the most 
valuable thing you can offer your 
customers—so important that you 
can’t put a price tag on it.” 


= To illustrate the degree to which 
a distributor salesman should go 
in rendering service, Day & Night 
showed its new 30-minute, sound- 
color film, “Ace in the Hole.” The 
film touched on such important 
services as keeping the contractor 
informed on latest product devel- 
opments and fast service when the 
contractor has a technical problem 
that must be solved immediately. 

Jim Buster, Day & Night’s east- 


Lukens Is Named Chairman 
of Steel Pipe Research Group 

PHILADELPHIA—The board of di- 
rectors of the American Iron and 
Steel Institute has announced the 
appointment of Karl Lukens as 
chairman of the Committee on Steel 
Pipe Research. 

Lukens is vice president in 
charge of sales of the Wheatland 
Tube Co. here, a leading manufac- 
turer of steel pipe and tubing 


laterals with hot lead joints. It was 
subsequent to this reeommendation 
that the city ruled only such pipe 
could be used for house laterals. 

The industrial waste engineer of 
the city’s metropolitan 
commission, Lawrence Ernest, tes- 
tified that had 
failed to pass temperature, pressure 
and caustic detergent tests. 


sewerage 


bituminous pipe 


#An opposite view was given by 
Lloyd Ewing, chemical engineer of 
the Ewing Engineering Co. here 
and vice president of the Kyova 
Fiber Pipe Co. of Ironton, O. 
Testifying for the manufactur- 
ers, Ewing said that the fiber pipe 
he has subjected to similar tests 
cited by Ernest had 
serviceability and, in 


shown no 
change in 


(Please turn to page 60) 


to Meet Competition 


ern regional sales manager, said: 
“Can you imagine the chaos that 
would exist without wholesalers? 
The contractor would need as many 
different sources of supply as there 
are different items in his business. 

“And can ‘you imagine the head- 
aches the contractor would have at 
the end of the month trying to sort 
out a few hundred invoices from 
all those different sources? That’s 
why the contractor depends on you, 
the complete-line wholesaler. The 
service you provide and the help 
you give in the way of selling aids 
and the like can help your cus- 
tomer meet his competition suc- 
cessfully and profitably.” 

The Chicago meeting was one of 
several held around the country. 
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EASY TO HANDLE 
AND SHELVE 
ANVIL Brand cartoning save 
space, spee andling and 
inventory. Color-coded label 
indicate finish of fitting how 
ize, type, and quantity. Write 

for carton data sheet 


ANVIL BRAND 


forged seamless and 
wrought steel 
pipe fittings 


“ 


Ne 


ae 





ANVIL BRAND FITTINGS 
keep selling after they’re sold 


Anyone who handles or uses Anvil Brand Fittings 
discovers that their thread accuracy is an 


unmatched selling point—a point that starts selling during 


installation. . 


. and continues through years of trouble- 
free service. Assembly is quick, tight. Threads are always 
properly aligned for full mechanical strength, positive sealing. 
‘hat’s why dependable piping profits—for jobbers, contractors, 


and piping owners—start with Anvil Brand’s accurate tapping. 
Write today for your copy of the Anvil Brand Catalog. 


" 
rar 





PIPE 
AND 


PITTSBURGH 


COUPLING COMPANY 


ALLISON PARK, PA., U.S.A. 
In the Sealer buttsburgh Dndustiual District 


« SUBSIDIARY. Anvil Product 


Inc, Longview, Tex * AFFILIATE Canadian Coupling and Fittings Ltd 


simecoe. Unt 





Fi fing Facts 


‘‘Nominal’’ nomenclature 
is wrong—but it’s right 


For years “nominal” sizes have been 
meaningless without a ruler and a 
set of conversion figures. 

When you order a 14” nominal size 
standard merchant coupling, you get 
a fitting that is 1.063” O.D. So, what 
does 4" nominal mean? The term 
Nominal is applied in this instance 
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simply to differentiate the cataloged 
dimension from the actual dimen 
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sion. Now, the actual inside diameter 
of the standard pipe that takes this 
coupling happens to be .622”. It ap- 











pears that we have no actual dimen- 


sion here that measures 4”, 


A look at piping history clear 
up. Early pipe manuf 
seems, made the wall 

ize pipe much too heavy. To 
correct this situation, they took the 
o that the 


thing 
icturers, it 
thickne of 
smaller 


exc from the inside 
pipe fittings would not have to be 
changed. As a result, 14” nominal 
couplings of 1.063” O.D. fit pipe hav 
ing an O.D. of .840” and an LD. of 
622”—right and wrong, depending 
on how you look at it 

Complete 
the A.L.S.]I 
Products. 


pecifications are given in 


manual on Steel Tubular 
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SENATOR PAUL DOUGLAS 
with George Connelly 


seated, 


center 
left), Ludwig Koepke and Jack Fitzgerald 


discusses the Keogh-Simpson bill 
standing). 


Plumbing Contractors Seek Senate 
Support for Retirement Legislation 


Cuicaco—F our contractors and 
association officers were in a group 
of self-employed persons who 
called om Sen. Paul Douglas (D- 
Ill.) last behalf of the 
Keogh-Simpson bill. 


month on 


The proposed self-employed in- 
dividuals bill 


businessmen, 


would 
George 
Connelly told Douglas. Connelly is 
a past president of the Plumbing 
Contractors Assn. of Chicago 


retirement 


small 


help 


a The bill would permit the self- 
employed to deduct generally up to 
$2,500 a year from taxes to be in- 
vested in retirement annuities or 
Not than $50,000 
could be deducted during a life- 
time for The money 
would be taxed as ordinary income 


trusts. more 


investment. 
when withdrawn for retirement. 


a The bill has passed the house of 
representatives and is before the 
senate finance committee, of which 
Douglas is a member. 

Twice he asked the group if they 
felt the 


scaled 


deductions could not be 


down, then said he would 


give “full consideration” to the bill. 
that 


He pointed out President 


Eisenhower, the Treasury Depart- 
ment, the Bureau of the Budget 
and Republican party leadership 
in Congress opposes the bill 

Other contractors in the group 
were Ludwig Koepke, president of 
the Illinois Assn. of Plumbing Con- 


New Film Tells Story of 
Gas Appliance Venting 


Los ANncELES—“The Story of 
Double-Wall Gas Vents” is the title 
of a new sound strip-film cover- 
ing the evolution of venting from 
cave-man through modern times. 

Produced by the AmeriVent Di- 
vision of American Metal Products 
Co., the film explains the principles 
and importance of gas venting 


alt is 
utility 
and 


available for use by 


training groups, 


gas 
plumbing 
association 


heating meetings 


etc. Showings of the film can be 
through R. E. Hewitt, 
AmeriVent Division, 6100 Bandini 


Blvd., Los Angeles 22 


arranged 


Fiber Group Puts Cast 
lron Rule to Court Test 


(Continued from page 58) 
fact, “proved the strength and dur- 
ability of bituminous pipe.” 
that 


pipe would “meet all reasonable re- 


Ewing further stated fiber 
quirements, is superior to cast iron 


soil pipe in many cases and costs 
substantially less.” 

Rebuttal testimony and exhibits 
praising end denouncing both cast 
fiber pipe 


the hearings 


iron and_ bituminous 


were presented as 
drew to a close. 


* Millions of 


clay pipe sales hinge on the judge’s 


dollars in fiber and 


decision. It is expected to have 
some influence on the enforcement 
of similar rules in other areas. 
The plaintiff manufacturers are 
Kyova; Brown Co., Boston; Mc- 
Graw-Edison Co., Chicago; Or- 
angeburg Manufacturing Co., Divi- 
sion of Flintkote Co., Orangeburg, 
MN; %.s Tallman Conduit Co., 


Louisiana, Mo 


and 


tractors, John Fitzgerald, executive 
secretary of the Illinois group, and 
William Readey, executive secre- 
of the Plumbing Contractors 
Assn. of Chicago. 

(NEWS continued on page 63) 


tary 


DOUBLE-WALL 
GAS VENTS 
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A / ; 
Congratu ations... to the Plumbing Fixture Industry for 


THOSE HANDSOME, NEW OFF-THE-FLOOR 
RESIDENTIAL-TYPE WATER CLOSETS 





NO HANDS 'N KNEES CLEANING 
o unsightly floor pedestals to clean 
. aterrd 


r inobstructed area tha 


1e floor m 
ir hands an 


MORE SPACE... MORE VERSATILITY 
More usable floor space, too beca 

wall closets are more ompact i 

room. And their graceful, off-the 

blends intimately with today’s interior desi 


trends towards lighter, more a 


WALL-TO-WALL CARPETING 


Here's the sensible way to do away forever 
with cold floors in home bathrooms 


wall « irpeting, 1 stalled without compl ited 
‘ TTit j 


TO SEE HOW THEY’RE SUPPORTED OFF-THE-FLOOR SAFELY... FOR A CLOSER LOOK 


AT THE ZURN SYSTEMETTE 
! 
TEAR ALONG THIS PERFORATION AND HOLD TO LIGHT! TURN PAGE > > > 





THE RIGHT WAY TO SUPPORT FOREVER 
THOSE SMART NEW WATER CLOSETS 


Here's another dramatic ‘first’’ from the originator of behind-the-wall systems 


The only all-approved, all-sanitary support that fits all manufacturers fixtures 


NEW par-supporteD 
ZURN SYSTEMETTE 


NEW e-z Mount 
ZURN SYSTEMETTE 


The E-Z mount S 


NEW yoke-supporteD 
ZURN SYSTEMETTE 


FREE! Color Brochure! 


Contains complete information on sizes, specifications, varia- 
tions, applications, and installation. Send coupon today. To 


cA S& Mecad of Tamer ZURN INDUSTRIES, INC., SysTEMETTE SECTION 
7 


Erie, Pa. U.S.A. 
ZURN INDUSTRIES, INC. NAME 


SYSTEMETTE SECTION eo ERIE, PA. U.S. A. COMPANY 


TtHS... 
City 
© ZURN INDUSTRIES, INC 


RE TERED TRADE MARKS 
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News . . . continued from page 60 


MAKING LAST MINUTE PREPARATIONS for the start of a distributor sales meet- 
ing in New York City, one of eight held across the country recently, are 


members of Carrier Corp.'s 


Unitary Equipment 


Division sales-management 


team. From left are Thomas Welch, New York district manager; George Long, 
director of marketing; Pierce Burke, residential heating sales manager; Robert 
Allen, commercial sales manager; and George Robinson, residential .air condi- 


tioning sales manager 


New product lines were introduced at the meetings 


Auto Credit Firm Tells Plan for Move 


into Home Improvement Financing 


New York Cliry 


its financing facilities to cover resi- 


Expansion of 


dential property improvements has 
been announced by Universal C.I.T 
Credit Corp. The giant credit firm 
active only in auto- 


formerly was 


mobile financing 

aIn commenting on the company’s 
Plan, Uni- 
versal president Alan Rude said 
“Home 


tremendously 


Property Improvement 
ownership has increased 
World War 


and represents a major part 


since 


capital assets of the ave 
There 


tion that more and 


ican family 


is every 
more attention 
is Delng given to maintaining and 


increasing the value and enjoym 


' these family investments 


a ‘If pre ent trends continue 
said, “alterations and imp 
ments may 


dollar 


billion figure fo1 


soon equal or exceed ir 


volume the annual ilti- 


new private 
construction.” 


Universal C.I.T 


through its ap- 
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proximately 400 local offices, fi- 


hundreds of thousands of 


nances 
used cars for consumers 


Rude added, “We feel 


credit for 


new and 


each 
that 


yeal 
the extension of 


home improvements on a national 


scale will enable us to better serve 
the major credit needs of our own 
customers.” 

Among the improvements that 
can be financed under the Property 
>lan condi- 


Improvement are ail 


tioning, heating. bathrooms 


ens, swimming and 


najor alterations 


Universal C.1.T 


Fit for a Father! 


BEAVER’S GIFT: 


and his mother to find a way to light 


Leave it to Beaver 
up dad’s face by eliminating one of 
Jerry Mathers, ju 

Leave It to Bea 


his messy chores 

star of TV’s 
ver’ series, chipped in with his mother 
to buy a Dad’s Day gift—a Waste King 
Hush food waste disposer 
teacher-father 


venile 


Imperial 


for school Norman 


Heating-Cooling Council 
Names Field Director 


New York Ciry 
Heating-Cooling 
the 
Bredholt as its new director of field 


Council has an- 


nounced appointment of Roy 
services 

Bredholt will direct 
of BHC promotional materials and 


tne activ- 


distribution 
services and coordinates 
ities of the local organizations 
a The 3ette! Heating -Cooling 
Council is the promotional arm of 
the hydronics industry and is 

rently conducting promotion | 

Cle veland Mil Wa ikee, 
Chicago, Philadelphia and New 
York City The 


grams are sponsored and financed 


grams in 
community pro- 


contractors 


locally by groups of 


wholesalers and manufacturers 
representatives 


Bredholt replaces 


ens, 


Warre n Ow- 


who resigned last month to 


rm his own public relations fi 


plan through « 
tors and deale: 
strated their ability 
work 

The 


tec 


istactory 
service.” 
will be pro 
which provides 
paid balances 
death of the 
contract, Rud 
(NEWS co 


RA R 
fk 
SOND BA galt R 





P.S. ... Here’s a Practical Spout 


EXTRA LONG SPOUT extending far over wash- 
bowl—makes washing and drawing water easy, 
convenient. 


SOLID CAST SPOUT-—one-piece body and spout 
cleans spotless in a jiffy, has no sharp corners to 
harbor bacteria. 


GLEAMING CHROME FINISH is lifetime 
bright; working parts are engineered for years of 
smooth trouble-free operation. 


Take a closer look at 
this newly designed 
Centerset with its 
PRACTICAL 
Spout! You’ll like it 
and your customers 
will, too! 


But there is more than superior design. Important 
to you are Sterling’s precision manufacturing facil- 
ities . . . facilities that make Sterling the Largest 
Independent Producer Of Plumbing Brass Goods 


0 Sterling Fa ucet 


MORGANTOWN « W. VA. 


INSTALL THIS CENTERSET AND 
OTHER FINE STERLING PRODUCTS 
FOR “MATCHED APPEARANCE” 


h 
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. SOMETHING 
> NEW 
UNDER 
WATER! 


NEW TIME-SAVING CABLE ARRANGEMENT — 3 
leads in a single cable jacket! 3 leads permit easy service- 
ability, because controls are at surface level. 1-piece con- 
struction eliminates splicing on the job, cuts installation 
time, prevents wrong connections at the pump end. 
Packaged cable available in 9 lengths. 


NEW DESIGN IDEAS INSIDE! New Hex-A-Drive shaft 
design eliminates impeller keys, provides positive drive. 
.New ByriTE parts—impellers, guide vane, coverplates- 
resist water absorption. Extra-wide impellers protect 
against mineral and algae build-up. Lower in cost, BYRITE 
even offers advantages over corrosion-resistant metals. 














NEW ROCK-BOTTOM PRICE is attracting flocks of 
buyers to Goulds’ new Silent-Flow Submersible Water 
System in !3, !5, and 34 HP sizes. Now you can offer 
your customers a !. HP sub—with many exclusive fea- 
tures—for only $195 (manufacturer’s suggested retail 
price). 


DISASSEMBLE IT IN THE FIELD 
needed! To do the job, all you need is a screwdriver and 
a wrench. You avoid sending the pump to the factory for 
repairs, save time and money and build good will with 
your customers by providing faster service. 


no Spec ial tools 


GOULDS 


built! 





5g a. 


ibout Goulds’ 
istrates 


USE THIS DISPLAY to spread the word 
new Silent-Flow to your customers. It ill 
new feature, points out all the advantage 
those “‘easy”’ sales. To get 
tributor, or write for more information to 
Inc., Dept. DE-59, Seneca Falls, N. \ 


re ips 
your isk your (Cit 
(;ould 


GOULDS @ PUMPS 
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News .. . continued from page 63 


ST. PAUL ASH OF PLUMBING Hi WEATING AND MECHANICAL CONTRACTORS > 
AMSTAN SUPPLY CRANE CO. MANNERS MOTZ CO. 





AMONG THE PEOPLE responsible for the success of an industry-sponsored 
display at the St. Paul Home-A-Rama were American-Standard’s Miss Contour; 
William Rascher (right), president of the St. Paul Assn. of Plumbing, Heating 
and Mechanical Contractors; and Tom Shetka, the association's Home-A-Rama 
committee chairman. Three St. Paul wholesalers helped set up the exhibit. 


Proposed Tax on Wholesalers in 
Michigan Is Given Little Chance 


LANSING, MICH. 
the Michigan senate have proposed 


Republicans in however, has demanded $140 mil- 
lion to put the state in the black. 
a tax on wholesale transactions as Williams is opposed to any new 
which the 


However, he 


would hit 
directly. 


an alternative to a state income levies con- 


tax, it was learned recently. sumer 
bill to tax 


With 
the bill is expected to 


The purpose of the tax would be turned down a similar 


to raise some $65 million a year to. wholesalers in January. his 


pull the automobile state out of the objections, 


red. Gov. G. Mennan Williams, have little chance of passing 


Gas Appliance Mfrs. Ponder Electric Heat Growth 


Bat Harsour, FtA.—A long, hard Manufacturers Assn. here 


look at growing competition from 


ance 
last month. 

newly elected 
told ap- 
at the 
“competition 


electric heating and an analysis of Edward Norman, 
the 
the 


annual meeting of the Gas Appli- 


president of the group, 
proximately 300 
Americana Hotel that 


sales prospects for ’59 and 


“soaring sixties” highlighted delegates 


NEW OFFICERS of the Gas Appliance Manufacturers Assn., elected during the 
recent GAMA convention, are (from left) second vice president William Hamil- 
ton Jr., president of the American Meter Co., Philadelphia; treasurer Stanley 
Hobson, chairman of the Geo. D. Roper Corp., Kankakee, Ill.; president Edward 
Norman, president of the Norman Products Co., Columbus, O.; and first vice 
president Wendell Davis, president cf Cribben & Sexton Co., Chicago. 


66 


New Jersey Launches 
Oil Heat Ad Campaign 


N. J.—A three-pronged 
advertising campaign to spur 


NEWARK, 
in- 
creased use of oil heat has been 
Gordon Reinauer, 


Oil Heat Council 


announced by 

president of the 
of New Jersey. 

advertising began in 
continue into July 
700-line ads in 23 
A 13-week ra- 
April 


covering the 


Newspaper 
March and will 
with a series of 
state newspapers. 
dio spot campaign began in 
stations 


24-sheet 


over five 


state. A outdoor poster 


(“rives aecegm 
“After last winter--- ) 


\ td simply refuse to live in a ) 
y ieee without 


OL iL HEAT _ 


be 
> 
- r ~ , : 
we’ 3 
Only modern Oil Heat gives you 
so much more at so much less cost 


Lt, a 


OlL HEAT COUNCIL OF NEW JERSEY 


eight counties 
launched in March. 
Funds for the 


local 


campaign in was 


campaign were 


raised by dealers who are 


members of the council and with 
matching funds supplied by major 
oil companies. 


(NEWS continued on page 194) 


from electric heating is definitely 
on the up-swing.” 

Norman, 
of Norman 
bus, O., 


that traditional competition of th 


who is also president 
Products Co., Colum- 


said there is little doubt 


gas appliance and equipment in- 
dustry is undergoing a face-lifting 

“None of us has to have the wis- 
that 
we now have a new common com- 


dom of the ages to conclude 


petitor for home heating products 


the electric industry,” he said 
“Electricity, 


(Please 


with its relatively 


turn to page 70) 
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— 


Ys 


me? 4A > 
2% My 


H-9300 
Regulator 





designed with 
maintenance costs 
in mind ! 


Mueller Engineers recognized that al/ regulators are subject to wear 
problems. And that is the key to the unique Mueller H-9300 body design. 
Removal of body cap and the six body bolts quickly exposes all the 
working parts of the H-9300. Inspections can be made and replacement 
of any component can be completed with the H-9300 on the line ! 
Costly removal of the regulator from the line and removal of pipe 
sections are eliminated. With an H-9300 
Repair Kit on hand, no time is lost in com 
pletely servicing the regulator. 
Accurate, Sensitive Regulation, Lower 
Initial Cost...Reduced Maintenance Costs 
All these features are combined in the 
Mueller H-9300 Regulator 


There’s a Mueller H-9300 Regulator e MUE LLER co. 
designed for your next installation fins \ F 
Tb ss: DECATUR, ILL. 


Write for your free copy of 
Mueller Catalog W-99. 


Factories at: Decatur, Chattanooga, Los Angeles 


In Canada: Mueller, Limited, Sarnia, Ontario 
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Complete kitchen sales can start with 


LA 


FRIGIDAIRE DISHWASHER 


that gets dishes sparkle-clean... 
makes any gal feel like a queen! 


Look how many more 
Frigidaire selling features 
are working for you 


“Minute-Man” Installation 
saves time and money 

Greater capacity— 

up to 147 pieces at a time— 
holds up to 48% more than 
comparable models checked 
Easy front-loading— 
scientifically designed racks 
Exclusive Turbo-Spray Action 
with water-driven washing and 
rinsing 

Spots-Away Rinsing* 

helps glassware gleam 

5 Kitchen Rainbow Colors 


plus white and satin chrome on 
most models 


She'll feel like a queen 
with one or a kitchen-full 
of Frigidaire Built-Ins! 


Model DW-IUZ *(Spots-Away Rinse on Custom Imperial Models only) 


Sell the way a woman thinks—Profit from her satisfaction... your savings! 


Ask any homemaker which new major appliance she 
wants in her kitchen. Chances are, an automatic dish- 
washer will be at the top of the list. And you can bet 
these will be her requirements: simplified operation; 
hold-everything capacity; child-easy loading; out-of- 
the-way installation; pleasing design and color, Then, 
doesn’t it make sense to bring her up to a Frigidaire 
Under-Counter Dishwasher that holds more, loads easily 
from the front and washes better to assure real built-in 
satisfaction? We think so...and trade surveys show 
that more and more dealers are taking this logical and 


profitable single-unit approach to complete kitchen 
sales. And they are increasing their profits with 3-Step 
“Minute-Man” Installations... in factory tests, uncrated 
Frigidaire Under-Counter Dishwashers were installed, 
tested, and manually cycled in as little as 29 minutes. 
See the new Frigidaire Dishwashers: Under-Counter, 
Free-Standing, Sink-Combination and Mobile models, 
as well as the fast, safe, clean-up partners—Frigidaire 
Food-Waste Disposers. Ask your Frigidaire District 
Office for the new center-at-a-time Built-In Appliance 
Planning Guide. 


advanced Frigidaire Dishwashers — designed 
with you in mind 


@) FRIGIDAIRE 


backed by General Motors 


so easy to load—hold up to 48% more 
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} [Su to advertise and promote soil pips 


by BRAND NAME. 


} [SU to use a distinctive hub marking 


readily identify Superspun 


] [SU to offer you all popular sizes of s« 


trifugally cast in sand lined flasks 


} [Su in the industry to construct a complete 


automated plant for the production of spun cast 
pipe and fittings. 


Superspun . . . nationally advertised, nationally preferred 
. . because of Superspun Quality. 


UPERSPUN 


CAST IRON SOIL PIPE AND FITTINGS 


MANUFACTURED BY COMBUSTION ENGINEERING, INC., 


SOIL PIPE DIVISION ° CHATTANOOGA, TENNESSEE 





Gas Group Is Confident in 
Face of Electric Heat Growth 


(Continued jJrom page 66) 
new home heating equipment, is going to make 
an all-out effort to move into the utility room 
or basement. In fact, that all-out effort is here 


today, he said 
prospect of more rugged compe- 
was optimistic about the future 


convinced that we have it with- 


to not only maintain but expand 
I a appliances and equipment,” 
Broup 


done, he said, if the industry 


upperm t in its mind se 


Se | YU 
handcuffing 

your 
competition 


ora 


TWO 
=| } Bee 
WAYS 





“If | can’t find that particular letter, 
what’s your second choice?”’ 
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DomESTIC 


ENGINEERING, 


in your area, and we're making certain the pe 


you protect Know it with a powerful month 


month-out adve rising prog 
oWher Magazines: BETTER 
HOUSE BEAUTIFUL HOt 
POR YOUNG HOMEMAKER 
than 

Vii e the ah th 


meV" TUATEET LEELA © TRL 


t) 


2. the water 

heater line 
with files i, : 
protection 


Jetqlas protects 
Water Heater 


need ...a price for every 
DAY & NIGHT 1S recog! 


nation over! 


for the complete DAY & NIGHT 


package for pitt her r¢ / 


i 
DAY & NIGHT Manufacturing Co. 
855 South Anaheim-Puente Rd., La Puente, ¢ f 


or? 





an Exceptional 


A BRAND NEW 
SERVICE OF 
DOMESTIC 
ENGINEERING 
CATALOG 
DIRECTORY 


DOMESTIC 
ENGINEERING 
CATALOG 
DIRECTORY 


72 


PPORTUNITY 


You may have new products now ready for 
market or you may have improved your 
present ones... 
You may be at the point of expanding your 
lines or you may have a new catalog . . . 
In any case you will want to get your 
product data into the hands of the indus- 
try’s top buying influences with the /east 
possible delay . . . and at the least pos- 
sible cost. 

You will find your perfect answer to this 
pressing need in the 1959 Mid-Year 
“Catalog File Folder”, a new service re- 
cently announced by Domestic Engineering 
Catalog Directory. The “Catalog File 
Folder’’ has been designed primarily for 
all manufacturers who were unable to get 
their latest catalog data into the 1959 
Edition. It will also serve manufacturers 
represented in the current edition who 
have introduced new or improved products 
in the meantime. 

Quite possibly your firm was among those 
unable to meet the deadline for this 
edition. If so, you will undoubtedly want 
to take advantage of the exceptional 
opportunity the “Catalog File Folder” 
offers you. 

By means of the “Catalog File Folder” it 


the 
book 
of 





'eor PRAIRIE AVENUE 


cuwrcaco 16 mtcinors 


now becomes possible for you to place your 
new product and catalog data directly 
before the subscribers of Domestic Engi- 
neering Catalog Directory in mid-year. 
Availing yourself of this new, low cost 
service will enable you to generate buying 
action among the industry's leading whole- 
salers and top contractors beginning in 
July and to capitalize — all next year — on 
the many advantages of having your cata- 
log bound into the 1960 Catalog Directory. 


5,000 Mid-Year “Catalog File Folders’ — 
containing catalogs that did not appear in 
our 1959 edition —are scheduled to go 
into the mails July 17, 1959. These will 
be directed to the important buying factors 
among wholesale houses and large con- 
tracting firms. They will reach the men 
who are accustomed to using Domestic 
Engineering Catalog Directory as their 
principal source of buying and product 
information. 


Prompt action will enable you to avail 
yourself of this exceptional opportunity. 
For inclusion in the Mid-Year “Catalog 
File Folder’, your catalog material should 
reach us by June 12th, 1959. Write today 
for complete details as to how you may 
participate. 


they go 
TOGETHER! 
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EASIER REMODELING WITH COPPER TUBE. Over/icad work is casier 


no thre ading no 


caulking and a copper tube installation weighs only one fourth as much as one of ferrous piping. 
Saves space — copper tube is trim, solder-joint fittings are compact. Work is faster 
copper tube and fittings for soil, waste and vent lines cut installation time one third to one half. 
A better job — copper tube won't rust: its smooth inside surface resists clogging. For more informa 
tion and cost comparisons — write: The American Brass Company, Waterbury 20, Conn. In Canada 
Anaconda American Brass Ltd., New Toronto, Ont. 


Anaconda 


COPPER TUBE AND FITTINGS for soil, waste and vent lines 


A thr 
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CRANE STEP 


...10 HELP 


YOU SELL MORE 


... PROFIT MORE IN ‘39! 


CONSUMER ADVERTISING APRIL, 
MAY AND JUNE ON CRITERION 
GROUP — Full-page, 4-color ads will 
help to pre-sell Mr. and Mrs. Con- 
sumer on your dependable service 
and Crane quality plumbing. 


ADVERTISING TO BUILDERS... 
BUILDER'S SALES AIDS—In builder 
magazines, the word is: “‘Install the 
plumbing that’s preferred by 28% 
more. Get model home selling aids 
from your Crane dealer.”’ 


ADVERTISING TO ARCHITECTS, 
HOSPITALS AND SCHOOLS — Crane 
follows right down the line in all 
these special markets by selling the 
advantages of a complete Crane 
plumbing installation. 


ASK YOUR CRANE BRANCH OR CRANE WHOLESALER TO TELL YOU ALL ABOUT 


uP" uP" 
THE “STEP[—— PROGRAM AND GET YOUR “STEP MATERIAL—TODAY! 


UP , ( , ( 
STEP — YOUR PRESTIGE WITH RA N za 


THE PREFERRED PLUMBING 
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NEWSPAPER COOPERATIVE AD- 
VERTISING— Crane helps to pay the 
cost when you advertise in your 
own local paper! A complete selec- 
tion of 1-, 2- and 3-column ad mats 
available. 


WALL POSTERS — A beautiful, 4-color 
poster featuring Criterion fixtures 
ties in with Crane’s consumer ad- 
vertising. Creates point-of-sale 
interest! 





step." ro THe Culeucn we 


G RAN E THE PREFERRED PLUMBING 





CRANE CO., 836 SOUTH MICHIGAN AVENUE, CHICAGO 5, ILL. © VALVES @ FITTINGS @ PIPE © PLUMBING @ HEATING @ AIR 
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DIRECT MAIL—Colorful, attractive 
mailers are available for your im- 
print on the Criterion .group, 
Crane Dial-ese, and Crown lava- 
tory—plus other envelope enclos- 
ures and handout literature. 


STORE DISPLAY 59-T—Unique... 
attractive ...versatile! Can be 
used in many ways to display three 
different fixtures ... takes up only 
a few square feet of valuable floor 
space. 














WINDOW STREAMERS, FOOT- 
PRINTS, STENCILS — Use them to at- 
tract attention to your store and 
let people know you are in the 
“Step-Up” program. Get them from 
the man who sells you Crane products 


AND THAT'S NOT ALL — There isn’t 
room to list all the other sales aids 

but we have them for you. The 
man who sells you Crane will be 
glad to show you these proven per 
formers 


ONDITIONING 





CONTRACTOR ASSNS.. . . National 


June 1-4—NAPC—Annual conven- 
tion of the National Assn. of Plumbing 
Contractors (held in conjunction with 
the annual Plumbing and Heating Ex- 
position); Convention Hall, Miami 
Beach, Fla 

July 19-24 


ASSE—Annual meeting 


of the American 
Engineering 
ington, D. C 


Society of Sanitary 
Mayflower Hotel, Wash- 


Sept. 27-30—RACCA—Annual con- 
vention of the Refrigeration and Air 
Conditioning Contractors Assn.; (ho- 
tel to be determined), Houston, Tex 


CONTRACTOR ASSNS. . . . State 


May 1-2—Louisiana 
vention of the Associated 
Contractors of Louisiana; 
Shreve Hotel, Shre veport 


Annual con- 
Plumbing 


Captain 


con- 
Plumbing 
Stardust 


May 5-7—California—Annual 
vention of the Associated 
Contractors of California: 
Hotel, Las Vegas, Nev 

May 7-9—North Carolina—Annual 
convention of the North Carolina 
Assn. of Plumbing and Heating Con- 
tractors; Grove Park Inn, Asheville 


May 7-9—Pennsylvania—A nnual 
convention of the Pennsylvania Assn 
of Plumbing Contractors; Penn-Sher- 
aton Hotel, Pittsburgh 


May 8-9—West 
convention of the 


Virginia—A nnual 
West Virginia Mas- 


ter Plumbers Assn.; Chancellor Hotel, 


Parkersburg. 


May 19-20 — Connecticut — Annual 
convention of the Connecticut Assn 
of Plumbing and Heating Contractors; 
Statler Hotel, Hartford 


May 21-23—Idaho—Annual conven- 
tion of the Associated Plumbing and 
Heating Contractors of Idaho: Shore 
Lodge, McCall 


May 21-23—Utah—Annual conven- 
tion of the Utah Plumbing and Heat- 


-GOULDS 


jable 


Assn.: Hotel Utah 


ing Contractors 
Salt Lake City 
May 22-23—Arizona—Annual 
vention of the Associated Plumbing, 
Heating and Piping Contractors of 
Arizona; Ramada Inn, Phoenix 


con- 


June 18-21—New Jersey 
convention of the New Jersey 
League of Master Plumbers 


Shelburne, Atlantic City 


Annual 
State 
Hotel 


Sept 17-19—Maryland—Annual con- 
vention of the Associated Plumbing 
Contractors of Maryland; Carvel Hall, 
Annapolis. 


Jan. 25-28 (1960)—LIllinois 
convention of the Illinois 
Plumbing Contractors; Congress 
tel, Chicago 


Annual 
Assn. of 
Ho- 


WHOLESALER ASSNS. 


May 11-12—NHAW—Annual con- 
vention of the National Heating and 
Air Conditioning Wholesalers; Ambas- 
Hotel, Los Angeles 


Sadao! 


June 12-14—PHWNE—Spring meet- 
ing of the Plumbing and Heating 
Wholesalers of New England; Equi- 


nox House, Manchester, Vt 


June 18-21—NYSPHW 
convention of the New 
Plumbing and Heating 
Thousand Islands Club, 
Bay, N. Y 

9 


(Please turn to page 227) 


Annual 
York State 
Wholesalers; 
Alexandria 


PUMPS | 


Two Billboard Posters Are Offered by Goulds 


An outdoor sign and two bill- 
board poster designs promoting its 
water systems haye been made 
available to dealers by Goulds. The 
yellow and blue steel sign, 1312 by 
12 ins., is mounted with three 
screws and has an outdoor enamel 
finish. The poster designs (one 
shown) are in full color with space 


provided for the dealer’s message, 
name and address. Printing and 
shipping are handled by the firm 
while the dealer and his distributor 
share the rental of the bill- 
board on a co-op basis. 

Available from: Goulds Pumps 
Inc., 240 Fall St., Seneca Falls, N. Y. 

(More sales aids, pages 47, 190.) 


cost 
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WELL BALANCED 7 Wo need to stumble over the problem 


of selecting the right copper water tube for the job at hand! For a steady source of 


supply .. . uniform quality . . 


. exact specs. 


.. try our friendly, congenial service. 


Order Kensico—-the proper copper water tube with a built-in sense of humor! 


CAMBRIDGE, MASS. + BUFFALO, N. Y. + LINDENHURST, N. Y. « GOSHEN 
N, Y. « ROSELLE, N. J. « PHILADELPHIA, PA. + PITTSBURGH, PA. + CLEVE 
LAND, OHIO «+ DETROIT, MICH. + EVANSTON, ILL. + ST. LOUIS, MO 
MILWAUKEE, WISC. + DURHAM, N. C. « FT. LAUDERDALE, FLA ST 
PETERSBURG. FLA 
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KENSEY UE 


COMPANY INCORPORATED, MT. KISCO.N Y 





5 MINUTES WITH BERGIE! 


By Hal Bergdahl, manager of customer relations, Crane Co., Chicago 


Your Price Is Too High! 


“On you FOOL, Bergie—you're 
plunging into never never land 
start discussing 


when you 


price,” admonishes a friend. 
Well, I guess that’s sorta true 
However, since it’s an important 
life, 
it under 
like it 


So here we go: 


part of our business we 


the 


wasn’t 


ought not sweep 
and play 


there—No sir! 


rug 


s What 
mean? 


does customer really 
What does the customer 
really mean when he says “your 
price is too high’? Most of us 
wish we had a sure-fire answer 
to that one, but since we haven't, 
let’s see what we can do about it. 

Is he trying to get rid of us? 
Well yes, in some instances that 
might be the case. Over a long 
period of time, prospects have 
been quite successful in scaring 
salesmen off by using the “price 


is too high” technique. 


=» However, most of the time the 
statement must be taken at face 
value, because he really means 
it. It’s generally a signal that 
good sales points have not been 
understood. Somewhere along 
the way the prospect didn’t cor- 
rectly interpret the sales story, 
the 


was 


or maybe salesman’s 


presentation weak and 


poorly organized. If this wasn’t 
so, the price objection would not 
have come up. There’s a strong 
chance that the prospect doesn’t 
the 
derived from buying the goods 


realize all benefits to be 


or service we are attempting to 


sell. In 
one way the prospect has of tell- 
us that 


cerned we want more from him 


fact, price-resistance is 


ing as far as he’s con- 
in terms of money than we are 
terms of 
benefits. Now we know full well 


that the but 
that’s what he thinks. The scales 


giving in return in 


such is not case, 


are out of balance, and there 


until this 
dition is corrected. 

That being the case, let’s look 
into this price question analyti- 


will be no sale con- 


cally and cbjectively and see 


how we might best overcome 


objections of this kind. 


Be- 


fore going further, let’s pause for 


= Commensurate pricing. 


just a moment to get one point 
clear. If you are selling shoes 
the $10 
I don’t think there’s any power 


which belong in class, 
on earth that will allow you to 
consistently sell your shoes for 
So don’t look for 


supernatural magical suggestions 


$20 per pair. 


Commen 
Sure! 


hocus pocus magic. 


in this article. sense 


evaluations? But, no 


# Your objective should be the 
maximum amount of benefits at 
the lowest possible cost—allow- 


ing, of course, a reasonable 
profit to you and all others who 
expend effort in making and 
marketing the goods or service 
you are selling. 

Definition of a “schmo.” Let 


me also hasten to acknowledge 
the existence of people who can 


“buy it wholesale.” Not long ago 


I heard a new definition of a 


“schmo”—a person who has 


lived in town three weeks and 


hasn’t learned where to buy 
wholesale. 

And then, there are some folks 
who seem to know the price of 
the value of 


everything but 


nothing. 


=» These are but two of many dif- 
ferent kinds of people who seem 
to delight in throwing up road 
blocks, some real and some arti- 
ficial 

Let me assure you that I have 
never been able to find any 
magic formula that will surely 
overcome this and other forms 
of resistance. 

However, this much I have 
All of us, 
the 
benefits for time and money we 
This is 


cluding you and me. 


found: no exception, 


try to get maximum lm 


expend. universal, in- 


sLead prospect away from 
price. So for the purpose of our 
study let’s say that we call on a 
prospect, and the first shot out 
of the bag our prospect 
“What’s the price?” 
When this question comes in 


says: 


the early stages of an interview, 
it’s a pretty good idea to lead 
the 
price until you have completed 
He must 

every- 


your prospect away from 
your story on benefits 
thoroughly understand 
thing our proposition will do for 
the 


price question. (To be continued 


him in order to minimize 


next month.) END 
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SEE HUSKY AT THE SHOW 


National Plumbing — Heating 


Fdusky fittings conform in all respects to the 

. Cooling Expositio 
following high standards set forth by the Amer setae thin alae 
ican Society For Testing Materials: A 234-58T 


PROCESS AND TENSILI 


MATERIAI PROPERTIES 4 U a K Vv 
MANUFACTURE HARDNESS WELDING FITTINGS 
CHEMICAI WORKMANSHIP AND 
COMPOSITION FINISH 
SEND FOR CATALOG OF HUSKY STEEL 
HEAT TREATMENT f MARKING WELDING FITTINGS 
i INSPECTION 
Learn why Husky fittings are 


. Se nd coupon 


@2aeane 





Now! A Complete Line to Fit Virtually ANY Connection 


rronare tonsype AU TO-VENTS 


they vent air out of ALL (hydronic) hot water 
heating and chilled water cooling systems... 


You can rely on these self-closing float- 

See this VARIETY of Connections! operated valve auto-vents to do a good job... 

and for little money, too. For vertical mount- 

° ing only: on pipe lines, coils, chillers, con- 

They Save You Time and Money! vectors, radiant panels, etc. For pressures up 
to 75 Ibs. 








No. 7 
Auto-Vent with 
Vg’ Female No. 71 ; 

1.P.T. Connection Auto-Vent with Auto-Vent with 





No. 78 


Auto-Vent with 
14" Male '4"’ Female Ve"’ Male 


1.P.T. Connection 1.P.T. Connection 1.P.T. Connection 


No. 67 and No. 68 NO. 72 AUTO-VENT 
AUTO-VENTS 


If your space is limited, Number 
67 will do the job for you. Little 
but mighty, its overall size is just = EEN A 
3 is x ll, with IP. male ; ccearen 
connection. Up to 30 lbs. pressure ing. Size 1%4 
Like all MAID-O’-MIST Auto- 
Vents, it is simple in design, yet 
wonderfully effective in opera- 
tion 

No. 68 Auto-Vent is the same as 
No. 67 except with 14” male I.P.T 
connection 


A fast-venting va 
pansion type for 


board and free standing 


e connectio 


ecause 


FLOAT TYPE 


WRITE for FREE Auto-Vent CHECK CHART for your wall 


Get full information from your jobber today! 


AUTOMATIC HUMIDIFIERS . «4 « © © © « « WATERLINE CONTROLS 
AUTO VENTS .« « « HEATING AND AIR CONDITIONING SPECIALTIES 


MAID-O’-MIST, Inc. 


3217 NORTH PULASKI ROAD - CHICAGO i, ILLINOIS 





MAID-O'-MIST~ 
RLOAY reve BALANCING VALVE 
ADAPTER UNITS 


make ALL water systems perform 
better thru BALANCED FLOW! 


AUTO-VENT Ox 
hie weve ‘= 
= 


_— 


NO. 27 AUTO-VENT 


Smaller sized vent—for hori- 
zontal mounting. C 
nternal working parts 
Same as tne N ) 7 
Vents but de 
rizontal mountir 


I.P. femal 


No. 14 No. 15 No. 16 
Install in copper Install in cast Install in cast 
or bronze tee to iron tee to brass tee to 
complete a complete a complete an angle 
balancing valve balancing valve balancing valve 


for (hydronic) hot water heating . . . chilled water cooling 


. Or any system where liquid is circulated... 


With MAID-O’-MIST 
MAID-O’-MIST 


AUTO-VENT 


INO 37 
AUTO-VENT 


pame 


Vent but ig 
tal mounting w 
tical male bottom 
For combination 
cooling convect 
radiation, fan 
nt panels et 
limited For pr rf ly No. 14 ain ail cal 
o 50 lbs. Size 3 ; one-inch Adapter Unit in a 
tee ready for balancing 


Get full information from your 
jobber or write for catalog today! 


MAID-O=MIST, Inc. 


3217 NORTH PULASKI ROAD - CHICAGO 41, ILL. 





SEL, 
Spe 


STE’ 


: STEEL PIPE BY WHEELING 


Threads uniformly! 


Fast, sure connections are routine 
when you use Wheeling Steel Pipe. 
That’s because Wheeling Pipe is uni- 
formly round, clean and smooth. 


More than that, Wheeling Pipe 
helps you do a better job at lower 


cost. It has the dimensional stability 


and inherent strength needed for 


long, trouble-free life. It’s low in 
initial cost, low in installed cost. 
Get the full details on Wheeling 
Continuous Weld Steel Pipe, both 
black and galvanized, from your 
Wheeling representative this 
week. Wheeling Steel Corporation, 
Wheeling, West Virginia. 








Why Wheeling Steel Pipe is First Choice! 
Lowest cost with durability 

Strength unexcelled for safety 
Formable — bends readily 

Weldable — easily, strongly 

Threads smoothly, cleanly 

Sound joints, welded or coupled 
Grades, finishes for all purposes 
Available everywhere from stock 


Always insist on pipe made in the U. S.A 








WHEELING STEEL CORPORATION - IT’S WHEELING STEEL! District Sales Offices at Atlanta, Boston, Bujjalo, 


Chicago, Cincinnati, Cleveland, Detroit, Houston, New York, Philadelphia, St. Louis, San Francisco, Wheeling 


8°? 
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This o0)-page report-the first in a new series of special article 


throughout this year-can help you meet the problems, and me 


THis is DE’s First ANNUAL New Construction issue. Its 
also the beginning of a new series that will explore and. at- 
tempt to answer the many problems that arise in. new con 
struction work—problems that tend to make new work less 
profitable fo the plumbing and heating contractor than i! 
ought to be. 

Why a new construction issue at this time? Partly because 
of the many rosy pictures that are being painted about new 
work this year and in the coming decade—already being 
billed as “the soaring 607s." Because of this. and because of 
the problems that the burgeoning market will bring, perhaps 
it has never before been so important for the contractor to 
understand his new-work market and to learn how to make 


more money in it. 


He has ample reason to wonder 


\. John Smith. plumbing and heating contractor. stands 
at the threshold of 1960, he has ample reason to wonder 
whats ahead, over the horizon. 

It’s i bright horizon. to be sure. ju loing by what he’s read 
in the papers and magazines. Theres a big boom aborning on 
that horizon. an unprecedented hoom in the new construction 
business. 

From what he’s heard. the boom will be measured in the 
billions above present levels. And he. John Smith. would like 
a profitable slice of il. 

But there is reason for caution. He knows that a boom 
can be a double-edged sword that can cut both ways: so it 
must be held in the hands of a man well qualified in his trade. 


It's to the study and understanding of this double-edged 
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sword that Domestic ENGINEER 
is dedicated. It will inspect bot! 
i profitable slice of a rich grov 
can cut contractor John Smith 
guise of competition. Our obje 
sharpen the profit-making edge 


that would cut into protits, 


It will be a decisive deca 


Like many another plumbing 
Smith stands this vear at the th 
He’s had enough experience in 
this isnt always a lucrative bu 
things he’s wondering about wh 

1. The problem of bid shopy 
Is a part ol the merry-go-round 
creasingly, although it is possil 
legislative level sooner or latet 
tracts. He knows that too ofter 
subcontractors’ estimates and w 
subcontracts to others with the 
hundred dollars less and you ca 

This pads the prime contract 
the prime contract cost the buy 
the plumbing and heating conti 
siderable time on an estimate 
see the job go to someone else 

And he knows this will have 
industry. because many contrac 


must go to their suppliers and 

























THE BUILDING BOOM: 
HOW LONG WILL IT LAST? 


cles that will continue 


make more money. in new work 


NEERING s New Construction issue them out. The st pplier, already carrving such a contractor 

loth edges—the one that ean cut in his beoks. feels compelled to go along to protect his 

grow lng market. and the one that vestment. The effect of the cut may go all the way bael 

nith’s profit to ribbons under the the manufacturer. 

objective is to help the industry 2. Intense competition. Even without the ¢ of bid shop 

dge of the sword and dull the side ping. competition can be rough in new corstruction. It get 
rougher in a boom period, because thers re more 
tractors both prime and sub dealing themselves into the 

ecade came. 

bing and heating contractor. John The shadows of the rising buildings are filled with sharp 

ie threshold of a decisive decade. men with dull pencils and with dull men with sharp peneil 

‘in new construction to know that Phe former win contracts at any cost. then ce pet don “spy 

e business. Here are some of the cial deals.” bid shopping, questionable bonding or interi 

t while he’s on this threshold: materials where specifications fall short. The latter 

iopping. This, John Smith knows. tracts at any cost because they simply dont lnow ho 

suund he may have to live with in- it costs them to do business or because they resist 

ossible he might get aid from the methods. Either puts peril into the over-all profit: picture 

later, at least on government con- both dim the luster of the boom = for 

piten a prime contractor gets the superior qualifications. 


id wins the job—then proffers the 


Must reckon with the dollar traders 


the offer. Here. do it tora lew 


ui can have the job.” Phen there are the dollar traders. They in 

ractor's profit, but it doesn’t make Phev just trade the dollars they have for the dollars someo 
buver anv less. It does mean that else has. to the detriment of the contracting busines. 
‘contractor. Jehn Smith. =pent con- are the contractors who cut their percentages to get the 
mate and apparently won. only to because they “have to keep the men worki 

else who has undereut him. extent this principle is valid. to keep top met 

nave repercussions throughout the territory. But some contractors. unfortunately. make suet 
tractors who finally do such jobs practice of it that before long all of their job- 





and gel price concessions to bail (Please t to page 86 


HOW TO GET THE MOST 
OUT OF TOOLS, MACHINES 





CUT COSTS WITH THE 
RIGHT JOB TECHNIQUES 











John Smith, p-h contractor, ponde 
his future, takes a look at... 


WHAT'S AHEAL 
NEW CONSTRU 






PRIVAZONING 


NEW-WORK C 
DOUBLES ARE YOU MA 


« 
the active /iving area THE MOST O 


CTION? 


RK OPPORTUNITIES 
MAKING 
T OF THEM? 


Unfold here ? 











What’s ahead for new construction... . . (continued 


(Cont ced tro page §4 ) 


purpose of “keeping the men working. ~ lis good philanthro 
py. but it's not good business. 

3. Inherent low profit. John Smith has been around long 
enough to know the basic economic facts about new construc 
tion contracting, The profit percentage has to be lower than 
in the other two dimensions of his business repall work and 
remodeling. This is because new work is characterized by the 
bidding system, pitting one contractor against the other for 
the lowest price. [t requires accurate, close, realistic figuring 
of costs, the addition of a realistic overhead figure and then 
the addition of a profit figure long enough to make the jol 


worth while but short enough to get the contract. 


Labor shortage may get worse 


1. Shortage of skilled workmen. Part of this problem is 


the shrinking productivity of labor. In many eases. it’s not 


necessarily the fault of the journeyman. John Smith knows. 
but it appears to him that labor doesn’t do the work it did 
when he was in the ranks. He didn't have the coffee breaks. 
He didn’t have the organized job slowdowns. He didn’t have 
the off-time, the stopotls on the way to the job site. the lack of 
pride some have in their craft. 

On the other hand, there are reasons for these ills that may 
not have existed to so great an extent before. The 1950's have 
been a big building period. so more men were needed. As 
the number increases in any pursuit, the quality usually goes 


down. on the average. In cood periods more of the food men 


are promoted to supervisory jobs, and more take the initiative 
to break off and go into business for themselves. When the 
] 


lity ’ 
aATILYN LOCs 


cream is skimmed off, naturally the average qu 


down. The bigger the boom, the more this happens. 


Not replacing journeymen 


The problem is quantitative as well as qualitative. While 
the plumbing trade ranks high in total number of apprentices. 
second only to carpenters in the construction industry. the 
replenishment rate of the labor pool is not high. The U.S. 


Bureau of \pprenticeship ind Training this 


veal reported 


23,977 registered apprentices. Lh 
prentice tor ea h O05 journevmen in 
By comparison, the rate in the ele 
prentice tor every 0.9 journeymen 
7.3 journeymen, in sheet metal on 
men and there s no assurances I 
high enough. 


While these are the major | 


and there might be more potent 


rol 


Smith hasn't even dreamed about 
For example, there's the matte 
John Smith can go along with this 1 
much more than should be is retai 
the job, and of course there are - 
ciple as there are uns rupulous 0 
its a problem he must reckon wit 
Then there are regulations in sor 
fabrication. which ean hinder his i 
labor. There's the irresponsible i 
tractors Which often opens the gate 
capability for handling new const 
vation of the contract method. at 


id infinitum. 


A golden era—or a tiger? 

So, like many another plumbin 
John Smith stands this vear at the « 
ade, his emotions mixed. knowing 
wondering about the work. There’ 
Ol opportunity In new construct) 
But if he takes hold will he hav 
eolden era or will he have a tig 

So John Smith starts to ask < 
like some answers. 

“Tust how big is the market?” 

“How can [ get my share of it 

“If 1 get the work. how can I « 

“In short. how can [ make mot 
building 


tion d ring this coming 


As a start i inswering these 








ed ) 


This checks out at one ap 
‘in plumbing and pipe-fitting. 
~eleetrical industry is one ap- 
men. in roofing one for every 
tl] one for every 6.7 journey 


e that even these figures are 


problems, there are others 
ential ones coming that John 
ul 

atter of retained percentages 
his in prin iple. But too often. 
retained before completion of 
eas many abuses of the prin 
us or shoestring builders. So 
1 with in the coming boom. 

HW some areas against shop pre- 
his imaginative use of tools o1 
le issuance of bonds to con 
gate to some who havent the 
mistruction. There's the presel 


and there are other problems 


nbing and heating contractor 
the doorway of a decisive de 
ving fully about the boom but 
ere s 60 billion dollars worth 
ction for 1960, his to grasp. 


have a profitable grip on a 


=k some questions. And hed 


o a 


n | earn an idequate profit?” 


more money in new construc 
Wig boom?” 


‘se questions. Domestic ENG! 





struction. But 


NEERING presents this sper ial Issue On Hew 


it will be a continuing project in many tuture Issues. 

Phe objective in these and hundreds of pages to follow i- 
to lead John Smith through the various aspects of new con 
struction, not to give him an editorial perspective but to show 
him the facts—facts presented by the men in the field who 
are doing it successfully. by the people who make the equip 
ment to do the job, by the experts——nol the editors. 

John Smith will take a close look at the market pote ntial 
lle will learn how lo Hprove his estimat s and bids On new 
construction jobs to make more money. He'll examine meth 
ods ot building a better business through close) cooperation 
with builders, architects and engineers. 

Hell learn job short-cuts. what machines and tools will 
eliminate waste and save time. how other contractors it 
crease labor productivity, how they streamline management. 


how they improve estimating methods—and much more. 


A look at the opportunities 


Hell acquaint himself fully with those phases of new con 
struction that afford him additional opportunities {or up 
grading the sale and for placing the acceptance of his work 
less on the price and more on the quality level. Privazoning 
lor example, the new concept in bedroom-bathroom design 
not only has the potential to double his plumbing fixture sales 
In new construction, but it can also take plumbing out of the 
price-competition class. Selling more air conditioning and 
upgrading the quality of the heating svstem by zone contro 
will accomplish the same thing. 

Contractor John Smith will want to learn something about 
the lucrative water system business in the rural nonfarn 


ireas be vond city. water mains. 


Finally. he'll learn more hout the relathonship) betwe 
the new-work end of his business and remodeling. He'll se 
how carrying out both Iv pes ol work can Keep his met 
his tools working all veat ong it greater prohit tof 

tuse there wont be the isual “lean months to Dhol 
protits Irom the better ones md the total re ree 


one facet of his business. 


More profit in your pocket? 


\nd In the process ol learning ill tl Is. oho Ssenioth 
earn how to make more money, 
0 follow John Smith in this and = future ~<t1es hie 
| | j I] 
probes the pithalls and appraises the Opportunities hone 
construction. It will be more than interesting reading 


be ve iding that can put more profit Wm) vow pockel 





THE LEATHERY-FACED contractor 
looked up from his blueprints to 
answer a DOMESTIC ENGINEERING 
reporter's question 

“I’ve been building homes in 
the Chicago area for nearly 40 
years and have never seen any- 


like the 


snapping them up now 


thing way people are 


s‘People flocked out here last 
Sunday as though I were the last 
builder in the area with homes 
The 
rush this year is one of the earli- 
fact if 


newspaper 


for sale home shopping 


est I’ve ever seen in 
the 


first 


even preceded 
stories of the 


at looks as 


robin 


though we're on 


Put yourself in this 
picture and take a look 
at the new-work market 


the way to our biggest year 
Builders in Maryland, Texas, 
Wisconsin 


states told essentially 


dozen 
the 
story to DE reporters who were 


and a otner 


same 


surveying major marketing areas 


in their search for up-to-the 


minute trends in new construc- 
tion. Some depressed areas were 
found by the survey, but they 
were relatively few and usually 
the result of 


circumstances pe- 


culiar to a specific area 

# This high rate of activity, and 
the promise of activity to come, 
is by no means limited to home 
building 


Commercial and insti- 


tutional construction generally is 


YOUR 


at a high level and IS expected to 


continue 


strong. Industrial 


Snows signs of Naving 


building 
turned the corner with plant ex- 
pansion's once 


again on the Way 


up 


# The favorable reports garnered 
by DE’s 
out by others 

F. W. Dodge Corp., 


statistician of the 


survey team are borne 
foremost 
construction 
that 


industry, housing 


reports 
the 
the 


try so far this year 


source ol 


1 
nas been major 
indus- 
March con- 


percent 


last 


strength in building 


tracts 
the 


more 


were up 44 over 


same month year, and 


homes were put under 
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(Continued from foldout, p. 88) history—already being heralded  construction’s share of the gain, 
construction in the first three as “the soaring 60's.” as the nation’s largest industry, 
months of 1959 than in any prior It’s been estimated that in this’ will be substantial 
first quarter in history! period the total output of goods 

and services (gross national sHow big? DE’s Washington 
s The three-month total of 295,- product) will rise from an ex- editor talked with Miles Colea 
000 starts exceeds by afew thou- pected $475 billion this year to capital economist and a consult 
sand the first quarter record es- about $750 billion in 1968—the ant on new construction, 


tablished in 1955, the greatest biggest percentage gain ever re- predicts a spectacular $630 


home building year on record, corded for a 10-year period lion building boom during 
with 1,329,000 units. 60’s. By 1968, he estimates, ne 


A survey by Fortune maga- sObviously, every industry, construction expenditures of all 


zine also took a close look at business and individual will be types will reach a whopping $75 
home building for this year and affected by this economic expan- billion a year, a rise of 53 
came up with a prediction of sion to some degree. And new (Please t e 90 
1.35 million starts, compared with 
about 1.2 million in 1958. The 
figure was based on a survey of 
325 builders in 25 cities. DE calls on the commissioner .. . 
Fortune says that with the 
high demand for new homes and 
mortgage money easily forthcom- 
ing, houses are selling faster than 
a year ago—bearing out the find- 
ings of DE’s survey team. 
The Federal Reserve Board 
also reports survey results show- 
ing that one-fourth more families 
intend to buy homes this year 
than last. 


s This rosy picture for new con- 
struction in 1959 naturally raises 
a big question: How long will the 
building boom last? 

The chances are more than 
good it will be with us for some 
time. Economists believe the 


rising tempo of our economy has 

FHA COMMISSIONER Julian Zimmerman (left) and deputy commissioner Cyrus 
Sweet review the outlook for new construction with DE’s Wast j 
William Haigwood. Their verdict: a steqdy 1.2 nm 
greatest growth-decade in its until the mid-60’s, followed by a “substantial 


brought the nation to the thresh- 
ld of what promises to be the 
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THE NEW-WORK MARKET 
How big 


(Continued from page 89) 
percent over the 1958 figure. 
DE’s Julian 


Zimmerman, commissioner of the 


interview with 
Federal Housing Administration, 
and Cyrus Sweet, FHA deputy 
commissioner, brought forth this 


opinion: a minimum of 1.2 mil- 


lion home starts in 1959 and a 
steady above-million figure until 
60's the 


reach the family 


the mid when war 


babies forma- 


tion stage, then a_ substantial 
increase. 
substantial?” One 


John Dicker- 


How big is “ 
leading authority, 


RESIDENTIAL CONSTRUCTION: 
new homes to be built this year, up 9 percent over 
The expected yearly volume for the 60’s will 
hold steady at about this year’s figure until 1965, 


last. 


7 


man, executive vice president of 
the National Assn. of Home 
Builders, puts the figure at an 
unprecedented 1.6 million homes 
per year. 

“NAHB sees a steady 1.2 mil- 
under construction 


lion homes 


for the next few years, then the 
figure will increase to at least 1.6 


“Ror 


our 


million,’ Dickerman said. 


this year, we have revised 
earlier estimate upward to about 
1.25 million units.” 

Dickerman that 
these figures could go up consid- 


pointed out 


erably, “if home builders accept 


Look for 1.3 million 


; 


vi | 
eer \ 


3 hrs | 


will vour share be? 


the challenge to build and mer- 


chandise homes as real homes 
—not just as shelters with four 
walls and a roof. 

and 


Not 


ways of 


“Prices, product design 
quality should be stressed. 
but better 
better 


are the keys to expansion, 


just shelter, 
through housing 


” Dick- 


living 


erman declared. 

Is there any over-all trend that 
will characterize home building 
in the 60’s? 
the in- 


Dickerman believes 


creasingly diverse and discrimi- 


(Please turn to page 92) 


and then zoom to a new record of 1.6 million units 
annually as war babies grow up, form families 
and buy homes. 
everything contractors sell will go into these homes. 


Most significant trend: More of 
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BIG STUFF: Soaring to the top of this mammott 


York City is a big air conditioning compressor 


the likely prospects for non-residential constructior 
decade The big building trend is € xpected to paralle 
home. building, rising 66 percent above present lev 





The new-work market... (continued) 


(Continued from page 90) 
nating tastes of consumers in it- 
the 
more of everything that p-h con- 


self will result in sale of 
tractors handle and that quality 
products will be the rule rather 
than the exception. 

The p-h industry can look for- 
ward to increased interest in 
such innovations as Privazoning, 
the new bathroom concept devel- 
oped by the Plumbing Fixture 


Manufacturers Assn., he said. 


# Central air conditioning is cer- 
tain to boom both in residential 
and commercial-industrial instal- 
lations. A survey by the Du Pont 
Co.’s Freon year 


showed mechanical cooling at or 


Division last 
near the top of buying plans for 
the future. 

The quality aspect also is evi- 
dent in the under 
way in our industry to upgrade 


drives now 


Dickerman sees “‘better living” 


hydronic and warm air heating- 
cooling installations. 

In short, industry leaders an- 
sustained and 


ticipate a even 


accelerated demand for better 
housing in the 60’s. The demand 
into 


represents an upgrading 


more attractive homes by a na- 
tion experiencing a rising scale 
of living. Another factor is the 
continuing growth in the size of 
families and consequent demand 


for larger homes 


= The increasing number of per- 
sons living on pensions, social 
security or other retirement ben- 
efits who will be able to pay for 
new small homes of their own in 
suburban or country areas also 
is a factor that will keep the de- 
mand rising. 

According to Dr. George Cline 
Smith, vice president of F. W. 
Dodge Corp., there is another 


as the answer 


to the price problem in home building .. . 


SELLING A BETTER WAY OF LIVING through better housing is the key to a 
profitable home building indusiry, say John Dickerman (left) and Nathaniel 
Rogg, executive vice president and director of economics, respectively, of 


the National Assn 


of Home Builders. At right is DE’s William Haigwood. 


factor at work that will sustain 
the home building market: At 
our present construction rate we 
are replacing about 300,000 
dwelling units a year. The re- 
mainder goes into virgin areas 


not heretofore inhabited. 


# At this rate, Dr. Smith points 
out, it would take 181 years just 
to replace our present stock of 
housing. “Obviously, houses in 
the 20th century were never con- 
structed for any such period of 
servitude. The simple fact of the 


_matter, therefore, is that we ar¢ 


not replacing our older resi- 
dences fast enough.” 

To all these pressures for sus- 
tained building can be added the 
note that recent 


never 1n years 


has the construction industry 
been able to look forward to so 
much help from the government. 

The omnibus housing measure 
now pending in Congress pro- 
vides among other things a $3 
billion grant for various housing 


Other 
clude a $4 billion airport con- 


programs. measures in- 
struction bill; two school build- 
ing bills, and a public works pro- 
that 
billion a year for local projects. 


gram would guarantee $1 


# All the economic pluses of the 
60’s, however, will not add up to 
a seller’s market and there'll be 
no substitute for practical sales- 

Careful 
and 


manship. attention to 


bidding estimating proce- 
dures will be necessary, as well 
as developing new job techniques 
to cut costs and increase over- 
all productivity. 

How you can accomplish these 
things to get your share of the 
big market in the soaring 60’s is 
the subject of this series of spe- 
cial new construction reports— 
the first of which continues on 


the following pages. END 
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Meeting the problems in new work 


AND NOW WE COME to the heart of the new work 
problem—how to stay competitive and, at the 
same time, make more money 

Preceding pages have taken a good look at the 
rosy picture the coming boom in new construction 
presents. They’ve examined the highly competi- 
tive bidding and other factors that tend to make 
the p-h contractor’s margin of profit too small in 
new work even during boom times. Now let’s take 
a look at what he can do to make his margin be- 
tween job costs and gross profits bigger. 

Obviously, one important way to make more 
Accu- 


rate estimating, careful scheduling, close job su 


money is to save money by cutting costs 


pervision—all these eliminate waste of time and 
materials and cut costs 

Important, too, is the proper utilization of tools 
and machines to get the maximum productivity 


out of manpower and materials. There are many 
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SAVE 
TIME 


on new construction jobs 


TO CUT 
COSTS 


(first report of a series) 


ways that the contractor can introduce mechani 
zation, that, together with the other factors already 
mentioned, accurate estimating, scheduling, etc 
can save big money for him while he’s turning out 
a quality job 

In recognition of the importance of mechaniza 
tion to profit in new work, much of this special 
report and subsequent articles throughout the 
year will describe the most outstanding cost-cut 
ting techniques used by contractors who compete 
successfully in new work. This is part of DE 
continuing survey of how our industry’s top cor 
tractors cope with their problems and avail then 
selves of their opportunities. For the first 


article on this subject, turn the page and read 


What are the Kelleys up to now? 





Saving time to cut costs: a big-job case history .. . 


Dick Kelley 


M. J. Kelley 


What Are the Kelleys 
Up to Now? 


When you hear this question in Cleveland, it's likely to mean that 


M. J. Kelley Co. has added another mechanical marvel to its crew... 


Ik A FLYING SAUCER landed in 
Cleveland and a Martian stepped 
out, ray gun in hand and antenna 
abristle, Clevelanders wouldn't 
panic or blow the air raid sirens 
or wire their congressmen or Ed 
Sullivan. They wouldn’t even 
call out the National Guard. 

More likely they’d say ““What’s 
Kelley up to now?” 


# The Kelley they'd be referring 
to would be the M. J. Kelley Co., 
big-job mechanical contractor 
specializing in public and indus- 
trial work with methods so mech- 
that the mythical 
Martian would appear to be just 


another Kelley method to build 


anized even 


94 


a better house trap or lay a sewer 


line more quickly and efficiently. 


# Actually, of course, hand labor 


can’t be taken entirely from big- 
job contracting, and the operator 
of the 
equipment still will have a 
wrench in his pocket. But the 
Kelley company refused to ac- 


finest, latest piece of 


cept even that basic principle 
without scrutiny. The result is 
that, within the limits of common 
sense in purchasing, any opera- 
that 
studied at least for motorization 


tion isn’t mechanized is 


of tools. If it can’t be motorized. 
Kelley studies it for a way to add 
wheels to make it mobile. And if 


it can’t be mechanized, motorized 
or mobilized, at least he makes it 
more modern. 

Why? Competition probably is 
the chief reason. There are some 
10 big-job contractors in the met- 
ropolitan area; so industrial and 
public building is a pie that must 
be cut 10 ways—and there al- 
ways are a few more contractors 
willing to crash the party. So 
bidding competition is fierce. La- 
bor costs are extremely high. 


(Dick) 
Kelley, who is executive vice 


# According to Richard 


president and son of the firm’s 
founder, M. J. Kelley, a net profit 


of 2 percent or less is general in 
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Kelley’s traveling pipe shop cost 
$2,100 equipped. A big time 
| IDEA | and money saver, it includes a 
monorail chain hoist for handling 
big pipe; a pipe machine (below) for cutting, 


reaming and threading pipe up to 6 inches; a 
band saw (right); fitting bins; benches; and a 


variety of other power tools and equipment 


the area 
and come ou 
» jobs is through 
efficiency of 
iotorizatio! 


nodernization of 


a‘“Dick i the 
parkplugged 
program ay 


6 11 1 
and he has worked 


it When I tarted al 


we had 
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continued ... 


Kelley's 


if Hine A) 


welled ta he 
hay sehr Hh yall Hh) 


i bavhelos 


eeyved ] 
prentier 


Hibs ated he 


deeree in busine lt he 


rieiele 


H bie differences 


a'The finest example of mobile 
mechanization at the Kelley eom 
pany is the recently completed 
mobile pipe shop, a complete pipe 
shop on wheels that goes to the 
job with mechanized equipment 
to do the work just a few feet 
from where the piping is being 
done. Currently in use at the 
new Euclid, O. sewage disposal 
plant, a $450,000 contract, the 
mobile shop handles cutting, 
reaming and threading of rods 
and pipe, all with power tools. 
Equipment 


includes a close 


ol Tipe table 
piper Mhere alent 


,eunbibathan Powel Heiven Hie 


MELT LLL tea 
‘its iy Hole 


ehine that ean be 


ieee fap eit 
threading of 
with differ 


different vt 


tite reaming and 
both pipe 
ent die heads for 
Thi 
was the fit 


sold by 


and rod : 


Kelley 
kind 


according to Dick 
t machine of it 


the manufacture 


® Both of these power machines 
are mounted on the same work 
table. Overhead, running over 
the table and out the rear of the 
trailer, is a rail with an alumi- 
num chainfall for feeding heavy 
lengths of pipe into the close- 
coupling threader. Underneath 
the table is a small power hack 
saw with automatic shutoff ca- 
pable of sizes up to 3% inches. 


trucks are albaround performers... 


hy}  BLBA LAA! 


Peepeerpyyys nh} 


with ely este tevel 


yyveeba teed 


Hiiwht be HWeeded on the tobe in 


clidine alp haiminere op other alt 


tiul othe powel sviel 
that are 
the 


available, 


vutter 
threacder taken eller 


where on wher 


job site 


powell is and hand 


tools. The rear doors of the trail 
30-foot 


(bought used), opens full width 


er, a standard model 
for ease in loading and unload 
ing, and there is a work bench 
at the front for blueprints and 
The lined 
with small bins that hold a full 
range of fittings 


drawings sides are 


a The 


both money and time. According 


mobile pipe shop saves 


to Joe Roeble, general superin- 


tendent, it cuts labor costs in 
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One truck replaces eight men in lifting 
| IDEA | and handling jobs. This five-ton boom 
truck is used for loading and unloading 
heavy equipment at the job site and for 
moving large objects into place. It is operated entirely 
from inside the truck cab by the driver (below), making 
it a one-man operation. Inside handling of heavy valves, 
pipe and other bulky materials is done with a fork lift 


WEATING 
AWB CONDITIONING 


EXPERT SIGN WORK makes Kelley's fleet of utility trucks a series of traveling 
ads for the company throughout the Cleveland area. This one, equipped with 
a variety of power tools, cost approximately $10,000, including the chassis 


installation of piping by at least 
25 percent and makes cutting 
and threading a 1-man operation. 
Previously, two men were tied 
up on the job site cutting and 
threading the pipe by hand, after 
which they carried it to the point 
of installation and connected it 
to the previous length before 
going back to cut and thread the 
next piece. Now one man does 
all the cutting, reaming and 
threading, then calls for a helper 
lrogether they lay it in place and 
connect the lengths without in 
terruption 


elihe mobile pipe hop cost a 
grand total of $2,100, of which 
SH00 went for the trailer and 
$1,200 tor ¢ juipment 


S400) to strenethen the trailer 
Avis Nha 
wit ane iy 
doe That thy 


TERE LAT. 


byieihes 
TIBIIIT 
cniph ve Heanved bing 

eotiipment \ Stony been 

triek je weed for loading and uw 
loading heavy equipment at the 
iol ite at tive moving lares 
objects into place It j 
operated entirels from inside the 
cab by the truck driver. makings 


if a ] man opet ifion 


se According to Dick Kelley, the 
boom truck’s 3-ton crane re place 
eight men in lifting and handling 
jobs, in addition to replacing the 
hand winch equipment the 
would need otherwise 

For inside lifting and handli: 


(Please turn to ne 98) 


MODERN TOOLS: Buy them or rent them? .. . p.100 
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continued... 


FIELD 
OFFICE 


A FAMILIAR SIGHT on Cleveland streets is the Kelley field 


office (above). 


Kelley has two. The mobile offices are outfitted 


for regular office and blueprint work and include plenty of 


storage space and good lighting 


Well painted and clean, 


they are prestige builders for Kelley's firm. Photo at top right 
shows Dick Kelley checking the job-in-progress chart for the 
firm’s half-million dollar plumbing and piping contract cur- 
rently under way at the new Euclid, O. sewage disposal plant. 


(Continued from page 97) 

of heavy objects, Kelley men use 
a lift truck with a capacity of 
1250 pounds. According to 
Roeble its value is inestimable. 
In erection alone it saves a mini- 
mum of 25 percent in labor; in 
addition, it easily does erection 
jobs that once were extremely 
difficult. For example, at the Eu- 


clid 


lines in 


overhead 
700 
pounds and more just six inches 


plant it placed 


sections weighing 


from the concrete ceiling, where 


a chainfall couldn’t possibly op- 


erate except with a great amount 
of manual tugging and wrestling 
to offset the line of lift. 

Not everything can be mechan- 


ized. Scaffolding, for example. 


But even here there is improve- 
ment. The company once used 
scaffolding. It took four 
men to move a scaffold, some- 


the 


weight. Kelley now has three 


steel 


times more, because of 
aluminum foldaway towers, sec- 
tioned to go up 50 feet, and on 
wheels. One man can make 
many of the moves unassisted. 
Two 


thing 


move the whole 


anywhere, which 


men can 
means 
savings in labor and less 
waiting around. 


more 


# Field offices or work sheds can- 
But they 
can be made mobile. Kelley has 


not be mechanized. 
two mobile offices and nine mo- 


bile work sheds that are used 


either for storage on the job site 
or for a work and tool center. 
In all cases, regular 30-foot trail- 
ers are used. When necessary, 
owned equipment is augmented 
with rented equipment. Actually, 
the firm owns nine work irailers 
and rents a tenth 

s The mobile offices are outfitted 
at the front for office work, with 
a blueprint table, storage space 
underneath and good lighting. 
When on a job, a coordination 
chart and work schedule is posted 
on the trailer wall by the blue- 
print table. The remainder of the 
trailer space is rigged with wall 
bins for 


expensive fittings or 


other materials, so there is no 
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RADIO COMMUNICATION speeds up the Kelley new work operation 
The firm has 10 mobile stations plus one at the home office. In 
this way, job superintendents can immediately contact the office or 
key personnel at other job sites. Kelley figures the two-way radio 


gives each equipped truck an extra two hours a day production 


DomEstTIt 


time. Dick Kelley (above 


is actually part of the radio system 


waste space, and the entire trail- 
er is lighted by fluorescent tubes 

These offices are kept well- 
painted and clean, so they can 
sit at a downtown job site with- 
out detracting from the neigh- 
borhood. They are insulated and 
heated, as are the other trailers 
The work trailers often are com- 
pletely stocked for a job before 
moving to the job site, then are 
to 


Since bins are marked 


hauled with their materials 
the job. 
for sizes, it is easier to find the 
materials on the job, saving time 
#The old sheds formerly used 
by the company were built by 
carpenters, for from $300 to $500 


and were used for one job only 
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is getting help with a 
from Andrew Zetts, general manager 
The 


spec problem 
The phone-like instrument 


transmitter is at right 


The 
and $1,000, used, and it costs from 
One 


has been used on 20 jobs so far 


trailers cost between $600 


$25 to $50 to move them 
That’s a maximum total of $2,000 


The minimum for wooden 
$6.000 


cost. 


sheds would have been 


for those 20 jobs 
eHere are other examples of 
how Kelley makes machines do 
the work 

Radio Communication: The 
company has 10 mobile stations 
in addition to the home station 
at the office. Stations are in the 
superintendents’ trucks, mainte 
nance trucks, trucks 
the Through 


radio, superintendents can keep 


delivery 


and three cars 


‘ 
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MODERN TOOLS: Buy them or rent them? 


BUYING BEATS RENTING by a big margin, ac- 
cording to Dick Kelley. “Power-driven hand 
tools are worthwhile in any size operation,’ he 
says. “But big mechanized equipment must be 
in use about half of every week to pay out the 
purchase price, and also it must be used locally.” 


COMPRESSOR: 
Rental cost—$22.50 daily, $200 monthly. 


Purchase price—$4,000. Tax writeoff—4 years. 


Cost of owning—First-year writeoff, $2,000. 


First-year savings—$200. 


continued... 


(Continued from page 99) 

built utility bodies. Their func- 
tion is to run from job to job for 
specific duties, such as setting 
sleeves. Completely equipped 
with power tools, one runs $10,- 
000 including the chassis. This 
centralizes the needed power 
equipment for such jobs, in ef- 
fect making it mobile, and they 
go from one job to another by 
radio direction. 

Concrete Saw: Costing about 
$1,000, this is a special tool for 


A KELLEY JOB is this process piping installa- 
tion at the National Aeronautics and Space 
Administration Research Center in Cleveland 





Under the federal tax structure, Kelley (who is 
in the 50 percent corporate tax bracket) uses a 
double-declining balance in computing annual 
writeoffs. Following this method, his first-year 
cost comparisons between rented and purchased 
equipment show the following: 


WELDING UNIT: 
Rental cost—$15 daily, $130 monthly. 


Purchase price—$1,000. Tax writeoff—4 years. 
Cost of owning—First-year writeoff, $500. 


First-year savings—$530. 
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installation of underground 
drainage, using diamond blades 
costing $300 and $600. It saws 
through concrete and eliminates 
the possibility of feathered edges, 
giving a smooth joint in the floor 
when new concrete is poured 
back in. Formerly, it was neces- 
sary to call in a concrete firm, 
or take the chance of a callback 
and a disgruntled customer. 


Automatic Pipe Beveler: The 
expenditure of $400 for a ma- 
pipe 
make sense to anyone who has 


chine to bevel cuts will 
sat and chopped for hours try- 
ing for a square cut..A manual 


cut might work out, but probab- 


ly won't. Kelley’s eliminated the 
guesswork and the chance and 
got a machine to do it right. Sav- 
ings are estimated at an average 
of 25 percent on such cuts. 


Backhoe: It’s well worth while 
to own one, according to Dick, 
if the volume is big enough. The 
alternatives are renting or leas- 
calling in another con- 
Kelley's 


has a 14-foot hoe in back and a 


ing, or 


tractor who has one. 


7 cubic foot bucket, and the ma- 


chine is traded every two years 


The people behind M. J. 


It’s in constant Last year 
the backhoe did about $100,000 


worth of excavating. 


use. 


The same 
excavating would have cost at 
least $130,000 if equipment were 
leased, according to Dick. 

As an $8,500 item, Dick Kelley 
says, a backhoe has to pay for 
itself. He emphasizes, however, 
that 


amortized rapidly if the machine 


a backhoe’s cost can be 
is used—or rented—for other ex- 
cavating jobs during its down- 
time. The backhoe is greased and 


(Please turn to page 229) 
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BACKHOE: 


AIR TOOL: 


Rental cost—$50 daily, without operator. 
Purchase price—$8,500. Tax writeoff 
Cost of owning—First-year writeoff, $4,250 


First-year savings—$7,000. 


4 years 


Rental cost (with 


weekly. 


$7.50 daily hose) S18 


Purchase price—$500. Tax writeoff—4 years 


Cost of owning—First-year writeoff, $250 


First-year savings—$343 
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the problems in new construction: One 


IN ANY CONTRACTING business, there are many 
jobs to be performed. There’s the job-chasing, 
selling, estimating, installing and handling of com- 
plaints, to name a few. All are important to tne 
over-all business if the contractor is to prosper. 

One of the most important functions that must 
be handled is the job of estimating. Upon the esti- 
mator rests the responsibility of bidding the job 
at a price that will be competitive and at the same 
time give a fair margin of profit. 

Any contractor will tell you that this is not as 
simple to do as it is to write. There is a common 
saying among contractors that the low man forgot 
something and the high bidder didn’t want the 
job—and from the differences there are between 
the high and low bids this often appears to be 
more fact than fiction. 


Why Do Bids Vary So Much? 


For example, on one recent job, the average of 
seven bids was $212,000. The low bid was $187,- 
000, which was $25,000 low—and the high bid was 
$237,000, which, strangely enough, was $25,000 
high. The difference between the high and the 

A short course in a low bids was $50,000, roughly 25 percent. 

How can any man who calls himself an estima- 

tor justify this degree of variation? 


Only one conclusion can be drawn—there was 
either carelessness or ignorance of the basic prin- 
ciples of estimating. 


There are certain basic principles in estimating 
that must be faithfully adhered to at all times. The 
manner of applying these rules may vary, but 


One of the most vital factors in their application is a must. By these rules we 
mean the procedures that must be followed from 


getting the job — and making a fair the time that the blueprints and specifications 

profit —is an accurate and complete are laid on the drawing board until the completed 

, bid is submitted to the owner or general contrac- 

estimate (First article of a series) tor. In this article we'll offer a general outline 
that will cover these pertinent points. 


Study the Blueprints, Specs 


By John Williams, Flint, Mich. Usually, the first things that the estimator sees 
are the blueprints and specifications. The blue- 
prints, as any estimator knows, are a picture of 
the work to be done, and the specs, of course, are 
the book of rules specifying how the work shall be 
done, what materials shall be used and what work 


plumbing and heating estimator 
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of a series of special DE reports... 


each of the various subcontractors is going to do. 

The prints and specs are equally important. If 
something is in the specifications but not in the 
blueprints, it must be figured in the job. And if 
the blueprints show something that is not in the 
specs, it must be figured too. 

When possible, it is best to clarify any doubtful 
parts of the prints or specs with the architect or 
engineer. This is especially important when they 
live in a city where the code is different from the 
code where the job is being installed. Normally, 
spec sheets call for installation of the work to be 
But the 
blueprint may show the work as it would be in- 


done in accordance with the local codes. 


stalled in the architect’s or engineer’s home city. 
To figure the job strictly on the basis of the prints 
might result in a shortage of labor and material 
due to requirements of a local code. A local code 
may call for extra vents, for example. 
Here's What the Estimate Should Cover 
Every take 
general items into consideration: 


Materials takeoff, takeoff 


overhead, profit, completed bid 


estimate should the following 


labor subcontracts, 


Using this basic list for a checkoff will guarantee 
that the be 
Pointing this out may seem elementary, but it 


primary categories will included 
is not impossible to miss one of these important 


items. For instance, the estimator sometimes fo1 
gets to include overhead in his figuring 

When something like that happens, the estima- 
tor probably will get the job, but Item 5—profit 
usually goes out at the same time. This illustrate 
the importance of setting up a system and faith 


fully following it. 


The Materials Takeoff 


Materials takeoff should cover all the 
In this « 


will be the piping, fittings, fixtures and hange 


mate rial 


necessary to complete the job ‘ategory 
and also such items as are required to fabrieate 
the work. 

In a plumbing job, this will include lead, oakun 
fuel for firepots, pipe dope, cutting oil and any 
other items that cannot be really called a part of 
the finished job but must be used to successfull: 
complete the job 

In a heating job there also are many item 

(Please turn to 104 


page 





About the 


This series on estimating will cover every 
portant subject, 


the blueprints and specs, right through to 


bid 


ptul 
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4 AUNDRY 
TRAYS 





House plumbing job shows 
estimating principles in action 








e@ This simplified drawing of a_ house 
plumbing plan and the specs are used to 
show materials and labor takeoff. The esti- 
mator also uses drawings showing house 
elevations and other construction features 
LIVING ROOM | BEDROOM that determine lengths of pipe needed etc. 


@ The chart on the facing page shows how 
material is taken off and the cost figured 
A typical labor takeoff will be shown in 
the second article, and estimates for big 
jobs will be covered in future issues. 











SPECIFICATIONS 


PLUMBING Lavatory. One Best Quality 19-in. by 17-in. white 
i tee , lavatory #1-34 with #T-34-A popup trim and 
All soil piping to be extra-heavy cast iron soil 41-1 chrome-plated legs and towel bars. 


pipe and to be extended 5 ft outside footings. 
Kitchen sink. One double-compartment kitchen sink 


All joints to be oakum and lead caulked. Best Quality #K-12 with #W-5 chrome-plated 
Waste piping to be galvanized iron, threaded and faucets with spray. Sink strainers to be chrome- 
reamed in accordance with good practice. plated brass, crumb cup type Best Quality +44 


Water piping to be Type K hard copper with Water heater. The water heater shall be a 10 
soldered joints. All water piping to be reamed. year guarantee heater of 40-gal. capacity, gas- 


a . : fi lity H-40. 
Gas Piping to be black iron with reamed joints wed, such os Best Quality ° 


Laundry trays. First quality cement with brass 


All piping to be supported in such a ma t 
Piping pp i 1] manner as to laundry faucets. 


prevent sagging or pockets. 
Sill cocks. Install two sill cocks. One in front and 
FIXTURES one in rear. 


Bathtub. One 5-ft white Best Quality #B-56 with All fixtures to be white. 


Best Quality #3A-100 trip lever waste and over- Any of the above fixtures may be replaced by 
flow and Best Quality #B-203 overim filler with equivalent fixtures of different manufacture with 
shower. the architect’s approval. 


Closet combination. One Best Quality #C-23 re- All work to be done in a neat workmanlike man- 
verse flush closet combination with Best Quality ner and to be done in conformance with the local 
#S-4 white seat codes governing the installation of such work 








(Continued from page 103) to the shop on the completion of the job never 
fall into the same category—such as oxygen, acety- seems to equal the equipment sent out while the 
lene, welding rod, both gas and electric—in other job was being done. Where it goes, no one knows 
words, all items used to install the job. —but the fact that it’s gone is evident. 

It might be mentioned that some estimators 
make a practice of including a certain percen- The Labor Takeoff 
tage of the cost for tools and materials that are Labor takeoff should include the man-hours 
expended in the installation. This is due to the — that will be needed to carry the job through. 
fact that, on large jobs, the equipment returned This should include the productive labor only. 
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PLUMBING MATERIALS TAKEOFF 





Name 





Location 
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Description 


Description 
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XHCI DH soil pipe 
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cement laundry tray 

5 ft LH tub BQ #B-56 
3A-100 trip lever waste 
B203 overim filler 
closet comb, #C-23 
white seat #S-l 

19 x 17" lav. #1-3) 
T-34-A popup trim 

L-l legs and towel bars 
21 x 32 WC sink #K-12 
comb, faucet w/spray 
crumb cup strainers 

LO gal. HW heater #H-1( 
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lead 

oakum 

3" roof flashing 
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2" galvanized iron pipe 


~ 
_~=— 


2x 14 drainage tee 


2" LS deg drainege ells 
galvanized nipples 
x 3" x 18" increaser 


on 
on 
c 


galvanized pipe 
drainage 90 deg ells 
drainage 45 deg ells 
galvanized nipples 
bath trap 

ink traps 








miscellaneous screws, putty, etc. 


type M 
copper 
copper 
copper 
copper 
copper 
hangers 
straps 
S &W valves 

copper stop 
3/4 x tomes x iron ad, 
1b solder 
oz soldering flux 


copper pipe 
tees 

ells 

LS deg ells 

x iron adaptors 
to iron ells 


SBaa2aa2nan33232323 2 


.|pr CP angle lav, supplies 

CP closet supply w/stop 
13 CP P trap 

continuous waste for sink 


-———_— 

















Total Material Cost 
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Such items as truck drivers, stockmen and super- 
vision should not be included in this category 
Some estimators make an allowance for this type 
of labor, but it’s actually overhead and should be 
included in that item. 

Figuring the labor takeoff closely and accurate- 
ly is harder than doing the same with the materi- 
als takeoff. After all, if the estimator is careful in 
reading the blueprints and specs, he should be 
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need In 
the human 
little 
trouble determining how many man-hours will be 
required at every task that the total job involve 
The best thing for the contractor to do is to 
keep a list of jobs—and the man-hours required 


able to tell exactly what he’s going to 
the 
element is present, he 


case of labor, however, where 


may have a more 


to do them—compiled over a period of time « 


(Please turn to page 106) 





{ short course in estimatin 


(Continued from page 105) 


This list should be 
kept up to date and constantly revised as the 


various representative jobs. 


circumstances warrant. The contractor should 
refer to this list whenever he figures his labor 
takeoff. 

How close the contractor can figure his labor 
takeoff also depends on whether he’s got good 
supervision on the job. If he’s got a good foreman 
or if he supervises the job himself, there'll be less 
likelihood of his journeymen “goofing off’ on the 
job—so he doesn’t have to allow much time for 
a cushion in his labor estimate. 


How to Handle Subcontracts 


Subcontracts often are a point of confusion. 
This part of the estimate is the work that may 
not be done by the mechanical contractor. Under 
this heading may come such work as storm sewers, 
septic tanks, wells, sheetmetal, pipe covering, 
wiring and other items that, for union jurisdic- 
tional or trade lines, etc. cannot always be done 
by the mechanical contractor. 

Here the important factor is to be sure that the 
subcontractor submits his bid on all the work that 
he is supposed to do and that he can be relied 
upon to do the work in a way that will reflect 
favorably upon the mechanical contractor. 


alin other words, the lowest bid on a subcontract 
may not necessarily be from the most reliable firm. 
So the mechanical contractor must make it his 
business to know something about the people who 
want to subcontract to him. 

Once the contractor has determined that a 
particular subcontractor is the lowest bidder and 
also reliable, he should add the cost of the sub- 
contract to his total cost. 


Figuring the Markup on Subcontracts 


Speaking of subcontracts, it should be men- 
tioned here that many estimators treat subcon- 
tracts differently from the other costs that are 
taken into consideration when figuring what the 
profit markup should be. That is, they take the 
cost of materials, labor and overhead, add it up— 
then mark up the total by a given percentage, say 
40 percent. Then they either don’t figure a mark- 
up on the subcontract or make it much smaller, 
say 10 percent. 

In other words, these contractors naturally in- 
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continued 


clude subcontracts in their total cost of a job but 
treat it separately when it comes to figuring the 
markup on the job. The reason is that the p-h 
contractor does not have the same involvement in 
the subcontractor’s work as he does in plumbing 
and heating. So his need for a bigger markup to 
get an adequate return on his investment of time, 
labor and materials is less. 


Overhead: Your Biggest Problem? 


Perhaps more jobs end up in the red due to 
failure to understand overhead than for any 
other reason. 

Overhead is that part of the cost of carrying 
on a business—and doing a particular job— that is 
not directly productive. In this category must be 
listed such things as the cost of running an office, 
insurance, supervision, advertising, etc. 

Let’s say a company does $1,000,000 worth of 
business in a year and the administrative cost is 
$100,000. This means that the overhead is 10 
percent. If the administrative cost is $150,000, 
then the overhead is 15 percent. 

It’s as simple as that. Yet some estimators, when 
they figure overhead—if they include it at all— 


. 


“I’m trying to visualize what we'll 
need for your job.. .” 
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When his new work lagged: Mudge changed his 
estimating methods, doubled his volume 


CAN SYSTEM ALONE change failure to success 
for new construction contractors? It certainly 
can, according to W. H. Mudge, Milwaukee p-h 
contractor. “Six months ago I was getting fail- 
ure in such large doses I was nearly out of 
work,” he says. “Then I made a real study of 
my estimating and bidding processes and, based 
on my findings, changed to a new system. It 
helped double my volume over anything I'd 
ever done before.” 


sHow he did it will be told in the third 
article of this estimating series in the July 
issue. Part 2 will appear in June. 


use a flat 10 percent of the total cost of a particular listed items, i.e., materials 
job. Or some other flat figure. The fact is that subcontracts, overhead and 
there is only one correct way to estimate overhead arrived at will be illustrated 
and that is to take the actual percentage of over- The figures that the contractor 
head—that is the “nonproductive” cost of doing be incorporated into a bid t 
business—and relate it to the income the prospective owner or gene 
I’ve known a contractor to say, “if I figure more the figure that, excluding ext 
than 10 percent overhead on a job, I don’t get it.” will be paid for the installation 
Well, he may get the job, but he has to make up in the blueprints and specifi 
his extra cost some way—and the only way to do as ; 
it is out of the profit. Let's Figure a Typical Job 
To illustrate the application oi t 
What Should the Profit Be? 


The profit that should be added to the bid is Fig. 1 is a layout of a simpk 


open to discussion. The only answer that can be ly, most blueprints will follow 1 


is how it works when an act 


given is on the basis of return for capital invested out for the plumbing, with additional 
It is possible today to invest money on a safe re- ing the elevations, etc. of the |] 
turn of 6 percent. In order to get this type of a further aid the contractor in h 
return, no labor or risk is involved rials takeoff. The piping cor 

On this basis, a contractor should be entitled to waste piping and the hot and 
at least the same return after all the employees Fig. 2 is an illustration of 
including himself, have received a fair wage tions that will be included 

A completed bid should include all the above oe 
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A short course in estimating.... continued 


(Continued from page 107) 
fixtures can be determined and a bid for the job 
arrived at. 

By carefully studying both the prints and the 
specs, the ideas that the specifier is trying to 
convey can be firmly fixed in mind. This is true 
whether the job is a run-of-the-mill project home 
where economy is the primary object, or a custom 
job where the owner is interested in quality and 
the price, while important, is not ahead of the type 
of installation that the owner wants. 


A Guide to Materials Takeoff 


In preparing the bid, then, the first item to be 
considered is the material. This list will be com- 
piled from two places—the blueprints and the 
specifications, with local code regulations, if in 
effect, governing the types and sizes of these ma- 
terials. The first material to be listed will be soil 
pipe. According to the specification sheet, this 
must be extra-heavy cast iron soil pipe. 

From the prints, we can see that the amount 
of soil pipe 4 ins. in diameter will be 50 ft or 10 
lengths. This will include the part of the piping 
under the basement floor and also the pipe neces- 
sary to carry up through the roof of the house. 
Due to the fact that the specifications call for 
the soil piping to be figured to 5 ft outside the 
footings, the run to the sanitary sewer in the street 
is not included. If the specifications did include 
this part of the job, it would be figured in. 

Sometimes the material for the outside run is 
figured by the contractor and the necessary ex- 
cavating is subcontracted to an excavator. 

On the estimate sheet, this 50 ft of soil pipe is 
broken down into two items—single-hub soil pipe 


and double-hub. 


Take Off Piping First, or Fittings? 


The next step is taking off the fittings. 

Some estimators like to take off all the piping 
first and then figure the fittings. If this seems 
the easiest way, then it should be done this way. 
However, less omissions or mistakes seem to 
occur when each size is taken off completely and 
then the next size figured the same way. 

The next item to take into consideration is the 
water piping. From the specification sheet it is 
found that the job calls for copper, and so the 
necessary amount of pipe and fittings are taken 
off. This is done in much the same manner as the 
soil piping. By scaling the blueprints, it can be de- 
termined that it will take 200 ft of -in. piping. 
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The final step in the materials takeoff is to list 
the fixtures that are called for in the specifications 
sheet. Once this is done, the entire list of material 
can be totaled up and the estimated cost of the 
material arrived at. 


Compare Estimate with Actual Cost 


A glance at the estimate sheet will show that 
there are two columns for the cost of the materials. 
The first one is for the estimated cost; the second 
one is headed “actual cost.” The reasoning be- 
hind this is very simple. When the job is billed 
out for actual cost, it is easy to see if there was 
any variation from the estimated cost to the actual. 

Another reason for doing this is that the vari- 
ation of costs of material from week to week can 
result in quite a difference between the estimated 
cost today and the actual cost a few weeks from 
now. This is something for the contractor to keep 
track of. 


The Pitfalls in “Lumping Off" Materials 


Some estimators fall into the habit of “lumping 
off” materials; while it is possible to estimate 
after a fashion this way, there is also a strong 
possibility of error. Guesswork or taking chances 
might be fine in a poker game, but they have no 
place in estimating. 

Next month the subject of labor will be taken 
up together with subcontracts. 
jects of much discussion and misunderstanding. A 
thorough knowledge of them is of vital importance 


These are sub- 


to all estimators. END 


“| think I’ve finally made a deal. . .”’ 
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New requirements for better-quality installations of relief 
valves and automatic shutoff devices go into effect July 1 


INDEPENDENCE DAy comes 
three days early this year to the 
plumbing and heating contrac- 
tors of the nation—on July 1, not 
July 4. That’s the day they gain 
a new independence from infe- 
rior standards for hot water sup- 
ply systems. 

It's the day the new FHA 
Minimum Property Standards go 
into effect. They’re different. 
They spell out in black and 
white and with pictures exactly 
what is approvable in FHA con- 
struction. 


alIn detail, they say what they 
mean, and they mean business. 
They cover capacity, controls, 
tank strength and warranty on 
storage-type water heaters, and 
certain specifications on tankless 
and indirect heater installations. 

The FHA change follows by 
six months the effective date of 
revisions in Testing and Listing 
requirements for storage water 
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valves and auto- 
matic gas shutoff devices adopt- 
ed by the American Standards 


heater relief 


Assn 


»The new ASA requirements 
(labeled ASA Z21.22-1958) su- 
persede requirements dating 
back to 1935. They went into ef- 
fect Jan. 1, 1959. The new FHA 
Minimum Property Standards, or 
MPS’s, in effect applied ASA 
listing requirements for 
protection to 
sured housing. 

The MPS’s became optional 
April 1. This period of 
July 1, when the new 
MPS’s become mandatory in all 


water 


FHA-in- 


heater 


option 
ends 


phases of construction. During 
this period the old MPR’s (Mini- 
mum Property Requirements) or 
the new MPS’s can be used at 
the builder’s option, except that 
no project can mix old and new. 

Domestic Water Heating and 


Storage is covered in Section 


1005 of a book 
entitled “Minimum Property 
Standards for One and Two Liv- 
Units,” published by FHA 


It replaces the 23 regional books 


new 315-page 


ing 


formerly in use, in effect elim- 
the 
regional level and moving it to 
Washington. But it 


inating decision-making at 


also elim- 
inates much of the need for deci- 
sion-making by being explicit in 
words, diagrams and pictures 

the MPS tem 


pres 


To contract rs, 


perature and ure relief 


valve changes are significant for 


three primary reasons 


s 1. Contractors 


watch 


have to 
FHA 


units 


will 


their buying for 


projects to avoid getting 
that don’t meet the specs 
2. They 


valves in 


locate 
the 
the 
illustra 


will have to 
the 


accordance 


heater or in 
piping in with 
standards (see 


While in 


(Please turn to page 110) 


new 


tions). many respect 





continued... 


Location of relief valves-on water heaters 


combination temperature 
and pressure relief valves 
(alternate location) i 


discharge 


tank nipple ni 
1 


LOCATION OF VALVE WHEN TANK 
IS PROVIDED WITH SPECIAL TAPPING 


alternate locations 
for pressure relief valve 


(there shall be no shut-off 
valve in piping between 
relief valve and water heater) 


(if necessary, pressure relief 
valve may be located 

in hot water discharge 
pipe from heater) 


when cold water inlet 
is at bottom of tank 


temperature 
sensing element 


T & P relief valve , 


discharge 


tee 


cold 
th tank nipple 


wie 


I -f-— 


LOCATION OF VALVE WHEN NO SPECIAL 
TANK TAPPING IS PROVIDED 


temperature 
relief valve 


discharge 





, «- tank jacket 
temperature sensing 
element 

tank 


WHEN SEPARATE VALVES 











ARE USED 


(Continued from page 109) 
these installation provisions have 
been normal practice in the past, 
they now become mandatory for 
FHA approval. 

3. The improved quality of hot 
water supply systems required 
under FHA standards will have 
an upgrading effect on installa- 
tions that have not heretofore 
been up to these standards. 





Here’s the complete story. 
First, all direct-fired domestic 
storage heaters must be equipped 
with a pressure relief valve and 
a temperature relief valve, or a 
combination valve for pressure 
and temperature relief, or a pres- 
sure relief valve and a high tem- 
perature energy shutoff device. 
There are no changes relative to 


the shutoff device except for 


some upgrading of construction. 

Second, all safety devices, ex- 
cept mixing valves, must meet 
the current requirements of Un- 
derwriters’ Laboratories, Amer- 
So- 
ciety of Mechanical Engineers or 
the National Board of Boiler and 
Vessel 


any case where a safety device is 


ican Gas Assn., American 


Pressure Inspectors. In 


not listed by any of these, it must 
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Location of relief and energy cut-off devices on water heaters 


high temperature energy 


pressure relief 
cut-off valve 


valve 





temperature sensing 
element 





HIGH TEMPERATURE AUTOMATIC 
GAS SHUT-OFF VALVE AND 
PRESSURE RELIEF LOCATIONS | 











gas to burner 


pressure relief valve 


surface mounted 
temperature sensing 
element of cut-off device 


discharge 


hot 


if necessary, pressure relief valve 
may be located in hot water 
discharge pipe from heater 


tank 


tank jacket + 


SENSING ELEMENT MUST BE LOCATED 
WITHIN THE TOP SIX INCHES OF 
STORAGE TANK AND MUST BE ACCESSIBLE 
FOR REPLACEMENT WITHOUT REMOVING 
TANK JACKET 











have certification of testing by a above the setting of the regulat- see illustration) 


1 


DomEstTIt 


laboratory that it meets the ap- 
plicable American Standard 
Third, the pressure relief valve 
must be set to open at 25 psi or 
more above the street main pres- 
sure. Or, if there is a pressure 
regulating valve for the purpose 
of regulating house water pres- 
the 
must be set at 25 psi or more 


sure, pressure relief valve 
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ing valve, except that this setting 
the 
pressure of the heater tank. 


must not exceed working 

The options on location of com- 
bination T&P valves are limited. 
When the tank is provided with 
a special tapping, it must be at 
the top of the tank, or at the side 
within six inches of the top of 


the tank (not the heater jacket— 


tnis 1s 


The reason 


ior 
that the temperature-sen 


ing element of such a valve must 


ol 


be within the top 


the 


tank, where the 


1X 


inche 


water 


test, according to the MPS’ 


Since this requiremen 
ed in terms of the locat 


temperature 


tl 


1S 


hot 


t 


{ 


| 
a 


on of the 


nel 


t 


the same restriction would apply 
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FHA upgrades standards... .. (continued ) 


(Continued from page 111) 

to a separate temperature relief 
valve. If no special tapping for 
the valve is provided in the tank, 
this valve would go into the hot 
water discharge line, with the 
temperature-sensing element ex- 
tending into the top 6-inch area 
of the tank, necessitating a valve 
with an extension thermostat. 


# The pressure relief valve can 
go either in the cold water inlet 
or the hot water discharge, but 
there can be no shutoff valve in 
the piping between the pressure 
relief valve and the tank. 

When a separate high temper- 
ature energy shutoff valve is 
used, rather than a temperature 
relief valve, installation must be 
essentially the same as that of a 
temperature relief valve because 
the temperature-sensing element 
again must be located within the 
top six inches of the tank. 


2 All temperature relief valves, 
separate shutoff valves, or non- 
immersion shutoff devices must 
be accessible for replacement 
without removing the tank jacket. 

Any type of relief valve must 
have a test lever to provide a 
unseat the 
valve and raise the valve disk at 
least '4¢ 


manual means to 
inch off the seat, and 
must have °4 inch minimum in- 
let and outlet connection. 


» Fusible plugs are affected. The 
MPS’s don’t specify against 
them, or even mention them. But 
the ASA revision does it by in- 
direction. Here’s how. It speci- 
fies that the part of an extended 
thermal element passing through 
the inlet shall not exceed %, 
inch diameter, and that this ele- 
ment must protrude through the 
threaded inlet connection. 

Tests show that a 4g inch out- 
side-diameter tube has a maxi- 


mum possible safe inside di- 
ameter of 1% inch, and capacity 
tests with 15 pounds of steam 
pressure through a quarter-inch 
inside-diameter tube provide a 
maximum rating of 25,200 Btu, 
according to the rating basis of 
ASA Z21. 22-1958. Therefore, 
fusible plugs are limited to 
heaters of less than 25,000 Btu 
capacity, far below the range of 
the average residential water 
heater. For example, the mini- 
mum-size storage-type heater 
allowed by FHA is 30,000 Btu in- 
put, gas and oil. 


=» The new temperature rating 
basis for the relief valves is on 
not water. Formerly 
valves were rated based on 30 psi 
water discharge at 220 degrees 
maximum, with the volume of 
water discharged computed into 
Btu. By contrast, the new ASA 
standard requires that valves be 
temperature steam-rated in Btu 
volume of steam discharge at 15 
pounds of steam pressure ac- 


steam, 





to fixtures 





boiler 


cumulation in the tank. But tem- 
perature relief will be required 
to fully open at 210 degrees or 
less. (The 15 pounds steam pres- 
sure rating basis should not be 
interpreted as allowable tem- 
peratures in a storage tank.) 


= Basic factor in the steam rating 
is that when water reverts to 
steam from super-heating under 
emergency conditions, it dis- 
places water approximately 1,700 
times. This requires greater flow 
areas within the valve as well as 
larger discharge area provided 
by 3% inch outlet connections. 
Obviously there are certain 
conditions of extreme emergency 
which can be created in hot water 
supply systems, such as an acci- 
dental closure on the supply line 
leading to the Steam 
rating provides protection in 
such an emergency, giving opti- 
mum protection. The former 
temperature water rating was 


heater. 


sometimes unrealistic because it 
would enable an inadequate safe- 


flow regulator 


(if incoming woter 
pressure exceeds 40 psi) 








thermostatic 
- mixing valve 











pressure 











relief valve 





TANKLESS INDIRECT WATER HEATERS under 


icoectiiinin a | 


the new FHA standards must 


have a thermostatic mixing valve and, when water pressure exceeds 40 psi, 
a flow regulator. If there is a backflow preventive device between the heater 


and street main, or other water source, a pressure 


relief valve must be 


installed between the heater and the backflow preventive device. 
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ty device to be used on a relative- 
ly large hot water supply system 
where, normally a much larger 
valve should have been applied 
for any emergency relief period. 
There also was the possibility of 
corrosive or lime salts accumula- 
tion from water conditions that 
could plug the restricted inlet or 
outlet water ways. 


» Latest ASA standard tempera- 
ture and pressure relief valves, 
therefore, are sized more directly 
in relation to the heater input or 
output for maximum protection 
in proportion to the size of the 
system. 

The new MP%S’s also require 
new standards for indirect water 
heaters, with and without tanks. 
Tankless indirect water heater 
installations must include a ther- 
mostatic mixing valve and, when 
water pressure exceeds 40 psi, a 
flow regulator of the same flow 
rate as the heater or the nearest 
standard size If there is a check 
valve, pressure regulator or other 
backflow preventive device be- 
tween the heater or the street 
main, or other water source, a 
pressure relief valve must be in- 
stalled between the heater and 
the valve, regulator or device. 


elIndirect water heaters with 
tank installations must include a 
pressure relief valve in the cold 
water supply piping to the tank. 

Contractors should have no 
difficulty in obtaining the new 
temperature steam-rated valves 
Several manufacturers already 
have them tested and ready for 
production. Moreover, all lead- 
ing manufacturers already pro- 
duce ASME pressure steam- 
rated relief valves which meet 
the new MPS’s in all respects 


=» The latter, when temperature 
steam-rated will cost no more, 
but new designs constructed and 
tested in accordance with the lat- 
est ASA standards would be 
only slightly more than contem- 
porary designs. END 
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IT’S A NEW MEASURE OF PROTECTION, says George Horne (left) as 
he discusses new FHA Minimum Property Standards for safety de 
vices in hot water supply systems with Watts executives Wendell 
Dillon (seated center), Joseph Keegan (right) and R. H. Chaffee 


The new FHA standards: 
What they mean to you 


By George Horne, President 
Watts Regulator Co., Lawrence, Mass 


THE REVISION of ASA testing and listing requirements for 
relief valves and automatic shutoff devices was an impor- 
tant step to our industry. 

Now the adoption of the new ASA standards by the FHA 
in its Minimum Property Standards represents an equally 
important step, because it actually puts those new measure 
of protection into American homes. 

To the homeowner it will mean that the protection that’s 
supposed to be there actually will be there. This was not 
always true in the past, because the former method of 
rating relief valves did not provide for complete protection 
at times of extreme emergency. The new steam rating 
method of testing provides that factor of safety 


# To the contractor it will mean a new confidence in two 
respects. In many cases, home repair business is his bread 
and butter, and he cares very much about the integrity of 
safety devices that go into homes. He can be sure of 
satisfaction and safety with the new valves. He will know 
their construction and ratings to be adequate and realistic 
where formerly these aspects were speculative and que 
tionable. Also in project work he will know that his esti- 
mates will be referring to the same quality, at least at the 
minimum design, eliminating the old problem of being 
forced to estimate and bid with valves known to be cheap 
and possibly inadequate 

It will have double significance to the manufacturer, be- 


(Please turn to page 134) 





LEAD JOINT DISPLAY, SHOWN HERE BY CONTRACTOR GRAVES, ILLUSTRATES VERSATILITY OF LEAD WIPER. 


New construction cost cutters... 


Contractor Prepares Lead Bends 


“ONE DAY WHEN I WAS HOLDING a lead bend 
between my knees, trying to attach the ferrule, I 
thought how much faster and more economical 
the job would be if I had a machine to hold it.” 

That’s the way Frank Graves of Miami, Fla. 
explains how he came to develop a mechanized 
method of joint wiping on lead bends. His in- 
genious device, based on the principle of a ma- 
chine-shop lathe, has these advantages: 


# 1. Speed. Graves, a member of H. L. Robert- 
son & Associates, a project plumbing firm, can 
prepare a lead bend for installation in just over 
10 minutes. During one run he prepared 67 lead 
bends in 743 hours, including everything from 
taking bends from the boxes through to the com- 
pleted job. 

2. Economy. Graves’ machine collects excess 
solder, saving an estimated two ounces per joint. 
It assures uniformity of joints, applying the exact 


amount of solder required by any code. 

3. Manpower saving. The machine locks the 
bend in place and holds it more steadily than a 
helper could when the ferrule is attached. 

To achieve these advantages, Graves designed 
a hinged sleeve which clamps tightly around one 
end of the bend. The sleeve is attached at right 
angles to a shaft, powered by a 13-hp motor. As 
the shaft rotates, it slowly turns the ferrule end 
of the bend, and the journeyman quickly scores 
the joint and applies the wiping soil. Applying 
the solder to the joint can be accomplished as 
rapidly as the joint rotates. 

With a special tool designed to obtain uniform- 
ity of joints, excess solder is scraped off the joint 
into a pan below and then is quickly poured 
back into the pot. 

The sleeve, as now used, holds only a 4-in. 
pipe, but it can be adjusted to 3-in. by inserting 


(Please turn to page 116) 
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How the unit works: 


An electric motor (1) pow- 
ers pulley (2), which in 
turn rotates steel shaft 
(3). A hinged sleeve (4), 
which locks over end of 
bend with a spring latch, 
is turned by rotation of 
the shaft. A gap (5) is left 
in the frame to permit 
bends of long length to 
clear as the sleeve ro- 
tates. The end of the 
bend to be wiped extends 
over the work bench. Ex- 
cess solder is caught in 
pan (6) and can be 
scraped back into pot 





when joint is completed. 
Two steel bars (7) be- 
tween the sleeve and 


right pillow block provide 





adjustment for different 
size and shape bends (de- 














tails given in article). 


LEAD WIPING MACHINE DEVELOPED BY GRAVES IS SIMPLE AND LIGHT, YET STURDY. 


for Installation in 10 Minutes... 


to attach the ferrulel = 
With the sleeve holding, @ 

; swings down 
firmly, Graves tam p @@ gap in bench as sl 
the ferrule into places turns the assembly, £1 
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continued... 


THE HINGED SLEEVE is a key part of Graves’ machine. 
Here, a 4 by 3 reduction bend is set into the opened 
sleeve. It is then locked in solidly by the spring latch. 


(Continued from page 114) 
an adapter in the sleeve. It also handles straight 
lengths of lead pipe by substituting a horizontal 


sleeve to the shaft instead of a perpendicular. 


The frame of the machine allows a 15-in. clear- 
ance as the stub end of the bend rotates in its 
sleeve, permitting the wiping of a joint on a bend 
which has a stub end of as much as 15-ins. 

Graves is offering the machine directly to con- 
tractors, but each unit will be built only upon 


A SPEEDY JOB and uniformity of joints are the chief ad- 
vantages of Graves’ machine. By using a shaping pad- 
dle to smooth joints, it is possible to get the correct 
amount of solder required by codes, he says. Shown 
here is a completed joint with Graves’ shop stamp on it. 
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order. They will be constructed in his shop, “in 
about a week,” as have his own units. 

“TI think this machine will be welcomed by con- 
tractors whose use of lead is widespread,” Graves 
says. “Smaller shops will find it convenient and 
can get labor time from it instead of paying to 
have the joint prepared, as many do. Larger 
shops, most of which prepare bends and stock- 
pile them, could cut costs considerably.” 

The unit weighs about 100 lbs and can be easily 
moved from one part of the shop to another or 
to on-the-job prefabrication sites. 


# The bend wiping machine is only one of sev- 
eral specialty items Graves has turned out in his 
personal “week-end factory” where much of the 
equipment is of his own design. 
with the 


throughout his 21-year plumbing career, serving 


Graves has _ been Robertson firm 
as truck driver, inventory clerk, buyer, estima- 
tor, apprentice plumber, journeyman, field super- 
intendent and—for the last 10 years—as general 
superintendent of the company. Graves and other 
members of the firm took over operation of the 
company on Homer Robertson’s retirement. 


s In postwar years, the firm has been primarily 
engaged in project work. In one recent year, it 
had the plumbing in 2,500 new homes. 
Contractors desiring further information and 
prices on the lead bend wiper can obtain it by 
writing to Frank Graves, 1315 N.E. 139th St., 
North Miami, Fla. END 


STRAIGHT RUNS of lead pipe also can be wiped on the 
machine. The regular sleeve used for wiping lead 
bends is removed and the horizontal sleeve shown here 
attached. It rotates in the same plane as the shaft and 
thus becomes a lathe for wiping straight joints. 
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Water systems report 


-+.one of a series 


\a 


Ss 


BIG-CITY CONTRACTOR Ed Stevenson 


is big in rural water systems, too. 


“ea 
ao 


“A 


right 
Here, he 


checks house plans with a Chicago builder 


Can You Build Rural Pump 
Volume from a Big City Store? 


Ed Stevenson, located in the heart of Chicago's south side, says you 
can. He rides the rural range and finds a lucrative ‘new’ business 


City Is city and country is 
country —and urban plumbing 
and heating contractors don’t 
often ride the rural ranges. 

But it’s happening more and 
more often that the big-city con- 
tractor is finding a lucrative 
market in the suburbs and other 
rural nonfarm areas beyond the 
water mains—where he’s putting 
in not only the “usual” plumbing 
and heating coniract but an indi- 
vidual water system as well. 


This is what’s happening now 
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in the metropolis of Chicago, 
where the firm of E. Stevenson, 
in the heart of the city’s south 
side, has gone south of the border 
(businesswise) to’ make a re- 
sounding splash in new construc- 
tion—and water systems—in the 
city’s fringes. 

e Stevenson is strong in new 
construction, although the new 
work gross generally tends to run 
an annual neck-and-neck race 
with remodeling. Last year, the 


did than 300 


homes, most of them in housing 


firm more new 
developments 

And with them, Stevenson did 
a total of more than 125 indivi- 
dual water systems 


= “The 
make the over-all profit in new 
s Ed 
Stevenson, who handles most of 
“That 


to do new work 


water helps to 


system 
construction higher,” say 
the new work for the firm 


is why we try 


(Please turn to page 118) 





continued... 


How remodeling work serves the new 





TREAT YOUR HOME 10 A FESTIVAL 


Tee nctens evens Kitahes Ppiy Con Be Seas oe hens Move of Ow Snareee 


come and see displays of 


BEAUTY QUEEN 
KITCHENS 


exactly as they will look 
in your home! 


ROTH OF THESE WOOTS ABE STALLED De 
CGF OPWPLAT EITCIGEN SHOWN 47 RiGetT 


Improve your home w uth these beautiful 
Aerican STANDARD Fi 
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ee re 
- 
CAS-FIRED 
, ROME HEATING BOILER 
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TWO-PAGE SPREADS in the giant Chicago Tribune 
feature Stevenson’s remodeling services, but also 


attract the attention of builders who are impressed 
by his firm’s progressiveness and apparent stability. 


(Continued 117) 


Jrom page 


where water systems will be 
needed too. 
“A water 


adds dollars to the job,” 


system naturally 
Ed con- 
tinues. “And the contractor who 
wants to include the pump in- 
stallation in his bid has an edge 
the the 


builder’s more sure of service on 


with builder because 


the pump later, if needed, when 
it’s been installed by a qualified 
plumbing contractor. 

“We put pumps in with about 
new houses last 


“The 


a third of our 


year,’ Ed says average 
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plumbing and heating bid ran 
between $1,000 and $2,000. The 
pump job usually ran about $250. 
So right there, it added 15 to 25 
percent to one third of our new 
And _ be- 
cause the bids became less com- 
petitive with the water 


construction volume. 
system 
included—since not all contrac- 
tors install pumps—the profit was 
extended by from 3 to 4.percent.” 


sStevenson’s is operated by E. 
founded it in 
Ed and 


still active, 


Stevenson, who 


1911, 
Stan. 


and his two sons, 
The founder, 


does the estimating and oversees 
the Stan 
the remodeling 
end of the business, and Ed the 
new work, although, actually, 
three often 


firm’s sewer work. 


usually handles 
the 
work closely on all 
phases of the business. 


a The 


ployees. The journeymen are in- 


Stevensons have 27 em- 


terchangeable for new work 
remodeling. 
Here’s how Ed handles new 
work to get more pump jobs: 
“The first take into 


consideration is the quality of the 


factor to 
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construction end of Stevenson's business... 





ATTRACTIVE STORE and sign also bring Stevenson to the attention of builders 
and prospective home buyers, who stop in to discuss their plumbing needs. 


builder,” he says. ““You’ve got to 
work with substantial, reputable 
the 


There are two reasons for this 


builders and avoid others 
First, the substantial builder will 
pay more promptly, both on 
rough-in and on completion of a 
job. Second, he more often will 
permit a contractor to do a better 
job with better materials—which 
obviously tends to remove the 
price factor from the picture and 
puts a job into the quality class 
He’s also the builder who best ap- 
preciates dealing with a p-h con- 


tractor who handles pumps 
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The 


says, is to make a special effort 


other consideration, Ed 


to land jobs where no community 


water system is planned and, 


therefore, pumps are indicated 


Such building, of course, usually 
is in suburban areas 
isn’t be- 


a When work 


yond the city water mains, the 


the new 


Stevensons still try for good jobs, 
but they consider the best ones 
to be those with a need for indi- 
vidual water supplies 

“You'd be surprised how often 


Plea 


se turn to page 120 


A QUICK TOUR 


the builder by Stev 


out his complete 
builder he’s active 


market despite 


A WINNER 
in Domestic 


Remodeling 





LATER ON, the builder uses Stevenson’s showroom 
to interest his prospects in buying a suburban home 
that will include these handsome plumbing fixtures 


... continued 


(Continued from page 119) 

the builder’s invitation to bid 
asks only for plumbing and heat- 
ing bids,” says Ed. “But when 
we see from the blueprint that a 
water system is indicated, and 
we know the builder, we call him 
up to ask about the pump and 
offer to bid.” 


»When Ed doesn’t know the 
builder well, he submits an alter- 
nate bid for the pump, along with 
his plumbing bid. Often he in- 
cludes a figure for a water soften- 
er in the alternate bid, but he 
makes sure that the figure is 
separate because the softener 
would be an extra—a suggestion 
that the builder may not take. 


120 


and a water system that will make them function. 











“Still,” says Ed, “it happens 
pretty often that when we plant 
the idea of a softener’s being in- 
cluded in the plumbing bid, we 
end up with an order for it.” 


a bid that in- 
if Ed antici- 
pates competition from a well 
driller who is also a pump in- 
staller, he makes his bid “low 
enough to put the driller out of 
the running.” Ed can do this and 
still make money on the work be- 
cause his machines already are 
on the job for the plumbing and 
sewer work. 

The practice in the Chicago 
area is for the one who sells the 
pump to run the water into the 


« When preparing 
cludes the pump, 


building. So Ed points out that 
with his machines already on the 
job for the sewer, he can lay the 
pipe for running the water into 
the building too. 

“When I point out that my 
equipment will be on the job 
anyway, so it will be cheaper for 
me to put the water lines into the 
house, I usually get the job, if the 
pump price is right. I don’t have 
to cut my profit on the system 
to nothing. I just make it com- 
petitive with the driller.” 


a The choice of builders also is 
a factor in close bidding, Ed 
Good, well-organized 
builders have jobs that run like 
clockwork, 


points out. 


and the plumbing 
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Phone HEmlock 4-4900 PROMPT SERVICE Established 1911 


E. STEVENSON CO., INC. 


Plumbing and Heating Contractor 
New Work, Gas and Sewerage Installations, Repairing, Overhauling —All Kinds of Pumps Installed 


6106 SOUTH WESTERN AVENUE « CHICAGO 36, ILLINOIS 


FOR CUSTOM-BUILT rural homes, Steven- 
son often upgrades the sale by submitting 
an estimate for a submersible pump 
in addition to the regular plumbing bid. 


WHEN INVITED TO DO SO by the builder, Stevenson submits a 
standard bid for fixtures and appliances similar to this one 


contractor doesn’t have to take 
the possibility of losing time on 
the job into consideration when 


preparing his bid 


e“When you deal with a less 
reliable builder,” Ed says, “you 
have to figure time waste into 
your overhead on the job, which 
edges the bid upward. With many 
builders, it’s not unusual for a 
couple of journeymen to sit 
around for two hours a day, wait- 
ing for a chance to work.” 
Speaking of journeymen, 
there’s another factor that’s im- 
portant here, says Ed. “Like all 


contractors, we like to keep our 


UPGRADING THE JOB: If the new home 
Stevenson submits a supplementary bid 
(Please turn to page 122) asked) covering a water system and som: 


crew working all the time. Since 
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He builds pump volume in new construction 


(Continued from page 121) 
we’re in both remodeling and 
new work—and our journeymen 
excel at both—we aren’t often 
faced with the prospect of taking 
jobs at cost or at a loss to keep 
our crew going. 

“But during slack periods, 
when we want to keep our men 
busy and are anxious to get the 
work, on a closely bid job the 
pump sometimes can make the 
difference between the job’s be- 
ing profitable or being done at 
cost or a loss.” 


In project housing the average 


range of bids runs from $1,200 to 
$2,000 per house for the plumb- 
ing, water system (excluding the 
well) and the septic tank, Stev- 
enson says. The water softener 
that he includes whenever pos- 
sible adds to this figure. 


# In custom-built homes, the bid 
runs into higher figurés because 
price is less of a factor. In the 
case of the water system, for ex- 
ample, the pump often is up- 
graded for greater capacity. 
Sometimes Stevenson gets the 
nod just to install a pump—not 


(continued) 


the sale—and he jumps at the 
chance, because he feels that 
getting a reputation for being a 
good pump installer is good for 
his suburban business. 

He’s often called in to install 
just the pump, Stevenson says, 
when a submersible is requested 
touch it. 
Builders with whom Stevenson 
worked know that he can 
the pump that he 
keeps pumps and replacement 
parts in stock. So he gets the job 


and others refuse to 


has 


handle and 


On the job, Stevenson has 


another cost-cutting trick that 


EVERYBODY’S HAPPY as 
Mrs. Mildred Weinrib of 
Brooklyn accepts top 
prize —$25,000 in one 
dollar bills—in the 
“How’s Your Home?” 
contest sponsored by the 
Home Improvement 
Council. Offering 
gratulations are (from 
left Fred Hecht, HIC 
board Don 
Moore, executive direc- 
tor; and J. Andrew 
Painter, HIC treasurer 


con- 


chairman; 


80,000 Tell What They Want 
in Home Improvements... 


They were entrants in the ‘How's Your Home?’ contest. 
Brooklyn housewife comes off with top award - - $25,000 
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helps him bid more competitively 
and still make a profit. He has 
his sewer men note the progress 
of the well driller and keep the 
shop notified of the progress. 
Stevenson then paces his work so 
the journeymen will be on the 
spot when the hole is ready; so 
the entire job can be done at 
once without an extra trip. 


ample, in the rare case when 
something turns out to be wrong 
in an takes 
prompt action to correct it. 


installation, he 


Suppose, for example, that in 


slab construction, when the 


water lines go in before the slab 
is poured, a careless workman 
drives a stake in too deep and 
the line. The 


damages water 


damage isn’t detected until after 
the slab is down and the pump 
is in use. A slight leak will show 
up when the pump keeps cutting 
in and out. This kind of trouble 
is hard to diagnose, but if every- 
thing else is all right, damage to 
the line is indicated. 

The always 


water line is 


(Please turn to page 235) 


DomESTIC¢ 


As already indicated, Steven- 
son prefers to work with a se- 
lected group of builders in whom 
he has the utmost confidence. 
And he makes sure that they feel 
the same way about him. For ex- 


An AMERICAN HOUSEWIFE is $25,000 richer 
thanks to her interest in modernizing her home 

She’s Mrs. Mildred Weinrib of Brooklyn, first- 
prize winner of the Home Improvement Council’s 
“How’s Mrs. Weinrib, 
along with some 80,000 other homeowners who 
entered the HIC contest, rated the adequacy of 


Your Home?” contest. 


117-item 
checklist that led her through every part of her 


her home against a comprehensive 


house—including evaluation of the bathroom, 
kitchen and heating system. Then she wrote a 25- 
word statement on why she considered it im- 
portant to improve her home. 

Her motherly summary: Home is where you 
teach children the fundamentals of good behavior, 
good taste and good living. So what’s in the home 
is very important. 

Appropriately, her three young children were 
present for the surprise award ceremony. They 
are Rochelle, 9; William, 8; and Howard, 6. 

e Mrs. Weinrib’s entry indicated that there are 
36 different improvements she would like to see 
in her home—a modest two-family house. One 
dream came true for Mrs. Weinrib immediately 
when Herbert Richheimer, the nationally-known 
Long Island home improvement contractor, added 
a 21-inch console television set to the $25,000 
prize. The First National City Bank, which filled 
the unusual request for 25,000 one-dollar bills, 
also donated five tickets to the circus at Madison 
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Beginning next month, a new campaign: 


The case for individual vs. central water systems 





How contest entrants rated 
home improvement needs: 


In kitchens and laundries: 
More cabinets - 
Clothes washer or dryer 
Disposer or incinerator 
Automatic dishwasher 
Water conditioning 


heating and cooling: 
Summer cooling 
Humidity control 
Modernized heating 
New radiation 


plumbing: 
Remodeled bathroom 
Extra bathroom 
More hot water 
Clean-up sink 

More water pressure 











Square Garden. A vice president of the bank 
A. Painter—is national treasurer of the HIC 
Mrs. Weinrib’s avy 
were 1,002 other contest prizes totaling $100,000 

A desire to air 


(Please turn to page 251) 


In addition to ard, there 


condition her home was 
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OB PROBLEMS...and how 


Reader asks how he can get balanced heating 
in one-pipe steam system for house and store 
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return tiie aiAL 


turn house heats well, but the 


tore hot 

off 
too limited in level by 
head room over the boiler, 
this is the 


However, there is no noise 


a Wi the for 
the store is 
lack of 
and that 


trouble 


suspect that take 


the cause of 
in the store piping, such as would 
occur if there was conflict between 
the steam and water 

Can you suggest what we might 
do to make the store heat as rapid- 
ly and effectively as the house? 

Massachusetts R.P 
To the Reader: 

The problem here seems to be 
irregular or inadequate condensate 


drainage. If we can show the con- 
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Fig. 1 is a reader’s sketch of a one-pipe steam heating system laid out with 
two separate boiler headers serving a house and a store. The 
works satisfactorily, but the store side is the “poor” side of the system and 
doesn’t heat properly. Figs. 2 and 3 show how the system can be improved 


house sid 


DoMESTIC ENGINEERING, M 


\Y 


1959 





will hike the water to a level of 23 the bottom of the steam header’ end of the header needs dripping 
ft above the water line in the boil- at its lowest point. If a 


er, 2 psig to 4.6 ft, and so on. Fig. 2 shows a way to correct this practical, the best 


installation provided that there to provide a1 


Hartford connection is im- 
thing to do is 


eceiver and pump to 
aThe probabilities are that the will be a miminum of 12 ins. dif- divorce the boiler pressure from 
risers to the store radiators are be- ference between the level of the the pressure in the returns 


more or less drowned where _ boiler water line and the low point In 


fact. it would be wise to in- 
they take off from the main. Even of the header 


vestigate the ¢ 10m of the sys- 
Hartford Loop type of re- Fig. 3 shows the usual way of tem since the pump and receive 
is seldom possible to get taking off the radiator risers, and might well as inexpensive as 
less than 12 ins. between an alternate way when the load on changing 


the 
evel in the boiler and the riser is 


large. In all cases, the Hartford com END 
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” " te correct the inetallation shawn by the reader's sketch 


Fig 
op type of conner tekin 
will permit condensate to return to the boiler without 


a page) throvah the addition of a Hartford be 


interference 
ay the system will be balanced, and the “poor” or store side of 


the installation should then operate as efficiently as the house side now is 


apparel! { 


Exterior surface of chimney is crumbling. Is we 
excessive moisture penetration the culprit? a 


trouble 
other caus¢ 
Minnesota 
To the Editor: The boilers for the system usual- 


We are having trouble with a_ ly are fired by gas, but are arranged To the Re 


ne adel 


form of spalling (chipping and _ to burn oil as an alternate Spalling o1 


crumbling) that is taking place on The spalling only affects the called. result 
the exterior of a radial tile chim- chimney below the entrance of th 
ney. The breeching enters the breeching and slopes up to about 


chimney about 5 ft above the base. 8 ft on the opposite side. No damage 
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Job Problems 





(Continued from page 125) 
weekends for example, allow the 
materials to cool completely and 
the reheating usually is rapid, with 
fast temperature readjustments. 


= You do not indicate whether the 


chimney is lined. However, flue 


lining is considered essential for 


good chimney performance regard- 
less of the outside material. 
The 


present material might be 


permeable to water vapor in the 


air. ‘this moisture penetrating to 
the interior of the chimney would 
be evaporated by the heat of the 
flue gases and, consequently, pro- 
duce a wide temperature difference 
between the inside and outside 
areas of the chimney, thus setting 
up thermal stresses. 

The good condition of the inside 
that 


the 


of 


the 


the chimney is evidence 


water vapor formed by 


Why does oil burner flame pulsate? Heres 
a checklist of possible causes and cures 


To the Editor: 

I have been trying to correct an 
oil heating installation in which 
the flame pulsates. 

The only way it can be stopped 
is by cracking the observation port 
and opening the fan adjustment all 
the way. Otherwise it pulsates all 
The 
years old and the trouble devel- 
oped two months ago. 


the time. installation is two 


#So far I have taken the follow- 
ing steps: (1) inspected the chim- 
ney for obstructions; (2) inspected 
the pump, looking for cracked bel- 
lows; (3) changed nozzles twice; 
(4) pulled out the burner to check 
the flow of oil, found 
constant; (5) changed the oil tube 
assembly, which we thought might 
either be defective or have a leak 
the 
the nozzle. 
Now I am at a standstill 
would appreciate your advice. 


Idaho L.L. 


which we 


between nozzle adapter and 


and 


To the Reader: 

Inspecting the chimney for ob- 
structions was a logical step. How- 
ever, this could have been avoided 
by using a draft gauge at the stack 
and the fire. A reading of 
.08 ins. or better at the stack with 
the burner running would indicate 
that you have enough draft for 
practically any domestic installa- 


over 
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tion burning less than 2.0 gph. 
better at 
the fire would exonerate both the 


A reading of .02 or 


chimney and the furnace flue pas- 
sages as far as draft interference 
is concerned. 

Step 2, inspecting the pump and 


combustion of the fuel is neithe: 
eroding nor corroding the chimney. 
Whatever 
entering from the outside. 

Any 


applied in 


moisture is present 1s 


moisture sealing material 


these circumstances 
should be applied to the outside. 
has been known 


aSpalling also 


to result from continued sharp 
shocks or vibrations. This possibil- 
ity might be checked into, but on 
the the 


hand, it appears that the absence 


basis of information at 
of a suitable chimney lining may 


be a more likely cause END 


bellows, probably wculdn’t get you 
These 


are rarely factors, since a weak 


to the cause of pulsation. 


pump or bellows usually gives a 


smaller than normal fire that is 
less likely to pulsate. 
often ad- 


Changing nozzles is 


but 
cure unless a definite procedure is 
followed. This knowing 
the characteristics of the 
individual burner, particularly 


vised, can be a hit-or-miss 
involves 
firing 








BURNER 
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5,000 
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Fig. 4 shows what happens in a pulsating oil burner flame. 


The pressure 


created by burning carbon monoxide to carbon dioxide under restricted con- 


ditions reduces air supply from the burner air tube. 
starved, and the carbon dioxide burns to carbon monoxide. As 


The fire becomes air- 
less heat 


is freed, combustion chamber pressure is reduced and air flow becomes nor- 
mal, allowing the next wave to burn to carbon dioxide. The cycle then repeats. 
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whether it fires best with a long 
or a wide flame. 
The 


shape and the materials also are 


combustion chamber size, 
factors when adapting nozzles to 
cure pulsation. 

In general, the spray pattern of 
the nozzle must agree with the air 
delivery pattern of the burner. The 
air must be delivered at the same 
positive pressure from the burner 
air tube in order to overcome any 
irregularity of pressure within the 
combustion chamber. The chamber 
itself must contain the fire closely, 
to keep it as hot as possible. 
= Under these conditions it is less 
likely to vary its chemical output 
in waves of carbon dioxide to car- 
bon monoxide and back again. Fig 
4 (facing page) illustrates what 
happens in a pulsating oil flame. 

The fourth step you took, pulling 
the the oil flow, 
that the 
is not the oil 


burner to observe 


snows one thing: 


nt. It 
int, 


ilways 
flow is const 


that is inconst since it is sup- 


1 


plied by the pump at a constant 


Ail 
pressure through the same orifice 


at all times. 


a The inconstant element is the air, 
which is delivered by a non-posi- 
tive blower because it is influenced 
by any irregularities in the pres- 
sure of the flame, and is finally 
controlled by the amount of draft 
available. 

factor in 
flow that 


opserve 


However, there is one 
oil 
to 


now 1S 


constancy of the 
not 
the 
with the flow two months ago, be- 
f the 
Here may be the answe1 
oblem, since the viscosity of the 
w being burned may diffe: 
the oil usuall 


1] 
ne 


you were able 


whethe1 flow constant 


fore trouble started 


to youl 


i no 
é hs 
considerably from 


supplied. 


sw Suppose the oil is a little heavier 
than usual. Its most noticeable ef- 
uld be 


nozzle 


fect we atomization 


by the 


coarser 
Its spray would be 
somewhat narrower for this reason 
and also would be somewhat more 
difficult to ignite and burn. 

This condition would tend to cre- 
ate waves of variation in the flame. 

However, the biggest effect is a 
little harder to understa2nd: an oil 


of higher viscosity passes through 
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an oil burner nozzle at a faster rate 
than a lighter oil. 

This may seem contrary to the 
of a fluid 
through an orifice, but it is the way 


normal movement 
oil behaves in the pressure-atomiz- 
ing nozzle. 

Therefore, pulsation may be the 


FACED WITH THE PROBLEM 0 n¢ 
ut d sruptir 


line in an aircraft plant with« 

Gardner, Fort Worth, Tex 

solution: he pushed the pipe 
Roller hangers were first 


( 


result of two factors with a heavier 
fuel: 
the 
fire bigger. 


and 
the 


the oil is harder to burn 


1 1 1 } 
increased oll1 flow makes 


This condition is not difficult 


correct, since there are 
of additives on the mai 


be used to treat the 


I ins allin; ab 


‘contractor 
through th 


1 4 
installe da o! 


apart and 41 feet above the plant floor 


long was erected outside at a 


height that 


to be pushed through the wall onto 


# Pipe was welded into 


R0-foot len 


gin 


then lifted by a crane onto the scaffold w! 


placed on rollers and pulled into the buil 


truck-mounted power winch 
Installation of 23 tons of 


foot long building was effec 
tion of work inside 


pipe 





Get set for the industry's “biggest” 


HEATING-COOLING PUSH 


Here's how you can tie in with a giant national program to sell 


2-zone hot water heating, 2-furnace heating and central cooling 


KEEPING COSTS DOWN and profit 
markups at a reasonable level 
are vital to plumbing and heating 
contractors who want to make 
more money in new construction, 
as the special report beginning 


on page 83 has shown. 


# But these are only part of the 
total solution to the big problem 
of making new construction jobs 
pay off. 

field 
highly competitive bidding, high 


In a characterized by 
costs and relatively low profit re- 
turns, to make more money con- 
tractors must look for new op- 
portunities—new ways of selling 
quality products and services, so 


GRAPES OF WRATH star Jane Darwell 
puts her unique acting talents to work 
in the non-commercial Honeywell 
movie ‘‘Mother Knows Best.” The 18- 
minute film, in color, points up the 
benefits of summer cooling in situ- 
ation-comedy fashion. It is available 
for showing by contractors and others. 


that price is not the most sig- 
nificant factor. 

That’s why p-h contractors will 
be especially interested in a giant 
new 


promotion sponsored by 


Minneapolis-Honeywell Regula- 
tor Co. The promotion is aimed 
the 
heating and cooling products by 
upgrading the heating installa- 


at expanding market for 


tion and through wider use of 
central cooling. 


=» The program has three parts: 
The first, termed “Operation 
Two,” hy- 
dronic heating and two-furnace 
warm air heating. 
The second, called “Milady’s 


promotes two-zone 


Climate,” 
around air conditioning. 

The third, Heat 
Wave,” is intended to sell more 
summer air 


stresses central year- 
“Operation 
when 


conditioning 


it's most opportune —that is, 


when it’s hot outside! 


»To get the full story on how 
these promotions will be carried 
out and what they can mean to 
the p-h contractor in terms of 
more sales and bigger profits, 
both in new construction and re- 
modeling, DE editors interviewed 
Minneapolis-Honeywell officials 
during a recent press conference 
announcing the program in Chi- 
cago. Officials of the big controls 
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2 new ways to get better heat, more comfort for your money! 


Hf you plan te heat with warm ae 
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WARM AIR PROSPECTS HOT WATER PROSPECTS 


are being shown how com- are being sold on the idea of in- 
fort-zoning eliminates heat- stalling 2 or more comfort zones 
ing problems. You sell 2 for whole-house comfort. You sell 
furnaces instead of 1! fine quality 2-zone installations 


YOUR CUSTOMERS WILL GET THE MESSAGE on two-furnace heating and two-zone hot water heat- 
ing in a series of two-page spreads beginning in the May issue of Better Homes & Gardens and 
other leading shelter magazines. At least 25 million homeowners are expected to see the ads 


manufacturer on hand for the in- 
terview included H. D. Bissell, 
vice president of advertising and 
sales promotion; K. L. Wilson, 
vice president of residential 
sales; Dean Randall, advertising 
manager; and K. W. Schick, 
manager of sales to original 
equipment manufacturers. The 


interview follows: 


Gentlemen, before we go into 
the specifics of your new pro- 
gram, would you tell us some- 


(Please turn to page 130) 


ANSWERING QUESTIONS for DE editors on the Minne- 

apolis-Honeywell promotion were (seated from left ear 
K. W. Schick, K. L. Wilson and H. D. Bissell. Standing is ae 
Dean Randall. See the column above for titles. 72446 °° 


ate 
on 





84° TODAY... AND HOTTER DAYS COMING! 


HOMEOWNERS: Start enjoying summer now 
with year-round central air conditioning! 


FREE '31" HEAD START TO 
AIR CONDITIONED COMFOR 


(IT'S YOUR AIR CONDITIONING DEALER'S FABULOUS '31.85 OFFER) 


Liner 50 
Q.mIGE s[95 


| SRE 1490 


CONDITIONING 


A 3| HEAD START IS WHAT YOU GET IF YOU ACT BEFORE JULY 10 


CALL ONE OF THESE AIR CONDITIONING DEALERS 


enn ABC Mesting ond Ae Cont 


(Continued from page 129) 

thing about the philosophy be- 

hind it? 
Basically, it’s this. We feel that 
instead of just competing with 
others for the existing market, 
members of the heating-cooling 
industry should concentrate on 
expanding the total market. It’s 
pretty evident that there are lots 
of opportunities for doing so. We 
at Honeywell want to do our part, 
and we’re hoping to enlist the in- 
terest and cooperation of some 
155 key manufacturers of origi- 
nal heating and cooling equip- 
ment to help carry out these 
three big promotions. 


Would you elaborate upon 
what the promotions are? 


Well, our first program, which 


CENTRAL AIR CONDITIONING SURVEY BY AN EXPERT 


HONEYWELL OUTDOOR THERMOMETER WHEN YOUR DEALER 
COMPLETES YOUR FREE SURVEY 


HONEYWELL FILTER FLAG WHEN YOU BUY CENTRAL AIR 


“BELIEVE ME! My home must have 2- 
zone heating with hot water,” is the 
title of one consumer booklet in the 
M-H sales booster kit for contractors 


HEAT WAVE COMING: Hit when the weather 
is hot is the aim of this two-color ad. 
appear in newspapers reaching 


it will 
14 million 


families in 30 key marketing areas on the 


ABC Heating tnd Ae Conditioning Ca 


ABC Heating snd Ae Conditioning Ca 


day that the temperature hits 84 degrees or 


er : more. Participating contractors will be listed. 


we're calling “Operation Two,” 
will foster the upgrading of the 
heating promoting 
two-zone heating in the case of 


system by 


hydronics and two-furnace heat- 
ing in the case of warm air. This 
will be aimed at 
homes costing from $16,000 to 
$40,000 with an obvious need for 
more than one-zone heating. In 


promotion 


1959, an estimated quarter-mil- 
lion homes this size—and with an 
obvious need for more than con- 
ventional heating—will be built. 


That’s a pretty sizable market. 


Yes, and even if we cut it in half, 
there’d still be a huge potential 
in extra equipment sales for all 
segments of the industry. It 
would mean something like 100,- 
000 more sales of the following: 


furnaces, blowers, thermostats, 
fan limit controls, burners and 
sets. It 


mean 200,000 more filters. 


burner control would 


What sales points will be 
stressed in this promotion? 


As you may recall, a nationwide 
survey we made a few years ago 
showed that approximately 20 
percent of homes being built re- 
quire something beyond a “rou- 
tine” heating installation to pro- 
vide adequate comfort. Modern 
hemes have picture. windows, 
their floor plans are spread out, 
they have finished basements and 
Many of 
All these 


are good reasons for promoting 


rooms over garages. 


them are split-level. 


two-system or two-zone heating. 
It could be said that two-sys- 
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yl 
ONEYWEIL LAN 


OTTEST ALL-INOUSTRY 
ROMOTION IN YEARS ! 


Honeywell's new national 2-furnace 8-zone heating 
Promotion multiplies your sales, helps you beat the 
price squeeze and get the jump on competition! 





NO EFFORT HAS BEEN SPARED to produce a heat- neuncing the program to the plumbing-heating in 
ing and cooling promotion that can pay off big at dustry. Contractors and wholesalers wishing to 
the local level, H. D. Bissell told DE. Behind Bissell participate may wish to review the announcement 
is a blow up of the two-page spread that is an- It appears on pages 34 and 35 of this issue 


tem heating sounds de luxe. Ac- designed to stress the advantages tion is called “Milady’s Climate” 


tually, it provides the homeown- of multiple-zone heat, and to and it’s directed almost exclu- 


er more comfort without extra minimize cost as a factor. sively at the lady of the house 


fuel. This is an important sales oe 
Before we go on to your year- Why is that? 


around air conditioning pro- 
motion, would you tell us why 
others is described later on.) you call this heating promotion tial factor in how a family spend 


, “Operation Two?” the money. Often sl the one 
What about the cost of the - 


who actuall spend it Also 
original installation? For two reasons. One is the ob- ieee P 
she’s responsible for the health 


point. (How the program will be 


promoted by contractors and 3ecause she is the most influen 


_ vious fact that we’re trying to 
In the original installation, there 1] 


, and well-being of her family, and 
: iff two-furnace and two-zone 

is relatively little difference in ssiaaliieees: ‘Wim tiliiain fic Mik atari, | 
stress ine 


health and 


the cost of a two-furnace job be- a 
. fa tv ‘ oe — tation that “two” has come to 
cause of simplified ductwork and 
have in the popular mind 
savings in labor. In hydronics, in year-arour 
:' the two-car garage, two-tele- . 
there is only the extra cost of _, one more big point, too 
Fis phone house, two-bath home and 
valves or circulators and piping = "Disals tthe in ' ' hat? 
so on. wos Detter lan one ‘hat i at‘ 
The cost is actually less than it wnat i Ghat: 


sounds. And the system in both Now would you tell us some- The woman of the house is home 
cases gives better performance. thing about your plans to pro- most of the day. Her husband 
mote central air conditioning? 1 


works all day, probably in a com 


of the house. Our promotion is One aspect of the total promo- (Please turn t 


It also increases the resale value 
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HAPPY ABOUT IT ALL: Indiana contractors who took part in the battle for legislation to 
permit counties to adopt and enforce plumbing codes look on as Gov. Harold Handley 
signs the bill. From left, they’re George Bower, president, and Joe Fritsch, executive 
secretary, of the state association; Rep. Robert Dailey, co-sponsor of the bill in the Indiana 
House; and George Roesinger, chairman of the state association’s legislative committee. 


Indiana Wins Big Test in 
Fight for Good Plumbing 


Frequently frustrated but never vanquished, 8-year effort pays off 


AN 
half of good plumbing and pub- 
lic health 
recently, 


EIGHT-YEAR FIGHT on be- 
won in Indiana 

Gov. Harold 
Handley signed an enabling act 
to permit counties to adopt and 
enforce residential plumbing 


was 
when 


codes in unincorporated areas. 
A major factor in this victory 


for good plumbing was the In- 
diana Assn. of Plumbing Con- 
tractors. Its members, individu- 
ally and collectively, carried on 
an intensive educational cam- 
paign among state legislators to 
make sure they understood what 
this important piece of legisla- 
tion would mean to the public. 


The 


Indiana 


the 
frequently 


vast experience of 
association, 
frustrated but never vanquished, 
provides an exceedingly good 
pattern that other state and local 
groups faced with a similar prob- 
lem can draw upon. 
Here’s what happened: 
1925, has had 


Since Indiana 
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Quotited Contractor 


Indiana 
Continues 
Its Fight 
for Good 
Plumbing 


INDIANA’S FIGHT 
for plumbing code 
legislation was in 
the forefront of in- 
dustry news in re- 
cent years. These 
articles appeared 


in DE in 1957. t- 


state legislation providing mini- 
mum health and sanitation 
standards for plumbing in public 
and commercial buildings. Many 
cities and towns have ordinances 
assuring similar health protec- 
tion in residential buildings. 

Until the new enabling act was 
passed, there was no such pro- 
tection for the residents cf un- 
incorporated areas. About half 
the population of the state falls 
into this category, largely be- 
cause of the movement of popu- 
lation from the cities to suburbs 
and other rural nonfarm areas. 

Now, counties that wish to do 
so may enact laws offering these 
benefits to the public: 

1. Protection against water- 


(Please turn to page 237) 
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Indiana Contractors Tell 
Pee They're Fighting for 
nti-Jacklegg Legislation 


a 
FED ConTaacto 
ACTOR PROGeaw mae 

A Sene 


Need code help? 


Do you need a plumbing code in you: 
do something about getting such a cod 
a step-by-step account of how one grou 
eight years ol effort secured the passage Ol! 
empowers counties to set up such regulatio 


perience can help you 


al. Indiana contractors decided to offic 
a state enabling act that would permit « 
codes 

2. They got together all the data they 
ol plumbing codes and on the fact that « 
and cities were protected by such cod 


incorporated areas were not 


a3 They got togethe: the data th 
plumbing codes work in areas where they 
4. They got together all the data they 


involved in permitting hazardous 





Get set for the heating-cooling push... 


(Continued from page 131) 
fortably air conditioned office, 
store or factory. His wife is en- 
titled to the same day-long com- 
fort he’s enjoying. We’re going 
to play up this point. 


What. about your other air 


conditioning promotion? 


“Operation Heat Wave” is de- 
signed to catch the potential cus- 
tomer when his sales resistance 
is at its lowest ebb—that is, when 
it’s hot outside. “Operation Two” 
and “Milady’s Climate” will be 
promoted nationally as well as 
locally, but “Operation Heat 
Wave’ is strictly a local promo- 
tion. 


We were about to ask you how 
the aims of these programs 
would be carried out. “Opera- 
tion Heat Wave” seems to be a 
good one with which to start. 


Well, as we said, it’s intended to 
get the potential customer when 
he’s hot and uncomfortable and 
most likely to appreciate the ben- 
efits of summer air conditioning. 
This promotion will consist 
chiefly of 2-color, half-page news- 


paper ads containing an exceed- 
ingly attractive air conditioning 
offer. The ads are scheduled to 
appear in 30 major cities in 43 
newspapers with a circulation in 
the neighborhood of 14 million. 


When will the ads appear? 


The timing of the ads is crucial 
to the entire program. They’ll 
appear in each of the 30 cities on 
the first day the temperature ex- 
ceeds 84 degrees—or some equal- 

day agreed 
contractor-dealers in 


ly uncomfortable 
upon by 
each city. The names of a-c con- 
tractors who participate in the 
program will be imprinted on 
the ads free (see page 130). 


What will the ads say? 


They'll offer a free $15 air con- 
ditioning survey of the home by 
a participating dealer. Upon com- 
pletion of the survey the home- 
owner receives a free thermome- 
ter, valued at $1.95. If the home- 
owner decides to buy air condi- 
tioning, he gets a free filter flag 
worth $14.90. He’ll also get a 
copy of the booklet, “Milady’s 


What the new FHA standards mean to you... 


(Continued from page 113) 
cause in the first place, as a gen- 
eral upgrading move, it must 
have a healthful effect. Whatever 
improves quality, or makes qual- 
ity more certain, improves the 
industry. It also is a step toward 
simplification of manufacturer 
and industry stocking. 

For heaters above 25,000 Btu 
input, the new FHA MPS’s rule 
out fusible plug type valves in 
F'HA housing, as do the new 


ASA standards wherever 


adopted and required prior to 
discontinuance of listings by the 
American Gas Assn. 


s However, GAMA members are 
now voting on whether to sup- 
port a January 1961 cutoff date 
for old AGA listings which in- 
clude these fusible plug valves, 
and this would result in their be- 
ing dropped from manufacture 
entirely at that time. That would 
eliminate many models and sizes 
from our catalog. 


Climate,” which is also a give- 
the air conditioning 
promotion of that name. This 
booklet is a 12-pager, in full col- 
or, and it describes the many ad- 


away in 


vantages—not only in terms of 
comfort but of health as well— 
of having central air condition- 
ing in the home. 

By the way, contractors par- 
ticipating in the program will get 
a Heat Wave Sales Booster Kit 
containing consumer mailing 
folders, window and wall ban- 
ners, promotion ideas, etc. 


How will the other two pro- 
grams be carried out? 


We hope to have the cooperation 
of well over a hundred manufac- 
turers of original heating and 
cooling equipment—and through 
them, of their wholesalers and 
dealers. In addition, we expect 
to contact some 25,000 contrac- 
and about 7,000 


wholesalers ourselves, by send- 


tor-dealers 


ing them announcements of the 
and 


kits. Another major selling ve- 


promotions offering sales 


hicle will be a movie. 
Please tell us about it. 


Well, it’s an 18-minute situation 


Removal of these models from 
production would permit us and 
other manufacturers to concen- 
trate on greater output of fewer 
models, which certainly would 
save money. 

It should be pointed out that 
this is not an indictment of all 
older valves. Many of them were 
good valves. The point is that the 
old standards did not consider 
construction limitations or cer- 
tain emergency conditions. It is 
the temperature steam factor 
that must be reckoned with in 
extreme emergency. 

For example, a relief valve 
tested at 400,000 Btu on a hot 
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comedy, in color, titled “Mother 
Knows Best” and starring the 
well-known academy award-win- 
ning actress, Jane Darwell (of 
“Grapes of Wrath” fame). The 
story revolves around the visit 
of a crochety, old-fashioned 
mother-in-law at a time the 
younger folks are just about to 
install central air conditioning. 
They’re afraid of her acid tongue 
and that she’ll regard their air 
conditioning as a sign of softness 
and extravagance on the part of 
the younger generation. 

The story ends happily, how- 
ever, as it turns out that the “‘old- 
fashioned” mother had installed 
year-around air conditioning in 
her own home. 


To whom will the film be 


shown? 


Primarily we expect it to be used 
by organized 
that established 
means of reaching large consum- 
er groups, such as the American 
Gas Assn., which, through the 
cooking schools conducted by its 
member utilities, has a ready- 
made audience of more than 3 


industry 
have 


groups 
already 


million women. We should men- 
tion that this movie comes in a 


water discharge basis may be 
rated as low as 40,000 Btu on the 
new steam basis. However, this 
is in the range of popular and 
average-sized systems, and the 
new standards presently apply 
only to systems up to 100,000 Btu. 
The real object is not only to 
provide reasonable and adequate 
protection for small residential 
and commercial systems, but also 
to assure more practical protec- 
tion for the better installations 
formerly protected in many cases 
by midget-sized, overrated safe- 
ty valves not complementary to 
the otherwise good integrity of 


the installation. END 
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Rabo 


“Here comes my assistant now—we'll have that 
drain unplugged in a jiffy” 


Honeywell version and a special 
gas industry version. 

The film will be available on a 
Prints will be 
available on a free-loan basis at 


loan or sale basis. 


each of the 29 Honeywell train- 
ing aid stations throughout the 
country. Contractor-dealers who 
wish to use the film at meetings 
need only to ask for it. 


Now could we return to how 
you'll promote two-system 
heating? 


We'll also promote this to con- 
tractors and wholesalers directly 
as well as through cooperating 
manufacturers of heating equip- 
We'll offer 


sales kits, as well as special ma- 


ment. contractors 
terials for builders, whose inter- 
est naturally has to be enlist- 
ed, too. We have sales promotion 
materials not only for the build- 
er but also for the heating con- 
tractor to use in encouraging his 
builder to push quality heating 
in quality homes. 


s Incidentally, we have two dif- 
ferent sales kits for 
“Operation Two.” 


ally for warm air and the other 


promoting 
One is natur- 


for hydronic heating. 


the direct-mail 


gram we have with contractors 


Besides pro- 


and wholesalers, and working 
with major manutacturers with 
a stake in an expanding market 
we're also conducting a broad 
program of trade and consumer 
advertising on the national level 
(See illustrations of typical ads 


on pages 129 and 131.) 


Thank you, gentlemen, for this 
complete story. Now will you 
please summarize what plumb- 
ing and 
can do to make this program 
pay off for them? 


heating contractors 


As we've mentioned, they'll re- 
ceive mailings both from Honey- 
well and manufacturers of heat- 
We 


suggest they use the free promo- 


ing and cooling equipment 


tion kit and tie-in for their share 
which 
through our 
The kit can 
be obtained from wholesalers or 
Min- 
We'd parti ularly like 
the the 
er booklets pro- 


of this big-plus business 
will be stimulated 
national promotions 
direct from Honeywell, in 
neapolis 
to recommend use of 
full-color consun 
and air condi- 


filn 


moting heating 


tioning and the that weve 


described 





It will bring you timely information on industry topics - - fast! 


WoULD YoU LIKE more information on new in- 
dustry products just announced? Maybe you 
could use some tips for improving management 
and installation methods. Or perhaps you’d like 
some lively suggestions for building business. 

Whatever your wishes, Domestic ENGINEERING 
will make it easier for you to get these things 
with the introduction of its new Service Section, 
beginning on the facing page. 

For example, you'll find that all editorial de- 
scriptions of new products have been grouped 
together in consecutive pages instead of being 
scattered throughout the magazine. 

Here’s how the new section works: 


» Suppose you'd like more information about the 
climate center shown on the facing page and de- 
scribed in detail on page 146. All you have to do 
is turn to the item and, following the suggestion 
given beneath it, circle No. 45 on the no-postage 
reply card on page 153. 

For information on trade literature, the pro- 


cedure is the same. If, for example, you’d like to 
have more information on applying Formica to 
counter tops, you'll find a booklet on this subject 
listed on page 152. Just follow the suggestion at 
the bottom of the item and circle No. 75 on the 
service reply card to obtain your free copy. 


= Interspersed in the product and trade literature 
pages you'll find brief descriptions of booklets 
and posters that provide merchandising, manage- 
ment and technical help. These, too, may be ob- 
tained without charge by circling the item num- 
And there’s a 
procedure outlined on page 153 for obtaining 
more information on advertised products, too. 

When you’ve circled all the numbers of items 
in which you are interested, mail the reply card 
to us and our Readers Service Department will 
take care of your request promptly. 

Where the new products themselves are de- 
sired immediately, we suggest you consult your 
wholesaler about local availability. END 


ber on the service reply card. 


DoMEsTIC ENGINEERING, May 1959 





Domestic i 
eddie And the Journal of Mechanical Contracting 


SERVICE 
SECTION 


16 pages of products, literature, tools, methods, ideas 








pd 
ht, Td 


EVERYTHING A HOUSEWIFE NEEDS TO KNOW about outside weather, indoor 


Product of the Month | comfort and the operation of her year-round air conditioning system is deliv- 


ered by this 8 by 14-in. control panel—the climate center. For more details, 
see the close-up photo on page 146 and circle No. 45 on the reply card, p. 153 


How to use this special service section 136 
Sixty-four new products this month 138 


{void legal pitfalls with this easy-te-read guide 143 
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Make this section your 








in this section. 





How to use this special section: 


AT THE END OF THIS SPECIAL SECTION of new products, 
trade literature and free DE publications on management, 
selling and technical subjects, you will find a postage-paid 
reply card, numbered according to the items appearing 


#For more data on any of the products or literature—or 
to obtain any of DE’s free publications—merely circle the 
appropriate number on the reply card and mail it. Do- 
MESTIC ENGINEERING’S Readers Service Department will 
rush the requested information back to you. 








Gas-Fired Unit Heaters 

Eight gas-fired unit heaters de- 
signed for installations requiring a 
low noise level have been intro- 
duced by Ilg Electric Ventilating 
Co., Chicago. Capacities are from 
50,000 to 250,000 Btu/hr input. The 
centrifugal-type heaters can be 
controlled automatically by a room 
thermostat. Compact, free-delivery 
units and units for duct work are 
available. 

Circle No. 2 on reply card. 


Compression Fittings Line 

A line of compression fittings for 
joining up to 2-in. diameter pipe 
has been introduced by Dresser In- 
dustries Inc., Bradford, Pa. Avail- 
able in over 6,000 types and sizes, 


the fittings have threaded end nuts. 


that screw onto the threaded body 
to compress the resilient gaskets 
and make a tight yet flexible seal. 
Flexibility permits %e-in. pipe 
movement and 6-deg. deflections. 
Circle No. 3 on reply card. 


Countertop Lavatory 

A vitreous china lavatory de- 
signed for building into cabinets 
and counters has been introduced 
by Kohler Co., Kohler, Wis. Called 
the Carvel, it measures 18 by 24 
ins. and features angle-mounted 
fittings in the firm’s Constellation 
series. The angle mounting affords 
a self-draining surface. An over- 
flow and soap dish are built in. 

Circle No. 1 on reply card. 


Lavatory Fitting 

A wide-spread lavatory fitting 
that can adapt to any sink up to 
11% in. in thickness has been added 
to its line by Price Pfister Brass 
Manufacturing Co., Los Angeles. 
The fitting features adjustability 
from 8 to 12 ins., renewable seats 
and stem assemblies and Buna “N” 
seat washers. The set, equipped 
with aerator and pop-up drain, 
augments the Crown Imperial line. 

Circle No. 4 on reply card. 
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monthly shopping guide for products, tools, 


ideas, methods 





Air Conditioning Units 

A line of room air conditioning 
units for multi-room installations 
has been introduced by McQuay 
Inc., Minneapolis. The line, termed 
Seasonmaker. has four models— 
ceiling. hideaway, floor and basic. 
Each of the 8%-in. wide units is 
available in five blower capacities 
from 220 to 640 cfm. Central heat- 
ing and cooling are utilized. 

Circle No. 5 on reply card. 


Adjustable Tempering Valves 

Three adjustable tempering 
valves have announced by 
Watts Regulator Co., Lawrence, 
Mass. The 70T, with threaded con- 
nections, is available in % and %4- 
in. sizes; the 34-in. valve (No. 70), 
with sweat connections, joins a 
previously announced 1-in. sweat 
connection model. A slotted seal 
cap doubles as a screwdriver for 
valve adjustment. 

Circle No. 8 on reply card. 


been 
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Roof Flashing Line 

A complete line of roof flashing 
for residential and commercial ap- 
plications is now available from 
Zoeller Co., Louisville, Ky. In ad- 
dition to its lead-code high boot 
flashing in sizes from 1% to 10 ins., 
the firm now carries roof flashings 
of cast lead, drawn galvanized steel. 
drawn copper and drawn alumi- 
num in sizes from 1% to 6 ins. 

Circle No. 6 on reply card. 


Roberts-Gordon Adds 
Small Boiler to Line 


A gas-fired, cast iron boiler de- 
signed for limited space installa- 
tions in average-size homes has 
been introduced by Roberts-Gor- 
don Appliance Corp., Buffalo. 


a Available in input capacities of 
50,000, 70,000 and 90,000 Btu /hr, the 
unit occupies a floor area of 13 by 
26 ins. Called the Petite, the unit 
is completely assembled and ready 
for installation. It has a Spreader- 
Flame burner and is finished in 
baked enamel. The unit is compet- 
itively priced. 
Circle No. 9 on reply card. 


“Zig-Zag" Plastic Toilet Seat 

A molded plastic toilet seat has 
been introduced by Century Prod- 
ucts Inc., Cleveland 
gold-colored 


It features a 


linear design and is 


available in a choice of six colors 
The zig-zag design is fused into the 
guaranteed 
The 
seat has a melamine-alkyd finish 
and polyethylene bumpers 

Circle No. 7 on reply card. 


cover surface and LS 


not to mar, scratch or wear 


Use handy reply card on page 153... 





Consult your wholesaler for local availability 








Heavy-Duty Balicock 

A heavy-duty ballcock designed 
for high water pressures has been 
introduced by “IXL” Pump & 
Manufacturing Co., Philadelphia. 
Made of red brass and copper, it 
retards water by a worm-gear ac- 
tion to and from the raised seat 
control. The ballcock is available 
with regular and long shanks for 
slipping on *%g-in. i.p.s., 5¢-in. od 
pipe and %-in. od copper 
tube (%s-in. nominal). 

Circle No. 10 on reply card. 


water 


Terrazzo Receptors 

Two tiled-in or 
built-up showers have been added 
to its line by Vogt Brothers Manu- 
facturing Co., Louisville, Ky. Of 
one-piece precast terrazzo, the 32 
by 32-in. units have 6-in. high 
thresholds, 3 ins. wide. One (illus- 
trated) has a double threshold for 
corner installation. The leakproof 
receptors do not require sub pans 
or double drainage. 

Circle No. 13 on reply card. 


receptors for 


Food Waste Disposer 

A food waste disposer with a 
stainless steel cutting system that 
allows the cutter teeth to be re- 
versed has been introduced by 
American-Standard, New York 
City. The unit has a built-in auto- 
matic overload protector, and it 
may be fastened to kitchen sinks 
having standard drain openings. A 
home service key is provided to 
dislodge foreign objects. The unit 
has a 143-hp motor. 

Circle No. 11 on reply card. 


Pipe Fitting Insulator 

A molded Fiberglas pipe fitting 
insulator suitable for operating 
temperatures up to 450F has been 
developed by Insul-Coustie Corp., 
Maspeth, N. Y. Called Insul-Sure, 
its available sizes are 1-in. thick 
for 42 to 8-in. screwed fittings and 
2 to 8-in. welded fittings; and 114- 
in. thick for %4 to 8-in. screwed fit- 
tings and 2 to 12-in. welded fittings. 
It is removable and replaceable. 

Circle No. 14 on reply card. 


Submersible Pump 

A submersible 
and larger been 
nounced by Goulds Pumps Inc., 
Seneca Falls, N. Y. Called the Si- 
lent Flow, it features Byrite plastic 
impellers, guide vanes and cove1 


pump for 4-in 


wells has an- 


plates, stainless steel bowls and a 
Hex-a-drive shaft 
design. The unit is available in 14, 
14 and %4-hp models for well depths 
to 280 ft and capacities to 870 gph. 
Its motor is emulsion-filled. 

Circle No. 12 on reply card. 


stainless steel 


Self-Seating Faucet 

A faucet designed to eliminate 
washer and seat wear caused by 
manual pressure has been intro- 
duced by Kel-Win Manufacturing 
Co., Richmond, Va. The unit oper- 
ates by cam and straight-liit piston 
action resulting in self-seating. 
When the faucet is being closed, 
the vertical piston and stem are 
in a free position. and the spring 
takes over to seat the valve. 

Circle No. 15 on reply card. 
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of products; send reply card for free reference file data . . . 





Vertical Air Handler 


A vertical air handler for use 
in small commercial establishments 
has been introduced by Rheem 
Manufacturing Co., Chicago. Called 
the Rheemaire and designed for 
use with the firm’s condensing unit 
of the same name (model RB-57), 
the 25 by 27-in. air handler is 
rated at 56,000 Btu/hr. A 
cabinet encloses the unit’s cooling 
coil assembly, air circulating blow- 


metal 


ers and filters 
Circle No. 16 on reply card. 


Fire-Tube Boilers 

Three packaged fire-tube boilers 
for commercial, industrial and in- 
stitutional installation have been 
announced by Cleaver-Brooks Co.., 
Milwaukee. Among features of the 
gas or oil-fired units, available in 
400, 500 and 600 hp size, are four- 
pass forced-draft construction; au- 
tomatic safety controls operation: 
and a unified electric and steam oil 
preheater. 

Circle No. 18 on reply card. 
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Massey-Ferguson Introduces Six Industrial Machines 


Six industrial machines, 
new and others modified, were un- 
veiled before 4,500 dealers recently 
by Massey-Ferguson, Wichita 
Kans., at its Show of 
Detroit. The 
Work Bull 


tracto1 


some 


Progress in 
machines 
1001 


loader 


are the 
multi-purpose 
(illustrated); the 


Work Bull 204 instant, no- 
shift change of direction; the Work 
Bull 406, a % cu yd tractor-loader; 
the Davis 220 
Hydra-slide for flush digging; and 
the Davis 101 and 102 loaders hav- 
ing 2,150 psi operating pressure 
Circle No. 17 on reply card. 


with 


backhoe featuring 











some four-color poster in your window o1 


REMODEL... 


P your kitchen 
> bathroom 
> heating-cooling 


Four-color poster can help you sell . . . 


If you sell remodeling, you'll want to display this hand 


showroom. The 


32 by 40-in. display illustrates kitchen, bath and heating-cool- 
ing remodeling and is free to DE subscribers 


Circle “Better Your Living Poster” on page 153. 











New device signals need for filter change; 











~~ 
~ J | 


} ae 








Selling tips from a top merchandiser . . . 


You can pick up some merchandising pointers by reading 
this nine-page story of a successful p-h contractor who sold 
500 water systems last year and earned extra profits through 
follow-up sales of related products. Circle “Selling Tips” on 
handy reply card (page 153) for your free copy. 








Water-Gas Lab Fixture 

A heavy-duty combination labo- 
ratory service fixture providing gas 
and water service has been intro- 
duced by T & S Brass & Bronze, 
Westbury, L. I., N. Y. The unit is 
10 ins. wide and stands 10% ins. 
above the work surface. Among 
its features are %4-in. i.p.s. female 
inlets for: water and gas, two hose 
cocks and a removable 10-serra- 
tion hose tip on the gooseneck; 
shank diameter of 1% ins.; and 
color coded service indexes. 

Circle No. 20 on reply card. 
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Filter Change Signal 

A filter flag that automatically 
signals the need to change or clean 
furnace filters has been offered as 
an optional accessory by Rheem 
Manufacturing Co., Chicago. In- 
stalled on the side or front of a 
furnace and adjusted to the re- 
quired pressure differential, the 
mechanical device operates on a 
pressure drop of .1 to .7-in. w.c. 
The unit is made by Minneapolis- 


Honeywell for Rheem and other 


original equipment manufacturers. 
Circle No. 21 on reply card. 


Refrigerant Cylinder Shield 

A ring-top steel shield to protect 
valves on its Ucon refrigerant 
cylinders has been developed by 
Union Carbide Chemicals Co., New 
York City. The shield has been 
applied to the firm’s 10 and 25-lb 
cylinders, which are put into serv- 
ice by being turned upside down, 
with the shield acting as a stand 
It also forms carrying handles. 

Circle No. 19 on reply card. 


Water Purification Unit 

A water purification unit that 
introduces chlorine into the do- 
mestic water supply has been an- 
nounced by American Sanitary 
Manufacturing Co., Abingdon, III. 
The 9-lb unit is equipped with an 
80-psi metering pump that meas- 
ures and delivers the chlorine; the 
amount of chlorine is pre-deter- 
mined by the stroke of the pump 
piston. It is operated by an electric 
motor and measures 6 ins. wide, 4 
ins. deep and 15 ins. high. 

Circle No. 22 on reply card. 
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another adds 


chlorine to water 


supply automatically . . . 





Laundry Tray-Cabinet 

A laundry tray and cabinet com- 
bination has been added to its line 
by AllianceWare Inc., Alliance, O 
The unit consists of a 20-gal. suds 
saver, porcelain enamel! steel laun- 
dry tray and a steel storage cabi- 
net. The tray also is available 
without the cabinet for wall-hung 
installation, for which sturdy 
brackets are provided. 

Circle No. 23 on reply card. 


Water Heater Thermostats 

A line of automatic thermostats 
for gas-fired water heaters has 
been announced by Deutsch Con- 
trols Corp., Los Angeles. The three 
models of the line incorporate 109 
percent safety shutoff and safe 
lighting by means of a Baso ther- 
mo-magnetic safety control. Fea- 
turing a “million-cycle” snap disc. 
the thermostats are designed with 
air-gap construction which pro- 
hibits water from entering gas lines 
or controls. 

Circle No. 26 on reply card. 
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Aluminum Water Heater 

Electric water heaters made of 
aluminum for residential applica- 
tions have been introduced by Na- 
tional Steel Construction Co., Se- 
attle, Wash. Called the Alumidure 
line, the units are fabricated from 
Kaiser aluminum and include 
round models with capacities of 40, 
52, 66, 82 and 100 gals. and 40 and 
52-gal. table top models 

Circle No. 24 on reply card. 


Automatic Water Softener 

An automatic water softener for 
residential has 
added to its line by Pfaudler Per- 
mutit Inc.. New York City. The 
unit, Electro-Matic 200 or 400, au- 
tomatically regenerates itself when 
required and returns to service. It 
is available in two capacities: 22,- 
780 and 45,560 grains of hardness, 
each with a polyethylene salt tank. 

Circle No. 25 on reply card. 


applications been 
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Avoid legal pitfalls! Free booklet shows how 


Legal decisions involving plumbing and heating contractors 
are reported in this easy-to-read DE booklet 
it you can avoid costly legal problems 
on the reply card (page 153) for your free copy. 


By reviewing 
Circle “It’s the Law” 











Looking for technical, management and selling 
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Heat Pump to Cost Less 


A heat pump that costs “less than 
$1000 installed” for smaller homes 
and multi-unit dwellings has been 
introduced by Carrier Corp., Syra- 
cuse, N.Y. The 2-hp heating and 
cooling unit (the Weathermaker) 
can be installed in a 3-ft square 
area outside a building. The unit 
features automatic defrosting and 


Plastic Pipe for Wells 

A polyethylene pipe engineered 
for both shallow and deep water 
wells and for use with single and 
multi-stage jet pumps has been 
developed by Yardley Plastics Co., 
Columbus, O. Carrying a five-year 
guarantee, the pipe, trade-marked 
Golden Jet, is available in 100 and 
300-ft coils 


Circle No. 32 on reply card. 


Interchangeable Panels for 
Appliances, Cabinets 

Front panels in 24 and 
textures designed to match or har- 
monize with its new dishwashers 
and with cabinetry of virtually 
every other manufacturer have 
been introduced by Waste King 
Corp., Los Angeles. Also available 
are natural wood fronts of ash, 
white birch, red birch, oak and 
walnut and a panel bearing a prime 


colors 


144 


than $1000 Installed... 


a current-saving thermostat which 
actuates optional strip heaters of 
10,000 Btu each when temperatures 
drop below a certain level. The 


heat pump is competitively priced 
and has a 22,000-Btu cooling ca- 
pacity and a _ heating 
23,000 Btu. 

Circle No. 27 on reply card. 


coat so that it can be finished to 
match existing cabinetry. Panel 
templates and patterns are avail- 
able for custom installations. 
Circle No. 33 on reply card. 


Polyethylene Seat Hinge 

A toilet hinge of Marlex 
rigid polyethylene is being used 
with the new line of seats pro- 
duced by C. F. Church Division 
of American-Standard, Holyoke, 


seat 


Mass. Available in a wide range of 


colors to match the toilet seat line, 


(see DE for January, page 68) the 
hinge is designed to be chip, crack 


and corrosion resistant. 
Circle No. 34 on reply card. 


Steam-Driven Water Chiller 


A steam-driven unit for com- 


mercial and industrial comfort or 


process applications has been add- 


output of 


Vertical Steam Boiler 

A vertical steam boiler designed 
for commercial, industrial and in- 
stitutional applications has been 
introduced by Sellers Engineering 
Co., Chicago. It is available in seven 
models ranging from 1% to 7 hp, 
62 to 84 ins. in height. An electric 
mercury-tube-type pressure switch 
automatically holds the desired op- 
erating pressure. 

Circle No. 28 on reply card. 


ed to its line of centrifugal water 
chillers by Trane Co., La Crosse, 
Wis. The single-stage unit, 
ploying an integral shaft design, 
is called the Turbine CenTraVac 
and is available in capacities from 
200 to 1,600 The water 
chiller’s compressor operates at 
speeds ranging from 3,600 rpm for 
the larger units to 6,500 rpm for 
the smaller ones. 
Circle No. 35 on reply card. 


em=- 


tons. 


Plastic Valve Line 

Three sizes have been added to 
its line of rigid polyvinyl chlo- 
ride (PVC) Y-globe valves, check 
valves and strainers by Walworth 
Co., New York City. With the 
addition of the three sizes—%4, 3 
and 1% ins.—the firm now offers 
a 4 to 2-in. range in its line of 
products designed to resist the 
(Please turn to center of next page) 
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aids? Use the handy reply card to get them free from DE 





Cabinet Water Softener 

An automatic water softener of 
15,000-grain capacity has been an- 
nounced by Eckhart Manufactur- 
ing Co., Union, N. J. Carrying the 
brand name of Korth, the unit is 
fully enclosed in a cabinet requir- 
ing 18 by 26 in.-floor space. Dry 
salt capacity is 200 lbs. Regenera- 
tion periods, requiring six lbs of 
salt each, are automatic. 

Circle No. 29 on reply card. 


chemical actions of inorganic salts, 
alkalis, and other 
fluids used by food, petro-chemical, 
chemical and similar industries 
The PVC items operate at, pres- 
sures to 150 psi at 75F 

Circle No. 36 on reply card. 


acids corrosive 


Foucet Reseating Tool 

A faucet reseating tool designed 
true 
smooth finish on faucet valve seats, 
without risk of cutting too deeply 
or leaving cutter marks, has been 
developed by Ardmore Products 
Co., Conshohocken, Pa. The unit, 
named the Water Miser, is 
equipped with hardened steel 
grinding tips to fit faucet seat sizes 
from 00 to 4% in. and does not re- 
quire removal of faucet handle, 
bonnet nut or packing from the 
faucet stem. 

Circle No. 37 on reply card. 


to assure alignment and 
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Foam Pipe Insulation 

A pre-molded rigid pipe insu- A 
lating material designed for low 
temperature application down to 

300F (and up to +250F) has been 
developed by Baldwin-Hill Co., 
Trenton, N.J. Called Rigid Foam, 


it is formed of a 


line of 
basement, vertic 
flow 
lation has 
Stewart-Warner 
Ind. Called the 
the units have 
gauge steel heat 
full-length 
capacity 


Circle No. 31 


models for 


mass of closed 
cells containing inert gas and 
has low permeability. Thicknesses 
range from 34 to 2'% ins. 

Circle No. 30 on reply card. 


gas-fired 


al 


been 


corrugation 


Gas-Fired Furnaces 


furnaces In 
and counter- 
residential instal- 
introduced by 
Corp., 


Professional 


Lebanon, 
line 
heavy y 

with 


lar ge 


multiple, 
ext hangers 
and 


rubber-mounted blowers 


on reply card. 











Practical Management 
Tips for the Contractor 





THE “HOW-TO-00-1T” GUIDE BOOK 
FOR PLUMBING, HEATING AND 
AiR CONDITIONING CONTRACTORS 
Reprinted from Domestic Ingineering 


Looking for management ideas? 


Here’s a 60-page “how to” book for plumbing 


circle “Idea File” on the reply card, page 153. 





contractors containing practical management methods you can 
apply to your own business. For a free copy of the DE book, 


and heating 











New unit dispenses up to 


60 cups of 200F 





Faucet Cartridge 

A replaceable cartridge for its 
self-seating faucet is available 
from Kel-Win Manufacturing Co., 
Richmond, Va. The unit fits all 
Kel-Win fittings as well as Crane 
Co.’s Dial-ese faucets. Kel-Win’s 
faucet operates by a new device 
designed to eliminate manual 
squeezing on seat and washers. 

Circle No. 38 on reply card. 


Two Solenoid Valves 

Two solenoid valves for air, gas, 
water, oil and steam applications 
requiring a wide range of pressure 
coupled with relatively little flow 
have been introduced by Atko- 
matic Valve Co., Indianapolis. One 
unit (illustrated) is a single-seated, 
angle type brass valve; the other is 
a two-way cast bronze valve. 

Circle No. 44 on reply card. 
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Nylon Seat Hinge 

Toilet seat hinges made of struc- 
tural nylon have been added to its 
line by Bemis Manufacturing Co., 
Sheboygan Falls, Wis. The hinges 
and one-piece post with molded 
threads will not peel, chip or crack. 
Other features are resistance to 
impact, mold, mildew, acids and 
alkalies. 

Circle No. 39 on reply card. 


Plumbing Fixture Cleaners 
A waste pipe cleaner, a closet 
bowl cleaner and a creme porcelain 
polish have been formulated by 
J. A. Sexauer Manufacturing Co., 
New York City. Each of the prod- 
ucts, carrying the brand 
Mule-Kick, is designed to 
maintain sanitary conditions 
reduce plumbing maintenance. 
Circle No. 40 on reply card. 


name 
help 
and 


Single Control Panel in Home Monitors Weather 


A Climate Center which enables 
the resident of an air conditioned 
home to monitor outdoor weather, 
control indoor temperatures and 
regulate the operation of heating 
and cooling equipment has been 
introduced by Carrier Corp., Syra- 
cuse, N.Y. 


= Designed for wall mounting, 
the 8 by 14-in. satin chrome instru- 
ment panel (1) gives constant 


readings of outdoor and indoor 
temperatures, barometric pressure 
and relative humidity; (2) controls 
both heating and cooling cycles; 
and (3) provides for automatic fan 
operation and for pre-set tempera- 
ture adjustments day and night. 
It also flashes warning lights if 
the filter is clogged, the pilot light 
goes out, the oil burner fails to 
ignite or the compressor fails. 
Circle No. 45 on reply card. 
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water an hour for coffee, soups, other hot drinks .. . 





Water Hammer Eliminator 

A water hammer eliminator and 
hydrostatic shock control has been 
announced by Jay R. Smith Manu- 
facturing Co., Union, N. J. Called 
Hydro-Trol and available in six 
sizes, it features a pressurized de- 
sign that controls hydrostatic pres- 
sure with a combination of pneu- 
matic and hydraulic pressure. 

Circle No. 41 on reply card. 


Well Seal Converter 

A well seal converter designed to 
enclose separately each cable in 
submersible pumps has been de- 
veloped by Campbell Manufactur- 
ing Co., Boyerstown, Pa. It con- 
sists of a rubber plug with three 
holes for inserting standard-size 
cables. The converter is available 
in 1 and 1%4-in. pipe sizes. 

Circle No. 42 on reply card. 


Oliver Announces Two Tractors and a Trencher 


Two crawler tractors with Spot- 
Turn clutch steering and a rotary- 
bucket type trencher have been 
unveiled by Oliver Corp., Chicago. 


aThe Spot-Turn mechanism 
eliminates foot braking for tractor 
guidance and enables the operator 
to make locked-track, partial or 
wide turns with single-lever con- 
trol. The device consists of two in- 
dependent, mechanically operated 
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clutch-brake systems of control 
one on each track. The trenche 
(produced by Challenge Manufac 
turing Co., Los Angeles) is de- 
signed for use on Oliver’s OC-4-3G 
or OC-4-3D utility tractors 


alt features three digging speeds 
and reverse on the bucket line 
drive, two digging depths, and 12 to 
24-in. bucket widths 

Circle No. 46 on reply card. 


Balicock 

A balleock mechanism 
structed of Styrene with a vinyl 
tank ball that fits 
l-in. overflow tubes has been de- 
veloped by Flushmaster Corp., 
Fort Landerdale, Fla. The unit, 
called the Flushmaster, has height 
adjustment; and fits all 
water closet tanks 

Circle No. 43 on reply card. 


con- 


over standard 


existing 


Hot Water Dispenser 
A fixture for 
200F 


been 


dispensing 190 to 
hot drinks 
announced by the 
Equipment Division of National 
Rubber Machinery Co., Akron, O 
Up to 60 cups of hot water per hou: 
can be delivered by the 


water for has 


*lumbing 


Instant- 
Hot unit which can be sink mount- 
ed or attached to a water cooler or 
wall. It operates on 115-v AC cur- 
rent. The water flow of the new 
unit is controlled by a self-closing 
valve for added economy 
Circle No. 47 on reply card. 








Balicock Silencer 

A silencer and water-saving at- 
tachment with 
balleocks has been developed by 
Halbro Products, Buffalo. The Si- 
lent-Mizer may be installed with- 
out shutting off the water or using 
tools. Silencing is achieved by in- 
serting special nylon rods into the 
ballcock to reduce turbulence and 
high velocity; a brass valve con- 
trols refill flow. 

Circle No. 49 on reply card. 


for use existing 


Heating Control Time Switch 
A three-position time switch for 

automatic heating control has been 

announced by Tork Time Controls 


Inc., Mount Vernon, N. Y. The 
unit provides switching for night 
back, morning pick up and 
standard day operation. It main- 
tains the same _ three-position 
switching cycle each day, as pre- 
set, and eliminates heating when 
desired. 
Circle No. 52 on reply card. 


set 
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Blueprint Holder 

A vertical file designed to hold 
2,400 sheets of plans and blueprints 
up to 36-ins. in length has been 
introduced by Plan Hold Corp., 
South Gate, Calif. The mobile unit 
is made of 14-gauge, tubular steel 
finished in gray baked enamel. 
Also available is a smaller unit 
that accommodates up to 1,200 
sheets. Its height can be adjusted 
to 66 ins. 


Circle No. 50 on reply card. 


Water Cooling Tower 

A line of packaged, induced- 
draft water cooling towers for use 
with commercial and industrial air 
conditioning systems as well as in 
plants where process water is re- 
quired has been introduced by 
Mason Products Inc., Woburn, 
Mass. The units range in capacity 
from 5 to 60 tons. Disassembly of 
the units is possible for ease of in- 
stallation. 

Circle No. 51 on reply card. 


J. 1. Case Announces Economy-Model 10-Ft Digger 


An economy-model digger for 
trenching, backfilling, loading and 
utility duties has been announced 
by the Utility Sales Division of 
J. I. Case Co., Racine, Wis. 

Its backhoe cuts 10 ft deep, 
reaches over 15 ft and side casts 
or loads into trucks up to 10 ft 
high. Individually controlled tele- 
scoping stabilizers permit vertical 


trenching on side slopes up to 10 
degs. The 1,000-lb capacity loader 
lifts 10 ft 5 ins. high, dumps 45 
degs., 30-in. reach and 8-ft 
5-in. clearance for dump-and-go. 

The bucket (11, 13 or 18 cu ft 
capacity) cuts 5 ins. below grade, 
rolls back 17 degs. at ground and 
tilts forward 90 degs. 

Circle No. 53 on reply card. 


has 
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of products; send reply card for free reference file data 





Sump Pumps 

A line of (shown) 
and upright sump pumps has been 
announced by Red Jacket Manu- 
facturing Co., Davenport, Ia. All 
five models in the line have 143-hp 
motors 


submersible 


non-floating brass 
impellers to pump 3,100 gph at a 


5-ft head and 2,700 gph at a 10-ft 


driving 


International Harvester Offers Pickup Truck Line 


A new line of trucks in the 4,200 
to 33,000-lb gross vehicle weight 
range has been introduced by In- 
ternational Harvester Co., Chicago 

Designated the B-line, the light. 


Bonus-Load bodies on the pickup 


model (shown), available in 7 and 
81-ft lengths, provide capacities of 
59.25 and 72.75 cu ft respectively 


The tailgate design of the Bonus- 


head. All 


strainer screen and stainless steel 


models include a brass medium and heavy-duty trucks are 


available in four and six-wheel and ing o1 


Load body affords one-hand open- 
locking with a cents 
single-leve 

Circle No. 55 on reply card. 


r-ty pe 


fasteners. all-wheel-drive chassis models, control 


Circle No. 54 on reply card. with six-cylinder or V-8 engines 





Josam Markets Automatic ey eee 
Oil Interceptor System TO CREATE MEAD PR 


HEAD PRESS 
TO EVACUATE Oft 
WASTE LINE 
FROM FLOOR DRAINS 
BY OTHERS 
An oil intercepting and disposal FLOW 
system for oil recovery in garages, 
filling and service stations, repai 
and machine shops, sheet and plate 
mills, refineries and similar plants 
has been designed by Josam Man- 


ufacturing Co., Michigan City, Ind 


aln the system’s operation, the il- 
lustration at 
the oil is automatically 
from the waste effluent; (2) 
the separated oil 


right shows (1) how 
removed 
how DRAW-OFF NOZZLE 
emerges in a 
clarified state, for re-use; (3) where 
it is drawn off into a portable con- 
tainer, 


SKIMMER 
PIPE 


thereby eliminating the 


need of an underground storage 
tank: and (4) how sediment in the 
waste oil is intercepted and then 
separated for removal. 


Circle No. 56 on reply card. 
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Make this section your monthly shopping guide 





Wall-Hung Lavatory 

A vitreous china, wall-hung lav- 
atory with a 6-in. high back has 
been added to its line by Universal- 
Rundle Corp., New Castle, Pa. 
Called the Camden, it features a 
front overflow and anti-splash rim. 
It can be mounted with or without 
U-R’s Luxury trim legs and towel 
bars or on a china leg, available in 
24, 27 or 31-in. heights. It is avail- 
able in six colors and white. 

Circle No. 57 on reply card. 


Lavatory Fitting 

A lavatory fitting designed to 
complement its Crown Imperial 
line of tub and shower fittings has 
been announced by Price Pfister 
Brass Manufacturing Co., Los An- 
geles. The unit features a renew- 
able seat and stem assembly and 
indexed hot and cold water han- 
dles. It is available with or with- 
out a popup drain and is furnished 
with a strainer on the spout. Faucet 
aerators are available as optional 
accessories. 

Circle No. 60 on reply card. 
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Frost-Proof Silcock 

A frost-proof sileock has been 
announced by Buckeye Valve & 
Manufacturing Co., Columbus, O. 
It features a patented Swivel-Seat 
that is designed to eliminate valve 
seat grinding. Other features of 
the unit include waterway and an 
extended hose connection. It is 
available in threaded and copper- 
sweat types and can be used with 
14 and 34-in. pipe sizes. 

Circle No. 58 on reply card. 


Brass Repair Parts Kit 

A brass repair parts kit contain- 
ing quantities of 45 different parts 
for servicing its line of plumbers 
brass goods has been introduced 
by Harcraft Brass, Torrance, Calif. 
Repair parts are contained in the 
self-standing kit and are wrapped 
in pliofilm bags for maximum pro- 
tection. Each bin of the unit is 
labeled with the part number and 
part description. 

Circle No. 59 on reply card. 


Reznor Produces Heater for High Ceilinged Buildings 


A gas-fired, downflow heater for 
application in buildings having 
high ceilings and/or obstructions 
(such as airplane hangars, field 
houses and warehouses) has been 
introduced by Reznor Manufactur- 
ing Co., Mercer, Pa. 


s The equipment, which can be in- 
stalled as high as 40 ft above floor 
level, is available in four sizes 
from 300,000 to 600,000 Btu/hr. 


Multiple units can be installed to 
provide greater heating capacity. 
The downflow heater consists of 
duct furnaces with automatic con- 
trols, a large, propeller-type fan 
assembly; screened, bell-mouthed 
intake boots; aluminized steel heat 
exchangers and on-off gas valves 
with 115 or 230-v controls. Louvers 
may be adjusted to provide various 
air distribution patterns. 
Circle No. 61 on reply card. 
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Submersible Pump 

A two-wire submersible water 
system pump designed to reach a 
depth of 90 ft at 40-lbs pressure 
has been introduced by Tait Man- 
ufacturing Co., Dayton, O. Known 
as the Rapidayton 3 Star, the 14- 
hp unit has an oil-filled Tait-made 
motor. Capacities of the unit range 
up to 520 gph. and up to 60 psi 
pressure. It has nylon impellers and 
stainless steel case. 

Circle No. 62 on reply card. 


Laundry Tray Pump 
A laundry tray pump designed 
for rapid discharge from laundry 
tubs. washing machines or other 
fixtures and appliances below the 
location of sewer outlets has been 
announced by Metalmaster Corp., 
Newark, N.J. The unit can be used 
also for commercial displays util- 
izing water fountains, process wa- 
ter pumping and for industrial and 
laboratory applications requir - 
ing small capacity liquid pumping, 
as with photographic solutions. 
Circle No. 64 on reply card. 
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Weil-McLain Markets Cast lron Boiler-Burner Units 


Cast iron boiler-burner units 
utilizing No. 5 oil and combination 
gas-light oil have been introduced 
by Weil-McLain Co., Michigan 
City, Ind. 


a The units are furnished with air 
atomizing type burners, 
integrated with electronic controls 
and factory engineered combustion 


pressure 


chamber design. Although primari- 
ly designed to burn No. 5 oil, 
the oil heating unit also will handle 
lighter oils. It has a capacity range 
up to 2,942,500 Btu/hr 

The gas-light oil 
unit can burn either gas or No. 2 


combination 


fuel oil and has a capacity range up 
to 2,709,600 Btu/hr 
Circle No. 63 on reply card. 





This 


describes 


booklet 
principles 


16-page 
the 
behind heat 


pump op- 


eration, presents dia- 
the 


types of 


grams of four prin- 


heat 


how to 


cipal 
shows 
the 


application and installa- 


pumps, 
solve problems of 
tion and describes a rep- 
resentative job. Entitled 
“Where Does the Heat 
Pump Stand Now?” the 
booklet will provide an- 
swers to your questions. 





Technical tips on heat pump installations . . . 


here Does the 
HEAT PUMP 


Stand Now? 











SOLENOID VALVE application data is 
covered in a new catalog by Atko- 
matic Valve Co., 

Circle No 


Indianapolis 
65 on reply card 


GAS-FIRED FURNACES in its Profes- 
sional residential line are described 
in an eight-page, 
chure issued by 
Lebanon, Ind 
Circle No 


full-color bro- 
Stewart-Warner, 


66 on reply card 
VERTICAL STEAM BOILERS are de 
scribed in a 
Sellers Engineering Co., Chicago 
Circle No. 467 an 


brochure issued by 


reply cara 


FITTINGS AND UNIONS of malleable 
liated in 
by Gvrables 


Hon are 


® Catalog issued 


Manutacturing Co 
WO lh 


Cleveland, for preaaurea to 


Civrele Ne, 68 on reply ecard 


SEWER PIPE BROCHURE 


Tranasite pipe and giving installation 


detailing it 


data is available from Johns-Man- 
ville, New York City 
Circle No. 69 on reply card. 


MASONRY ANCHORS, drills and ex- 
pansion covered in a 
Diamond 


NJ 


shields are 


available from 
Expansion Bolt Co., 


Circle No. 70 on 


catalog 
Gal W ood 


reply card 


DECONTAMINATION REPORT on 


effectiveness of 


the 
water treatment 
Processes in the remoy al ol radioac 
tive waste materials has been is 
7 ‘ 
the Department of Com 
Washington, D. C 


Circle No. 7) 


sued by 
heree 


an reply 


HUMIDIFICATION CHART [.) 


luting reaidential humidity 


calou 
Pequire 
available from Herrmicdi 


Neflaville Pa 
Ne, 72 on reply 


menta ia 
fier Ca 


Cirele 


STAINLESS STEEL SINKS 


products are 


md othes 


eovered tha new Va 


Jacuzzi Bulletins Illustrate Shallow Well Pumps 


Colorful bulletins have been is- 
sued by Jacuzzi Bros. Inc., Rich- 
mond, Calif., covering its Star Line 
Series JX multi-prime pumps and 
water systems, self-priming and 
multi-stage jet pumps for shallow 
wells and its Series JY multi-stage 
pumps for water system or pressure 
booster service. Detailed workings 
of the pumps and their parts are 
shown in full-color cutaway illus- 
trations. Operation of the units is 
shown, and suggestions are given 
for water system applications. 

Circle No. 84 on reply card. 


tem of individual catalogs issued by 
Elkay Manufacturing Co., Chicago. 
Circle No. 73 on reply card. 


PLASTIC PIPE MANUAL, giving test 
data and specifications for sewer 
and drain pipe, has been issued by 
Carlon Products, Aurora, O. 

Circle No. 74 on reply card. 


FORMICA APPLICATION booklet, il- 
lustrating tools, tips and techniques 
needed in working with Formica 
laminates, has been issued by For- 
mica Corp., Cincinnati. 

Circle No. 75 on reply card 


INSULATING CEMENT of the one-coat 
asbestos type is described in a spec- 
ification sheet issued by Grant 
Wilson Inc., Chicago. 


Circle No. 76 on reply card 


CAST IRON SOIL PIPE and fittings are 
described in an 80-page catalog is- 
sued by Central Foundry Co., New- 
ark, N J 

Circle No. 77 on reply card 
PLASTIC PIPE CLAMPS relerence and 
specification 
Murray Co Towson 

Circle No, 78 on 


sheet is offered by 
Md 
reply cara 


CHROME PRODUCTS catalog 


inf intarm 


provid 
ation on its line al 
tawel 


Reed 


ohrame lavatory les ancl 


Dare her been pub hed by 
Cleveland 


Civrele Noe ry an 


Lromesxs Carp 


reply 


SELF-SEATING FAUCETS ay 


in oa 


cletailed 
Welle Win 
Richmond, Va 


reply 


sheet is ued by 
Manutfaeturing Co 


Cirele Noe. BO on card 


SUBMERSIBLE PUMP , atalog covering 


its Super Sumo pump for wate 
systems, has been released by Su 
mo Pumps Ine., Stamford, Conn 


Circle No. 81 on reply card 


STEEL FITTINGS catalog describing its 
Husky line of fittings for non-crit- 
ical plumbing, heating and cooling 
systems has been issued by Nibco 
Inc., Elkhart, Ind. 

Circle No. 82 on reply card. 


BRASS PLUMBING SPECIALTIES, non- 
ferrous castings and screw machine 
products are described in a catalog 
issued by Olderman Manufacturing 
Corp., Bridgeport, Conn. 

Circle No. 83 on reply card. 
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 TOEEMAW Cop be 


a SP IALTIE 


Here is another example of the complete quality line of 
Hoffman specialties, designed to give you better control 
of every requirement—one- pipe or two-pipe residential or 
industrial systems. The “Watchman” Centrifugal Type Con- 
densation Pumps feature cast iron receiver, o vertical drive, 
and close coupled pump for perfect alignment dnd accessi- 
bility. Submerged parts are bronze or other non-corrosive 
material. Hoffman "Watchman" Pumps offer a small com- 
pact unit for low pressure heating systems. 
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4¢ 


galvanized steel 


Dependable, economical, galvanized steel pipe 
is used for the drainage and vent lines in the new 
First Security Bank Building in downtown 
Salt Lake City. But for that matter it might be 
almost any other large building in Utah or in 
any other place in America. Because architects, 
engineers and contractors through the years 
have learned that they can depend on steel pipe 
for a lifetime of service wherever major con- 
struction is going up. 

Generations of experience have shown 


First Security practices security by 


specifying steel pipe. 


pipe fills a tall order 


engineers and contractors that low-cost steel 
pipe goes in easily and economically—provides 
lasting performance in soil, waste and vent 
lines. It’s another example of the many kinds of 
jobs that steel pipe can do best. 


STEEL PIPE IS FIRST CHOICE 


¢ Low cost with durability ¢ Threads smoothly, cleanly 

¢ Strength unexcelled for safety ¢ Sound joints, welded or coupled 

¢ Formable—bends readily @ Grades, finishes for all purposes 

¢ Weldable—easily, strongly e Availableeverywherefrom stock - 


INSIST ON PIPE MADE IN U.S.A. : 


COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 
150 East Forty-Second Street, New York 17, N.Y. 
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No “Quick Buck”’ 


The water system dealer differs from many other 





types of dealers. He does business in a com- 
paratively small area. He lives with his cus- 
tomers long after he sells them. His future de- 
FAIRBANKS-MORSE 


St thee 074 da Sew 


PRE ENTE 


pends on the good will and reputation he 
establishes in his community. He can enjoy a 
sound and profitable business if he sells 
Fairbanks-Morse Water Systems because 


YOUR NEIGHBORHOOD DEALER 


Fairbanks-Morse enables him to satisfy his cus- 
_ = 


tomers by quality of product and an exclusive 





service and parts program. The average F-M 
Dealer has sold and serviced F-M Water Sys- 


tems for 131% years. There is a reason! Write 


Se 


Fairbanks, Morse & Co., Chicago 5, Illinois. 
This shield is the proud emblem of the 
Fairbanks-Morse Dealer equipped to 
serve his community in sales and service. 











THE BIG THREE! 


working parts inventory. We supplement 


] As long as the water source and family re- 
s 


quirements vary so widely you will need a 


manufacturer who can give you any type 


and size to meet your customer’s needs best. 
Fairbanks-Morse can do just that! And, in 
addition, train you and your men on how 


to select the best type and size. 


Every water system service need is an emer- 
gency. You can give such service with profit 
and customer satisfaction if you are a 
Fairbanks-Morse Dealer. We train your 
men on how to handle service efficiently 


We show you how to maintain a minimum 


/ 


your parts service with big parts stocks in 
26 branches and depots. One of them is 


near you 


We advertise Fairbanks-Morse Water Sys 
tems and the service you give with your 
name and address in your territory. The 
Fairbanks-Morse authorized service shield 
is only granted to dealers who qualify. It 
is the supreme symbol of confidence and 
protection for the home or establishment 


“off the water mains” 


a name worth remembering when you want the BEST 


& FAIRBANKS-MORSE 
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If you want to make a sale... 


..theres nothing so powerful as an idea 


Better Homes and Gardens makes more sales because it gives people more buying ideas 


ry 
The 15% 


Homes and Gardens each month 
well as wives) are thirsty for ideas about living better and 


million family members who enjoy Better 
including husbands as 


how to go about it. And that’s exactly what they find in 
their favorite idea magazine. 
Every single page of Better Homes 
and Gardens is devoted to family ser- 
vice. And what a wide, wide world of 


During the year 2 of America reads 


interests that covers—at home, and away from home, too! 
More and more advertisers are discovering the tremen- 
dous sales power of BH&G’s brand of what-to-do and 
where-to-get-it ideas. Want proof? See your Better Homes 
and Gardens representative! Mere- 

dith of Des Moines...America’s biggest 

publisher of ideas for today’s 


living and tomorrow’s plans 


...the family idea magazine 


" NOW OVER 4,700,000 COPIES MONTHLY 
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TWIN-PAK 


the best way to buy pump 
switches for replacement 


Now... put an end to time-wasting delays and extra 

trips! Buy two pump switches at one time in the convenient 
Penn TWIN-PAK. It contains two Series 160 pump switches 
individually packed in one carton. Break TWIN-PAK apart 


... use one switch ... and you have one in reserve. 


And, Penn’s new Series 160 gives you many “extras” 
found in no other switch. Extras such as... preformed 
diaphragm which reduces stretch and strain to increase 
performance life . . . straight-in terminals, no more bending 
or looping wire, makes wiring easier . . . simplified, sturdy 
mechanism ... and, you can adjust it on the job 


without a gauge! 


It’s best to buy Penn, ask your wholesaler! 











PENN CONTROLS, VNC. ses, cs 


EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N.Y 
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Get Ready For Volume... This exciting new 
selling toel lets you take York Products to your 
customer and makes it easy to prove why York 
is their best air conditioning and heating buy. 
Call a York distributor today about York's 
new "Look Inside” sales closer. 


RESEARCH & ENGINEERING 
YORK CORP. SUBSIDIARY OF BORG-WARNER CORP. Eee MAKE IT BETTER 


ORK |, ........-- 


Air Conditioning, Heating, Refrigeration and Ice Equipment « Products for Home, Commercial and Industrial Installations 
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ALMOST TALKS 


Exclusive New Sales Tool Helps You Prove 
The Blue Chip Quality Value Of York Products! 


Everybody talks sales and profits—only York does 
something about it! York backs up its Blue Chip 
story all the way—with this dramatic new sales 
tool that helps you prove beyond a doubt that York 
is worth more. The result: you sell more, make more 
in today’s price-conscious market. 

This unusual York Demonstrator has twenty- 
one action displays that reveal, step-by-step, the 
inside quality features of York Heat-Pumps, Pack- 


aged Air Conditioners, Furnaces, and all types of 


residential and commercial heating and cooling 
equipment. Each of 30 hard-selling pages spell out 


the reasons every York Blue Chip Product is more 


LOOK INSIDE York's Twinline Air 
Conditioner for proof of savings up 
to 15%. See how—on warm, humid 
days—only one York system is needed 

how the second system comes on 


stuffiness, excess heat and humidity in 


when outside temperatures soar. 


Spring, Fall and Winter as well as in 


Summer! 


DomEsTIC ENGINEERING, May 1959 


EFFICIENT, more ECONOMICAL, far more 
DEPENDABLE over the long haul. The perfect 
answer to volume sales and profits in a competi- 
tive market! 

Pull up on a tab...let customers see, in X-ray-like 
detail, the high performance features of the York 


furnace line. 

Spin a disk...show customers how York's Air Condi- 
tioning Compressor is built to give extra years of 
dependable service. 

Pull out a tab...give customers crystal clear evidence 


of York's construction and engineering superiority. 


LOOK INSIDE York's Champion Air ff 
Conditioner. See how it can remove LOOK INSIDE 


York 
burner —see how the twin 
spread their heat over the rippled 


ser for 


surface of the heat exchanag 


greater efficiency and ec my 





we. 


t 
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Wholesaler Group 


Sets Sights on The x 
Soaring Sixties 


John McDonald Jr., president 


‘Co ° Central ly Assn. 
(A report from the CSA convention) a 


‘ 
lf we are to be ready for ‘the soar 
ing 60's’, we must improve our sell 
ing and upgrade our management 


ARE YOU SET to “soar with the 60’s?” 
That’s the question asked Central Supply Assn. mem- 
bers at their spring meeting in Chicago recently. 
The answers came from several industry speakers who 
detailed plans which will help plumbing and heating 
wholesalers and their contractor-customers profit in the 
coming decade of expected burgeoning business called 
“The Soaring 60’s.” 
Briefly, the members heard how they could adapt new 
merchandising techniques from other businesses such 
as supermarkets, as well as pioneer original sales efforts 
of their own. In either case, the speakers said, the aim 
is not only to increase the number of sales but also to 
increase the profit from those sales. 
Pacing the “forward look” in coming sales was John 
McDonald Jr., CSA president, who called on all seg- Marvin Mitchell, president 
ments of the industry to develop a “common plan of Better Heating-Cooling Council 
action” for the next decade. The opportunity for hydronic heat 
“To help our dealer-contractors sell more products,” ir — Bs a — 
McDonald told wholesalers, “we must modernize our Pee ee ee 
sales methods. There has been a ‘revolution in retail 
selling’ for all business. Are we keeping up with the 
times?” 
McDonald reminded the 1,500 members and guests, 
(Please turn to page 170) 


In major convention business, the CSA... 


¢ Called upon manufacturers to eliminate unfair price ad- 
vantages enjoyed by their local warehouses, now made 
possible by spreading the cost of such operations over all 
products sold by their firms. 
Howard Spindler, president 
¢ Took a slap at foreign imports by asking that all such "> Tine Gureee 
goods distributed by plumbing-heating wholesalers be “The decisive factor in selling our 


i products is the quality of salesman- 
marked as to manufacturer and country of origin. ship practiced at the point of sale.” 
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A.S.M.E. CODE BTiS S a riya 


When you install a B&G Heat Exchanger, FOR RADIATION AND 


you have assured yourself of not only high 
efficiency, but highest quality construction. WATER HEATING 
With each B&G Exchanger, a Manufacturer’s 
Data Report for Unfired Pressure Vessels, 
Form No. U-1, as required by the provision 
of the A.S.M.E. Code rules, is furnished. This 
form is signed by a qualified inspector, hold- 
ing a National Board Commission, certifying 
that construction conforms to the latest 
A.S.M.E. Code for unfired pressure vessels. 
The A.S.M.E. ‘‘U”’ symbol is stamped on 


each exchanger. 


TYPE "“WwuU” 


The “WU” Exchanger is equipped with a 
BeG Booster which pumps boiler water 
through the shell, greatly increasing the capac- 
ity of the unit. An unbelievably small “WU” 
produces large volumes of hot water. Water hen 


re ” 
temperature is closely controlled . .. the Booster wu 
WATER TO 
; WATER HEAT 
desired degree and continues to run until the TRANS- 


starts whenever the water goes below the 


water is again at the proper temperature. 
When used as a service water heater, a 

storage tank can be eliminated, because the 

“WU” heats water as rapidly as it is used. 


TYPE "su” 


In buildings where steam is required for proc- 


ess use, the advantages of a forced hot water 
heating system can be obtained by installing 
an “SU” Exchanger instead of an extra boiler. 
This exchanger also provides an efficient, 
low cost method of heating water for apart- 
ments, hotels, hospitals, industrial and proc- 
essing plants. No storage tank is needed. 


TYPE 


"*su” 
STEAM TO + Ee , ; 
WATER HEAT 5 — a... ormation sen 


for "WU" Cata- 
log No. GC-1054 
and "SU" Cata- 
logs No. SC-159 
and SI-159. 


BELL & GOSSETT 


c O M P A N Y 


Dept. FS.1, Morton Grove, Illinois 


For complete in- 


Canadian Licensee: §. A. Armstrong Lid., 14 nnor Dri 
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Let’s 


Auniuihaad ' 
— | 


Myers 


Pump Dealer | 





Talk | 
About 


Pumps 


and what the Olympian 
Profit Program means to you... 


‘Lae PROGRAM has one purpose ... to increase your pump sales. It 
is entirely localized for your use in your own town. It is the first com- 
plete dealer promotion program in the pump industry. The OLYMPIAN 
Profit Program will arm you with every sales weapon you need to meet 
competition ... to be the top pump man in your community. 


As a dealer, you call the shots on this new 
program. You aren’t loaded with a lot 
of useless material. You have a large 
selection of promotional aids, every one 
hard-hitting and easy to use. You select 
the ones that are best for your business 
... that do the best job with your cus- 
tomers. 

Here’s what’s available to you, as a pump 
dealer, in the Myers OLYMPIAN Profit 
Program. Compare this with any other 
so-called complete promotion program. 
Remember, each of these items is avail- 
able to you FREE as a Myers dealer. 
Metal tacker signs, truck and window 
decals identify you as an ‘Authorized 


166 


Myers Pump Dealer” and build your 
reputation as headquarters for depend- 
able products, dependable service. News- 
paper mats, radio scripts and telephone 
directory cuts are packed with hard- 
hitting sales facts that pull customers to 
your door. To dress up your pump dis- 
play area, you get full color wall posters 
and window streamers. And, with every 
OLYMPIAN pump you buy, an at- 
tractive floor or counter display that sets 
up in seconds. You can sell customers by 
mail with full color handout folders and 
post cards prepared for your own imprint. 
As a real clincher, this free promotional 
program is backed up by a year ’round 
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cooperative advertising program in which 
Myers pays a share of your local adver- 
tising cost, if you participate. Myers 
further backs your own promotional ef- 
forts with a sensible national and regional 
advertising program. Myers’ advertising 
goes after pump prospects, not coupon 
clippers. We pass these prospects on to 
you immediately for a fast closing sale. 
Myers’ advertising sells customers on the 
idea that doing business with an Author- 
ized Myers pump dealer is mighty good 
business. 

To further back you, Myers offers you 
and your personnel free, complete and 
practical pump training, covering every 
profit-making phase of the pump busi- 
ness, from promotion to sales and service. 
Upon completion of training you receive 
a three-dimensional plaque, personally 
inscribed with your name. You become 
a member of a growing list of retail 
businessmen who are realizing increased 
profit opportunities by joining Myers, 
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Here’s The All New 


OLYMPIAN 


if 


©. 22D gariince, 
ae ae 


the sales leader in the industry. 

Best of all, in addition to this new, com- 
plete promotional package, Myers gives 
you a new line of OLYMPIAN jet pumps, 
competitively priced, easy to sell and eas) 
to install. Compare Myers OLYMPIAN 
jet pump performance, quality and price 
with any other jet pump on the market 
today. 

If you want to be first in pump sales in 
your community, we invite you to join 
the team that’s first in the pump in- 
dustry. Go with Myers for increased 
pump sales .. . better pump profits. 
Write today for full details on how you 
can get: 

MORE PUMP, MORE PROMOTION, 
MORE PROFIT with 


OLYMPIAN 


Your pump line for ’59. 


The F. E. Myers & Bro. Co. 


1505 ORANGE ST. ASHLAND, OHIO 
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Announcing 
The All-New Pump ...by Myers 


Designed for YOU, the Pump Dealer 
Leadership Performance 
Advanced Engineering 


Full Value Pricing 
Tailored Selection r R = E 
Complete, 


Practical Packaged 


HCM MEDALIST 
Convertible two-stage, 2 to 1% H.P. 
HC CHALLENGER 
Convertible single-stage, / to 1 H.P. 
i cr Sales Program 
Shallow or Deep Well “3 and 2 H.P. 
PUMP-TANK UNITS For More 


Shallow and Deep Well, Epoxy Pressure Tanks " 
Profit 
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OLYMPIAN 
1959 PROFIT PROGRAM 


DomEstI 


Here’s the most practical and complete business building plan in the 
pump industry. Made for you, the pump dealer. Over 20 FREE profit 
makers—cut-away pump poster, floor and counter display wi ' 
pump, full color mailers, truck and window decals, metal 
paper mats and many others. PLUS Free Product Training f 
your personnel. On completion of training, } 
ceive an attractive “Authorized Myers Dealer 
personalized with your firm’s name. 


The F. E. Myers & Bro. Ca. 


ASHLAND, OHIO KITCHENER, ONTARIO 





HONORED: Mrs. Ann Bela receives 
a check for $2,500 in recognition of 
her 25 years of service to the Cen- 
tral Supply Assn. Making the presen- 
tation is Ernest Hauser, president of 
May Products, Galesburg, Ill. 


CSA convention report 
(Continued from page 164) 

a record CSA turnout, that ex- 
perts say the auto, symbol of 
success in the 40’s and 50’s, has 
now been replaced by the home, 
with emphasis on its kitchen and 
This 


concept, plus easy financing, he 


bathrooms. new prestige 
indicated, foreshadows the tre- 
mendous potential awaiting con- 
tractors and wholesalers who 
“modernize” their selling ap- 
proach. 

“We wholesalers with the as- 
sistance of our suppliers must 
train our own personnel first,” 
he said. “Then they can be more 
helpful to dealers.” 


aIn discussing new approaches 
to increased business, McDonald 
cited “homeowner clubs,” a 
for re- 
pair work. Such clubs, requir- 
ing minimum dues from home- 


credit-card arrangement 


owners for “quick, guaranteed 


service,’ can mushroom repair 
and remodeling business for 


participating contractors, he 


said. 


» McDonald also pointed out 
business advantages in the pro- 
motion recently undertaken by 
a Minneapolis 


wholesaler and 


several contractors who set up 
a bathroom display in supermar- 
kets. A 


campaign 


and publicity 
80,000 
trants who, in turn, were used 


contest 
drew regis- 
as prospect leads. 


a More sales, however, are not 
enough in themselves to make 
the Soaring 60’s successful, said 
McDonald. “The industry must 
He sug- 
devised 


also upgrade profits.” 
gested 
budget systems of operation to 
But he 


urged manufacturers to consider 


more carefully 


control expenses. also 
“more selective distribution as a 
means of proper stabilization.” 
Such programs in other indus- 
tries, he said, have strengthened 
the reliable wholesaler. 
Another CSA speaker said 
that 
ready evident in the upswing of 
of the 
industry. Marvin Mitchell, pres- 
ident of the Better Heating-Cool- 


the Soaring 60’s was al- 


business in his segment 


CSA workshop takes up 


ing Council, said, “The oppor- 
tunity for hydronic sales is better 
today than any time in the last 
10 years.” 

Mitchell (who is vice presi- 
dent of sales for Weil-McLain 
Co., Michigan City, Ind.) 
that in 1958 the sales of base- 
board hydronic heating 


said 


in- 


creased more than 11 percent 
while, in a dramatic switch, com- 
petitive systems increased only 


3 percent. 


© Mitchell credited the upswing 
to BHC’s efforts in forming local 
promotional groups, publicizing 
hydronics nationally, and work- 
ing more closely with builders 
and contractors. 

However, the key men in the 
hydronic boom, he added, have 
the 
This group has supported the 


been nation’s wholesalers. 
hydronic advance, Mitchell said, 
because manufacturers rely on 


(Please turn to page 255) 


plastic pipe use 


THE USE OF PLASTIC PIPE in industrial applications was studied in a special 


workshop at the CSA‘s 


spring meeting. 


Moderators were George Reed 


(seated at left of table), chairman of the Plastic Pipe Research Council, and 
Robert Taylor, chairman of the CSA’s Industrial Wholesaling Committee. 
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DYNAMIC STYLING... 
PROVED OPERATING MECHANISM... 


ATA LOW, LOW PRICE 


1 a tae 


by WHITE,-RODGERS 


Here’s an entirely new approach to thermostat 
design and marketing. CUSTOMline 130 
offers many features of high-priced ’stats, plus 
clean dynamic styling and White-Rodgers 
famed standards of quality ... yet, is priced 
at rock bottom. 





Best of all, it’s available immediately... 
through manufacturers and wholesalers. Ask 
your supplier about this new and exciting 
CUSTOMline thermostat, or write direct 
today for complete details. 


CHECK THESE DESIRABLE FEATURES 


|) Field-proved bimetallic [|] Quick, easy mounting to 
— operating mechanism —~ wall or outlet box 


( | Heat-anticipated to match {| Simplified wiring— 
"— primary controls — convenient terminals 


[ Superb styling by designer 


: : Standard types available now. 
Earl Claus Ag 


Customized covers with your 
| Y, on _— ° 
|_| Snap-on cover design brand name available on spe- 
|] New thermometer, smarter cial order, in manufacturing 
— looking, easier reading quantities. 
Inside view, showing 
the well-known 


White-Rodgers oper- 
ating mechanism. 


Automatic Controls for Heating, Air Conditioning and Refrigeration 


ST. LOUIS 6. MISSOURI TORONTO 8, CA 
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eapessin Hudee Frames feature “Sealed-in Styling” 


When leading fixture-makers create a new sink or lavatory, their 

plans include a Hudee Frame. They call for Hudee because 

they're sure of a frame styled to sea/ in... sure of a smart 
— \ design that will complement their modern fixtures. 

In the case of the Crane Crown Round Lavatory, a perfectly 

round rim was required to guarantee perfect installations and 

csc | ‘ Hudee’s creative engineering staff went to work...a new in- 

\ ie | genious rim-forming machine was developed that would pro- 
duce a round rim that seals water-tight every time. 

Don't take chances. If you have a fixture-framing problem, 

ae. | call Hudee. Our rim experts will give you the most practical, 

-—™ | satisfying answer. 


get this valuable new handbook! 


New Hudee Handbook—the only one of its kind— WALTER E.SELCK and CO. 
gives 50 reference tables showing which frame to 225 West Hubbard Street, Chicago 10, Ill. 
order for each of the 1,062 sinks and lavatories in the 


, Hudee Frames are covered by patents 2,440,741 and 2,704,370 
industry, plus other pertinent information. 
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PUT YOUR MONEY IN 


but don't “Gold-] 





——————, 


Specify Republic Steel Pipe for 


economy in waste line service 


Never underestimate woman-power where satisfac- 
tion with a home is concerned. To provide greater 
family happiness in the final analysis, discerning 
building contractors concentrate on modern con- 
veniences that have automatic appeal for the ladies. 
And they make this possible by insisting on sound 
economies in the selection of basic materials. 

One of these economies is the choice of Republic 
Steel Pipe for waste lines. The low initial cost of 
steel pipe provides extra funds that can be diverted 
to woman-pleasing, family-pleasing features. In ad- 
dition to its low steel pipe is always 
readily available . . . at prices that are little subject 
to fluctuation. 

Material shortages, with consequent work stop- 


initial cost, 








maximum 


pages, are avoided—as are unforeseen price rises 
that can cut into profits. Moreover, a single grade of 
steel meets all requirements, saving inventory Costs 
and eliminating the risk of installing the wrong 
grade. 

Further savings accrue because steel pipe provides 
excellent workability. Reputable plumbing contrac 
tors everywhere know how to make fast, econom 
ical installations, good for the life of the building 

These factors, added together, enable you to 
provide greater lower 
through Republic Steel Pipe. Get further details 
now by consulting your Republic Pipe Distributor 
Or write Republic Steel Corporation, De pt. DE-7391, 
1441 Republic Building, Cleveland 1, Ohio. 


buyer-satisfaction at cost 


REPUBLIC STEEL 


Wolds WhileKx, Rige of Standard, Steks and, SC, -10dig 


DoMESTIC ENGINEERING, MAy 1959 









Eber presents the new HMBLEM... 
iis luxury in the medium price range 


6 decorator co 


plus snowy 








The stunning “clean line’’ look of the new Eljer Emblem tells you fast 
why it takes top honors for quality in its class. Designed by the staff 





of famed Dave Chapman, this luxurious siphon jet toilet features 





improved flushing action and greatly simplified installation. Two 





scientifically located bolt holes insure stability, square foot eases tile 





floor mounting. Has famous Eljer integral china overflow and 





ground-in valve seat. Note handsome, easy-to-clean, matching flat 





covers for bolts. 











You’re so right with ELJER 


Another new 
Kher design... 
pretested to insure 


customer enthusiasm 


There’s no sale like a sure sale. That’s why Eljer 
stole a march on the industry and is pretesting its 
new fixture designs before putting them on the 
market. With the help of a national research or- 
ganization, new models are exposed to buyers, 
builders and plumbing contractors across the coun- 
try. We are happy to report they are meeting with 
enthusiastic endorsement. 

The new Emblem, shown on left page, is a typical 
salable combination of styling by the staff of de- 
signer Dave Chapman and manufacturing know- 
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how by Eljer. It incorporates a whole list of new 
features with industry-accepted developments such 
as Eljer’s integral china overflow and ground-in 
valve seats. 

See these great new pretested Eljer fixtures 
without delay. Check your Eljer wholesaler today. 


Three Gateway Center, 
Pittsburgh 22, Pa. 


PERFECT COMPANION picce to the new Emblem 
is the Riviera enameled iron bath, outstanding ir 
quality, moderate in price. 


NEW BLAIR china lavatory also matches Emblen 
toilet. Available in 6 decorator colors, snowy white 
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Big Things Are 
Happening at Myers 


SERVING THE WORLD FROM ASHLAND is the way visitors 


to this small northcentral Ohio community are greeted 


by road signs of The F. E. Myers & Bro. Co. The pump 
firm was founded in Ashland in the early 1870's. 


A “behind-the-scenes” look at what manufacturers are doing 
to help build your water system market. One of a series 


EIGHTY-FIVE YEARS AGO an inventive farmer 
named P. A. Myers—working in the basement 
of a farm implement store owned by his brother, 
F. E. Myers—developed and patented the first 
continuous-stream water pump. Five years later, 
in 1879, the brothers built the first wing of the 
present plant of The F. E. Myers & Bro. Co. in 
Ashland, O., home of Myers pumps. 


s Today, it’s a long road from 85 years ago, but 
the same Myers company in the same little city in 
Ohio isn’t looking back. Now—with 17 acres cov- 
ered by four large plants, with nearly 1,000 em- 
ployees, and on the threshold of a golden age of 
rural and urban home improvement—Myers has 
plotted four giant strides into the Tomorrowland 
of the industry’s first million-unit year in domes- 
tic water system sales. 

One determination has been foremost: To make 
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“more buyers buy Myers” while—at the same 
time—helping the industry reach the “magic mil- 
lion” goal. 

What’s the formula for reaching so ambitious a 
goal? And what will it mean to industry contrac- 


> 


tors and wholesalers? It’s relatively simple, ac- 
cording to Myers executives: Gear the entire 
program not only to the contractor who already 
is selling a lot of pumps but also to the “four- 
pump-per-year” contractor who has the potential 
to grow big in water system sales. 
The four steps Myers is counting on to achieve 
this goal are: 
(1) A completely new line with a new, modern 
name—the Olympian—which is... 
(2) backed up by a reorganized, decentralized 
sales setup that is . 
(3) supported by a thorough promotional pro- 
(Please turn to page 178) 
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HOW THE INDUSTRY can reach the “magic million” goal camera) and Ed Howard, both of DE; Everett Myers, vice 
in annual domestic water system sales is discussed by president in charge of sales; Don Paulson, marketing 
Myers officials in an interview with DE editors at the manager; Dick Topper, advertising and sales promotion 
firm’s plant. Seated clockwise are Paul Werner (back to manager; and Bill Lasiter, manager of water systems 


How to use this series: 

Since 1955, when the water system industry 
whetted its sales appetite with an 800,000-unit 
year, there has been speculation that the sale 
of a million units annually was within reach. 

So far, however, it’s proved to be an elusive 
target. Annual sales have bumped along at a 
rate of 650,000 to 700,000 units—about the same 
as they had averaged for a number of years 
prior to 1955. 


= How soon will the magic million figure be- 
come a reality—or is it beyond reach? 

In the first article in this current series on 
water systems (March, page 91), DE inter- 
viewed Fred Hout, president of the National 
Assn. of Domestic and Farm Pump Manufac- 
turers, for his views. 

In the interview, Hout concluded that the 
figure is a realistic one when taken in the light 
of new and replacement needs of people living 
in farm and rural nonfarm areas. 
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He cautioned, however, that the million-unit 
figure represents merely a potential—and will 
remain just that unless all segments greatly in- 
crease efforts to get the business. 

Therefore, much of DE’s series is designed 
to show contractors and wholesalers how to 
get their share of this big potential. 

As pointed out in our April report, no chain 
is stronger than its weakest link, and the in- 
dustry’s success in reaching the magic million 
sales goal will depend not only on all links 
being individually strong but on being prop- 
erly connected. 


s Manufacturers are a vital part of the indus- 
try chain; so a portion of this series is devoted 
to what they are doing to help their distrib- 
utors and dealers get their share of the market. 
This article is another in that series. 

In it, you'll find ideas that will help you get 
your share of, and make more money in, the 
water system market. END 





Big things are happening at Myers... 


(Continued from page 176) 
gram conceived and developed from the 
level of dealer needs and capabilities and... 
(4) tested in the field in selected areas, then 
put into effect on a nationwide basis. 

It’s a program that reveals what the Myers com- 
pany is—an old-line company bursting old bound- 
aries and brimming with the vitality of youth— 
not only eager to change with the times but anxi- 
ous to lead; not just a pump builder, but a major 
factor in a major industry. 

Before examining the new Myers program in 
detail, let’s take a look at the firm itself and the 
sales and management philosophies of the people 
behind it. It’s headed now by president Curtis 
Ginn Jr. and functionally organized into five 
divisions: financial, sales, manufacturing, public 
and industrial relations and product development. 


«Fran Myers II is first vice president and secre- 
tary. Other officers include Everett Myers, vice 
president of sales; William Moreland, vice presi- 
dent of manufacturing; Jack Myers Jr., vice presi- 
Milt 
Bill 


Kellogg is vice president and manager of exports. 


dent of public and industrial relations; 


Moses, controller; and Don Fike, treasurer. 


Product development director is Jim McCon- 


.. (continued) 


aghy. Don Paulson is marketing manager in the 
sales division, and advertising and sales promotion 
manager is Dick Topper. Also under the sales 
division are product managers for the four leading 
products of the company—water systems, water 
conditioning products, sprayers and _ industrial 
products. Water systems manager is Bill Lasiter. 


s What are the business philosophies of these men 
—men who live pumps and related products? 
What suggestions have they to offer for plumb- 
ing contractors and wholesalers who are looking 
for solid ways to build business in this burgeon- 
ing water system market? 

“Business philosophy is a pretty big mouthful,” 
says Everett Myers, “but I believe ours can be 
summed up this way: We're an old company, with 
a tradition to live up to. I don’t think it’s an ex- 
aggeration to say that every one of us is extremely 
conscious of his responsibility to everyone in this 
business—our shareholders, employees, distribu- 
tors, dealers and customers—right on down the 
line, including the industry itself. 

“The word ‘company’ to us is all of these ele- 
ments and the people concerned with each one. 
We're not here to make a product and shove it 
out the back door and forget about it. After all, 


Some manufacturer’s-eye views on building 


THE PLUMBING CONTRACTOR, says Everett Myers, “has 
an inherent advantage in water systems in that he’s al- 
ready a professional on the mechanical services of a 
building. And he has an entree to the customer through 
his broad base of essential products and services.’ 
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THE WATER SYSTEM MARKET can be sold, “but it won't 
sell itself,” says Don Paulson. “If all segments of the 
industry stepped up their merchandising efforts, the pump 
business could easily increase 50 percent in the next five 
years and at least double during the soaring 60’s.’ 
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if the consumer isn’t satisfied with our products, 
All our 


planning and efforts are geared to this philosophy.” 


we will not be in business very long. 


= What about suggestions for contractors and dis- 
9 


tributors? “A contractor has 
got to want to sell—to be merchandising-minded 
He should think of himself as a manager of a busi- 
ness instead of only an installer, although that’s 
important, too. If he isn’t naturally interested in 
merchandising and doesn’t want to become so, he 
should get himself a right-hand man who is. 
“He—and his right-hand man, if he’s got one 
should learn all he can about his product lines. 
This means that he not only should send his 


employees to wholesaler and manufacturer train- 


Myers says this: 


ing schools to acquire the necessary product and 
technical know-how, he should go himself. 


= “He should, of course, have the necessary tools 
and machines to do the job efficiently, as well as a 
complete service setup, including facilities for 
motor repair to avoid delays in shipping to the 
manufacturer.” 
Merchandising, Myers, should include 
newspaper, radio and phone book advertising; the 
use of a water system logotype on letterheads, 


says 


business in the water system 





UNDERSCORING THE PROFIT ASPECTS, Dick Topper says: 
“Make maximum use of promotion aids from manufac- 
turers and wholesalers. Once the water system end of 
a business gets rolling, it will spark the sale of a long 
chain of related water-connected products as well.” 
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PRESIDENT Curtis Ginn Jr. gets a 
briefing on promotion plans from Don 
Paulson, the marketing manager 


calling cards and other advertising media; a 
regular, personalized direct-mail campaign aimed 
at the prospect; activity in civic affairs (where 
the contractor can speak before various groups 
about water and man’s methods of obtaining it 
through the ages), and plenty of store and truck 
signs indentifying the contractor as “Mr. Pump” 
in his trading area. He should concentrate on 
those merchandising activities that are really ef- 
fective in his locality. 

“Merchandising also means prompt, 24-hour 
service. In the water system business,” says 
Myers, “customer referrals may spell the dif- 


(Please turn to page 182) 


market... 


~~ 


THERE’S NO SUBSTITUTE for knowing your product, says 
Bill Lasiter 
lines made by reputable manufacturers and send his 
employees to wholesaler and 


“A dealer should concentrate on one or two 


manufacturer training 


schools to acquire the necessary technical know-how.” 











SPENCER OIL-FIRED PACKAGE “C" UNIT 


Featuring + + » NO REFRACTORY GCOMBUBTION CHAMBER! None to bu 


Hohe te build werely lbeate precast PefPaetory base, alide bolle 


ahell inte place, assemble jacket, and position burner unit turn 


it on, atid that’s it! 


LOWER COSTS! New Spencer Package "C’ Unit is quickly and 
easily installed no high installation charges, And the elimination 
of a refractory chamber means lower operating costs 
maintenance coats! 


LOWER WATERLINE! A full 20°), reduction in waterline height. 
Spencer's Unit is a real space-saver . . . and simple to clean, too! 
Boiler fire tubes are easily reached through the front flue door. 


5 Pp & ft Cc € R NEW, PROVEN METHOD! Spencer’s revolutionary firing method 
has been rigorously tested, in accordance with SBI Table 2 Code... 
tested and FULLY APPROVED! Build up your boiler business . . 
with the sensational new Spencer Package ‘“‘C’’ Unit! 


HEATER 
Mee, LYCOMING DIVISION 4 a 
“Sony AVEO pinn™® 


o 


For complete details on any of Spencer's complete line of boilers, write to: Spencer Sales, Aveo Corporation, Vi illiamsport, Pa. 
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GUARANTEED to stop 
your pump-pipe problems 


(salidiem |let. 
WARRANTY 


Gold 
as di pipe in accordance with recommendations shown on th 
warrfmy, the Yardley Plastics Company will, if its “Golden J 


Jet is designed specifically for use as drop pipe with jet pu: 


year rom date of installation, supply the following to th 


A quantity of new Golden Jet equal to tha‘ 
free of charge and freight prepaid. 


Payment ror all direct labor charges incur 
and replacing with new Golden Jet, plus $’ 
to cover operation of equipment to and 


iration of the five year labor warranty, or if C her tl 


yx lor jet pulps thy tandard \ardley warrant llows 


and | 
uty un 


ul hits 


YARDLEY PLASTICS CO., 142 Parsans A\ 











THE FINEST FLEXIBLE PLASTIC PIPE 
Golden Jet, engineered specifically for 
use as drop pipe with single and multiple 
stage jet pumps, is backed by a written 
warranty designed to protect your profit 


Start now... use Golden Jet protection. It’s 
available from your jobber. 


OOO 
YARDLEY PLASTICS CO., COLUMBUS 15, OHIO 
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DOUBLE-DUTY SHIPPING CARTON: 


One of 


Myers’ new Olympian jets (left) is readied for 
shipment in a special carton that cuts down four 
ways to become an attractive counter or floor 


display, as 


dere 


(Continued from page 179) 

When 
a customer is without water, you get a good re- 
ferral if you ‘drop everything’ and restore his 
service fast. 


ference between big volume and small. 


“Merchandising also that ‘something 
extra’ in promotion—something like a once-a- 
year ‘pump day’ or participation in a home show 


or county fair. Or maybe something really drama- 


means 


tic like a five-day demonstration on a farm, where 
you actually show how you install a system and 
some related products. If it’s a real wing-ding with 
hot dogs and pop and balloons for the kids, it can 
really pay off.” 


= Many of these things can be accomplished 
through a working relationship with a wholesaler 
who maintains adequate inventories and cooper- 
ates in advertising, says Myers. “By adding an 
element here and there, whenever possible, it 
isn’t long before you have a full-scale promotion 
program going.” 

And it isn’t as formidable as it might sound, 
Myers believes. He emphasizes: “The plumbing 
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shown 


The 


in this contractor’s store. 


All New 


OLYMPIAN 


contractor has an inherent advantage in that he’s 
already a professional on the mechanical services 
of a building. And he has an entree to the cus- 
tomer through his broad base of essential products 
and services that’s not enjoyed by most other 
lines of business.” 


= By following these suggestions, Myers believes 
the contractor will be capitalizing on his basic 
advantages and be on the way to more business 
and bigger profits in water systems. 

For wholesalers, Myers has this to say: “Estab- 
lish your company or some part of it as a ‘pump 
headquarters —a place where your dealers can 
come for everything they need in water system 
products and services. Do this through advertis- 
ing, holding meetings on new products or sales 
training, etc. 


s“Make maximum use of materials available 

from your manufacturer supplier to help with 

these things. If you’re too busy to do it yourself, 

train one of your men as a pump specialist. Give 
(Please turn to page 186) 
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Tight as a NEWBURY Fitting 


, & get better service on higher quality pipe fittings from Newbury. Each fitting 


is individually inspected and the highest methods of quality control are used throughout the 
manufacturing process. This assures no-leak fits and straight threads for perfect alignment. When 
you buy Newbury you know you've purchased the very best. 


+ TES aa. alt 






































BUSHINGS DRAINAGE PLUMBING 
SPECIALTIES 


MANUFACTURING CO., INC. 


A Subsidiary of Established in 1889 


Soss Manufacturing Co., Detroit 


| LAST TD LAST / Talla dean, Ala bama 
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SPEAKMAN 
AUTOFLO LINE 











The only COMPLETE line of shower and 
plumbing fixture fittings with this NEW 
built-in INTEGRAL AUTOFLO WATER CONTROL 


¢ Cuts water waste up to 2 

¢ Saves hot water and fuel 

* Gives relief to septic fields 

¢ Balances out peak demand periods 

¢ Delivers even pressure to all outlets 

¢ Saves installation time and costs 

* Delivers adequate water for all requirements 


Get the facts... write today for Catalog S-99 





AUTOFLO IS AVAILABLE NOW IN THESE FAMOUS SPEAKMAN FIXTURE FITTINGS 


ot ox Geb. 


IN SHOWERS IN SINK FITTINGS IN LAVATORY FITTINGS 











BUILT-IN INTEGRALLY 
IN SHOWER HEADS 


SPEAKMAN COMPANY 


wWwWitmM inNG To N i Se ee 2 ey me 
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How to plumb 
Mm olenecobbale mpetan 
isn’t there! 














Residents of Denver couldn’t believe their eyes as they watched the 

Alida Rae Apartment building start to go up. The foundations were hardly in 
place before the plumbing lines were installed. 

There was no error. Joe Harris of Harris & Company Plumbing was merely 
using a new technique, worked out with S. W. Haan, the architect /engineer, 
to save space, time and money. 

With NIBCO fittings from Amstan Supply, Harris employees (members 

of Denver Plumbers’ Local #3) prefabricated a copper system for this three- 
story building at the shop, hauled it to location and set it up. With 

no bother, no fuss, they completed the entire plumbing in three trips 

to the site: (1) Laid underground lines; (2) Set the 

prefabricated “‘trees’’; (3) Set the fixtures. 

If you are interested in more details, write 

NIBCO INC., Dept. J-5505 Elkhart, Indiana 


SEND FOR FREE DRAINAGE CATALOG DWV-2 
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IN FULL PRODUCTION: Myers’ 
current emphasis is on its new 
line of Olympian jet pumps. 
Here Bill Lasiter points out 
various features as a unit 
moves along a conveyer line. 


(Continued from page 182) 
him a free hand to work with dealers in planning 
special promotions and giving them technical help 


when needed. Lay out co-op advertising programs 


on a regular basis—consistency is important.” 

Dick Topper underscored the profit side of 
Myers’ suggested program: “Don’t forget that 
the old saying, ‘a pump is behind it all,’ is more 
than just a slogan. Once the water system end of 
the business gets rolling, it will spark the sale of 
related materials and products, too. And don’t 
hesitate to ask your manufacturer for help. He’s 
ready to provide it.” 


= Now let’s take a closer look at what Myers is 
doing to help its dealers and distributors achieve 
their fair share of the magic million figure in an- 
nual pump sales. 

First, it spent two years developing a new jet 
pump series, the Olympian. Production of the 
new pump line, which comes in three models, has 
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SUBMERSIBLES are the answer 
to many pumping needs, Don 
Paulson tells DE editor on tour 
of Myers plant. They'll con- 
tinue to grow in popularity as 
dealers and consumers learn 
more about them, he feels. 


been in full swing in Ashland since last fall. 
The second phase of the program—which Myers 
executives consider one of its most important 
features—called for reorganization of the firm’s 
sales setup to bring it in closer contact with the 
In effect, it amounted to a decen- 
tralization of authority by placing it in the hands 


“srass roots.” 
of six regional managers. 


s As Everett Myers describes it, all decisions re- 
lating to sales previously were made in Ashland, 
which “actually reduced the salesmen to little 
more than delivery boys. They couldn’t solve 
problems or answer needs in the field without 
calling Ashland first.” 

Along with vesting authority in regional man- 
agers, Myers executives set up a marketing group 
in the home office to provide marketing plans to 
help their customers grow. 

What does this regional setup mean to the p-h 

(Please turn to page 246) 
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Has mele) ts eo will travel | Utility and other 


emergency servicemen swear by this Dodge V-8 Tradesman, and for 
good reasons. Besides pick-up load space, it has lock-up room for all 
tools. And with famous Dodge dependability, it has these advantages 
that come in handy on all service calls: 45 hp. more than Truck “‘C’’, 
19 more than Truck “‘F’’. . . shortest turning radius. . . the largest 


payload, load space, and brakes in the low-priced 3. 


You can choose a powerful V-8 or thrifty Six, 3- or 4-speed trans- 
mission—even push-button automatic LoadFlite. See your Dodge 
dealer about this Tradesman, or any Dodge truck up to 49,000-lb. 
G.V.W. Power Giants. Find out why... 


today, 


it's real smart 
R06) 61610)-\> | BYere (exe 


i bable)-<- 








A king-sized tool chest on wheels... that’s the Dodge Tradesman’s body. 
Tools and supplies stow neatly, where you can reach them quickly. A place 
for everything. All compartments lock. Available sliding roof protects 
pick-up load space, between body sides. Choice of two body styles. 
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EXTRA 
service 


Y 


To make certain you get the most complete, most compre- 
hensive year around service from Domestic Engineering 
Catalog Directory, a new Mid-Year “Catalog File Folder’— 
supplementing the 1959 Annual Edition—will be published 
and distributed during the month of July. 


This pocket type “Catalog File Folder” will place in the 
hands of all subscribers catalog data brought out by manu- 
facturers during the first half of the year . . . plus revisions, 
improvements or other changes made in catalog material 
appearing in the 1959 Edition. 


to over 350 
DOMESTIC 


These are the people who give you what 
you want—what you need to operate as a 
successful supplier. Their goods comprise 
your stock, your inventory, and the ma- 
terials you handle and install. Their prod- 
uct data is what you refer to constantly 


in your daily business operations. 


YOU ARE IMPORTANT 


. to these over 350 top manufacturers 
in the Industry. They depend on you to 
complete their channel of distribution. 
They want you to have the most timely 

. most complete . . . most comprehen- 
sive information possible about them and 
their products when you reach your 
“Point of Purchase.” 

That’s why they’re in your NUMBER 
ONE guide to the Plumbing-Heating- 
Cooling Industry, DOMESTIC ENGI- 
NEERING CATALOG DIRECTORY. 
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TOP manufacturers in the New 


ENGINEERING CATALOG DIRECTORY 


They know their product catalog is convenient for 
you, bound and thumb-indexed in “The Big Orange 
Book,” ready for business on your purchasing desk. 
They know they’re only a fingertip reach away 
from their market .. . not lost in a confusing maze 
of individual catalogs, stacked hastily into some 
file drawer. 

They know when their name is listed in the handy 
reference sections of D.E.C.D., such as the 3000 
Classification Directory of Products, the 10,000 
Trade Names Section and the 5000 Name and Ad- 
dress Section, it makes it easy for you to give them 


@ mM 


the business. They’re confident because each adver- 
tiser in the Catalog Directory is listed with bold 
faced type and easy to use “See Page * numbers 


directing you to their catalog. 


Why not order your copy of the New 1959 Annual 
Edition of DOMESTIC ENGINEERING CATA- 
LOG DIRECTORY Now? Simply check and return 
the handy Order Form below 


Let these well-known Plumbing-Heating-Cooling 
Manufacturers help you . 
uct data. They'll be glad 


with the latest in prod- 
and so will you 





Please check your 
business classification: 
[] Wholesaler 
[] Engineer 
(1) Independent 
(] Employed by: 


Gentlemen: 


service at: 


[) 3 years for $25.00 


[] Contractor 
[] Government Agency Firm Name . 


(J Manufacturers’ Agent [I Your Name ... 
Address 


(PLEASE FILL IN) City 








(Saves 33!5% from single copy rate.) 


[] Remittance Enclosed 


DOMESTIC ENGINEERING CATALOG DIRECTORY 
1801 Prairie Avenue, Chicago 16, Illinois 


Here is my order for a Domestic Engineering Catalog Directory 


[] 1 year for $12.50 
(Regular Rate 


Bill Me 


State 
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(Also, see pages 


Sink Basket Display Boxes 
Offered by Reed-Cromex 

A Six-Pak display carton, an in- 
dividual-unit box and a card of re- 
placement sink baskets have been 
announced by Reed-Cromex. The 
lid of the Six-Pak carton folds back 
and can be used for counter, shelf 
or display island-uses. The cards 
are designed to be used in conjunc- 
tion with the display racks. 

Available from: Reed-Cromex 
Corp., 492 S. Green Rd., Cleveland 


Adrian Offers Bathroom 
Accessory Displays 

Two bathroom accessory assort- 
ment display 
made 


have been 
Adrian. Each 
assortment is mounted on a two- 
tone, perforated board. The dis- 
plays are 30 ins. square with 
rounded and can either 
hang on the wall or stand upright 
on easels. They are free with the 
purchase of the accessories. 


port... tes Ase BB aa 


boards 
available by 


corners 





Available from: Adrian Division, 
Hoover Ball & Bearing Co., 1365 
E. Beecher St., Adrian, Mich. 
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47, 76 and 137) 


Washer, Replacement Screw 
Display Offered by Schaul 

Faucet washers and replacement 
screws, in a full range of sizes, are 
offered in an orange metal display 
box by Schaul. An _ installation 
chart is included. 

Available from: Schaul Mfg. Co., 
6300 Roland Ave., Cleveland 27. 





Hercules Solder Display 
Rack Now Offered 

A self-selection display rack for 
Swif Solder-in-a-Tube has been 
made available by Hercules. It is 
designed to contain 12 bubble-pack 





cards and occupies approximately 
The rack is 


offered to retailers with the pur- 


6 ins. of counter space. 


chase of one dozen tubes of solder. 

Available from: Hercules Chem- 
ical Co., 416 Broadway, New York 
City 13. 


KK ’ 
Ace oT 
WING °° 


W USE | . 


Window Display Clock Offered by Rheem Has 
Provision for Individualized Dealer Sales Message 


A decorative hanging store front 
sign and an electric window dis- 
play clock are now being offered 
by Rheem. The window clock pro- 
vides room adjacent to the dial for 


a five-line individualized sales 


Also included are 288 
plastic letters and figures for spell- 
ing out the message. 

Available from: Rheem Manu- 
facturing Co., 7600 S. Kedzie Ave., 
Chicago 29. END 


message. 


DoMESTIC ENGINEERING, May 1959 





eee ew eK ee eee ees 


M£Donald’s 
new Century line 
of jet water systems 


GIVE 


models to 
choose from 


YOU MORE 
T0SE 


MORE CAPACITY PER DOLLAR 


Compare the GPH for each new Century 
Line Jet Pump (we'll send you specs ) 


with 
any competing line you're now selling 
You'll find that McDonald Century 
Jets give you more capacity to sell 
gallons of water per dollar 


More 


MORE CONVENIENCE 


There are four basic models to choose from 
in the new Century Line. One just right for 


~ 


/< CENTURY 


Pumps 
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Line 


your customer’s needs. Capacities to 875 
GPH. Three of the models convert from 
shallow to deep well operation in minutes 
You offer your customers convertible con- 
venience at no extra cost. Convenience for 
you, too. One pump and a minimum num- 
ber of jet fittings will fill any number of 
requirements. You sell more jobs with mini- 
mum inventory. 


MORE VALUE 
McDonald’s new Century Line is priced to 


IOWA 


e Brass Goods - 


Oil Equipment 


sell. Often costs your customers less 
competing pumps without 
quality features. McDonald's 
Line is available 
turi and impeller 
pact McDonalite 


than 
McDonald 

new Century 
nozzle 


in all bronze ven 


or in durable, high-im 


For complete information on the new Mc- 
Donald Century Line of Jet Water Systems 
— the line that gives you more to sell — 
write today to: 


a.y. MSDONALOD mee. co. 


DUBUQUE, 


Drains 





Contractor 


Distributor 


‘“‘Here’s why we used 


and 


Reveal: 


40,000 Ibs. 


of BRIDGEPORT 


Copper Tube” 


“When | got the bid on 
the Encina, California, 
new high school,” says 
plumbing contractor, Roy 
V. Anderson of F. L. 
Anderson Company, “| 


needed uniform top qual- 


ity in copper water tube. 
Once | was sure of this, | 
had to be sure of on-time 
delivery.. If I'm late, you 
know what happens to my 
profit and my reputation. 
But Crane Company al- 
ways gives me exactly 
what | want in copper 
water tube and DWV for 
plumbing, heating and 
drainage jobs. I've been 
in this business long 
enough to know that 
when I'm backed by a 
Bridgeport distributor, | 
can guarantee and de- 
liver on time.” 





“Right,” said Crane’s pro- 
motional salesman, Jack 
Richmond, “and Bridge- 
port distributors are 
backed by all the tech- 
nical and engineering 
help our customers want.” 


Fi ee 
Architect: Satterlee & Tomich 
Mechanical Engineer: Lester O'Meara 
Piumbing Distributor: Crane Co., Sacramento 
Plumbing Contractor: F. L. Anderson Company 


BRIDGEPORT 2, CONNECTICUT 


“With Bridgeport’s local 
warehouse stocks,” 
plumbing distributor 
spokesman, Robert 
Hencken of the Crane 
Company of Sacramento, 
adds, “Il know | always 
can deliver the materials 
to the contractor when he 
needs it. Pure and sim- 
ple, it’s a chain in which 
we’re a strong link.” 





BRIDGEPORT BRASS COMPANY 


Specialists in Metals from Kuminum to Lirconium 
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“Only Noah could make 
» more money than you...with 
Barnes Sump Pumps!” 





Wherever there’s water, there’s plenty 
of profit in Barnes Sump Pump sales. 
Deluxe and economy pedestal models 
and a new lightweight submersible de- 
liver up to 3100 GPH. Heavy-duty in- 
dustrial sumps, too, with capacities to 
4800 GPH, lifts to 25 feet. Want to find 
the silver linings in the rainclouds in 
your parts? Just write old Jim Hulse 
before the next downpour 








(BARNES 


BARNES MANUFACTURING CO. 
MANSFIELD, OHIO 














Jim Hulse, Sales Promotion Manager, Barnes Manufacturing Co 











News . . . continued from page 66 Shipments of Gas Heating 
Equipment Up in February 
New York Ciry—A 34 percent 
gain over 1958 in February ship- 
ments of gas-fired residential cen- 
tral heating was reported by the 
Gas Appliance Manufacturers Assn. 
The total shipment of gas fur- 
naces of forced warm air and grav- 
ity types was 64,700, up 46.4 per- 
cent. Boiler shipments totaled 
5,700, up 11.8 percent. Gas conver- 
sion burner shipments, however, 
declined 24 percent to 5,700 


Noland Awards Prizes 
in Ist Month of Contest 


Newport News, VA.—Some con- 
tractors have compiled more than 
40 percent of the points needed to 
win a trip to Paris in the first 
month of a six-month-long time- 


ONE-SIDE ACCESSIBILITY of the new Acme Industries Inc. packaged air condi- 
tioner is pointed out to H. W. Smith, advertising manager, by R. C. Robertson, 
director of sales for the Jackson, Mich. firm. The new unit has all controls and 
maintenance points on one side to permit installation close to a wall. An en- 
closed cabinet is designed for full protection of components during operation. 


payment remodeling sales cam- 
paign sponsored by the Noland 
Co., p-h wholesaler with branches 
in 36 cities. (See, also, DE fo: 
March, page 105.) 


Jensen Predicts Stainless Steel Sinks 
Will Garner 34ths of Future Market 


, Several trips to Nassau already 
AppIson, ILLt..-An executive of a nant use in many other countries. 

: ‘. . aoe have been won by contractors in 
growing manufacturing company Jensen came to the U. S. in 1955 


Mississippi and Georgia. 


here predicts that stainless steel 
sinks will outsell other types “by 
three to one in a few years.” 
Harold Jensen believes 75 per- 
cent of all sinks sold in about five 
years will be made of stainless 
steel. He is vice president of pro- 
duction for Jensen-Thorsen Corp., 
producer of stainless steel sinks. 


aHe points to the growth of the 
corporation as an _ indication of 
consumer acceptance of stainless 


steel sinks and to their “predomi- 


Robertshaw-Fulton Names 
Reynolds Board Chairman 


RicHMonp, Va.— Richard Rey- 
nolds Jr. has been elected chairman 
of the board of directors of Robert- 
shaw-Fulton Controls Co. 

Reynolds, who’s_ president of 
Reynolds Metal Co., succeeds John 
Robertshaw. The latter will serve 
as vice chairman of the board until 
he retires June 30. John Krey was 
elected to the executive committee. 


from Denmark to produce stainless 
steel sinks, which he manufactured 
in his native country. Karl Jensen 
(not related to Harold) is president 
of the corporation. 


aThe firm started with a “smal! 
plant and a handful of men” in 
1955, but within six months 25 men 
were at work. A new plant with 
nearly four times the capacity of 
the first oné was built last year, 
and now the corporation employs 
about 65 men in both plants. 

The young firm has become one 
of the five leading producers of 
stainless steel sinks, Jensen be- 
lieves. He said 17 percent of all 
sinks sold are stainless steel. 


aHe is convinced that stainless 
steel sinks will become as popular 
in the U. S. as they are in other 
countries. In Canada 85 percent of 
all sinks sold every year are stain- 
less steel even though they cost 
more than other types, he said. 
And almost all sinks sold in Scan- 
dinavian countries are stainless 
steel, the executive added. 


Contractors who participate in 
the contest to sell remodeling on 
time payments are awarded prize 


(Please turn to page 198) 
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PRIZE POINTS: Ann Eastwood of No- 
land Co., Newport News, Va., points 
to the progress some contractors have 
made in building up points toward a 
trip to Paris or Hawaii in the firm’s 
time-payment sales contest. 
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TO AVOID CUSTOMER COMPLAINTS 


SWITCH 10 WATER WITCH 


The Perfected Toilet Tank Ball Guide! 


Used by Plumbers for over FIVE YEARS 
throughout the United States 














e Stops annoying tank noises 


e Prevents loss of water 





e Positive seating 


e Fits most modern toilets 








There is something technically unique 
about WATER WITCH TANK BALL 
GUIDES... they seat every time, snug- 
ly, with no water loss. Thus, there is 
no annoying tank disturbance through 
leakage. 





The WATER WITCH fits most mod- 
ern closets, including those without 
brass overflow pipes. Operates with 
positive action. Floats freely and gives 
years of long, trouble-free service. The 
WATER WITCH is made of the finest 
yellow brass obtainable. Is fully war- 
ranted by the WILLMAR Company 





You Create Customer Satisfaction with WATER WITCH! 


The WATER WITCH is made of the finest ye w bro 


it has the most re 1ctior 


' 
revolutionary principle f a Buoy 
will help build your busine Contact 


THE WILLMAR CO. 
1217 5th STREET, NORTHWEST 
ALBUQUERQUE, NEW MEXICO 
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Why is RHEEM-RICHMOND 


The Fastest Growing 
Name in 
Plumbing Fixtures? 


T WOULD be too easy to say 
that Quality is all that lies 
behind the rise of RHEEM- 
RICHMOND to such an im- 
portant place in the manufacturing 
of Plumbing Fixtures. A lot of dif- 
ferent things go to make up Quality. 


Superior Materials 


RHEEM-RICHMOND Plumbing Fix- 
tures are made of controlled process 
enameling cast iron, the finest enam- 
els and the best china clays. This 
means we start with the finest ingre- 
dients. 


Exceptional Design and 
Top Engineering 
For beauty of line, for arrangement 
of flat and curved surfaces, you'll 
find RHEEM-RICH MOND fixtures styled 
for today — and yet with good taste 


that will be just as good years from 
now. And for functional engineering 
— you'll see that RHEEM-RICHMOND 
makes no compromises, insists on top 


performance. The Futura lavatory 
on the lower left is an example of 
RHEEM-RICHMOND’s modern styling 
and superior engineering... 


Skilled Manufacturing 
Personnel 

For length of service and pride of 
craftsmanship, the men of RHEEM- 
RICHMOND are outstanding in the in- 
dustry. Supporting these craftsmen 
is an unequalled system of checking 
and final inspection. We add Quality 
Control to Quality Materials and 
Quality Workmanship. 


Complete Line, Full Selection 


By “complete” we mean complete in 
all aspects — color range, matching 


new 


design, price—for all residential, in- 
dustrial and institutional uses. 
Throughout the completeness of this 
line, RHEEM-RICH MOND maintains its 
outstanding quality. There is a 
RHEEM-RICH MOND Plumbing Fixture 
for your every plumbing need. 


Perfectly Matched Colors 


The home-buyer or remodeler can 
choose from seven colors (plus 
‘“‘Whiter-White’’) of RHEEM- 


RICHMOND fixtures — each color per- 


new 


fectly matched, in a wide choice of 
matched designs. What’s more, 
RHEEM-RICHMOND provides this va- 
riety of colors in each price bracket. 
For example, this new RHEEM- 
RICHMOND closet combination pic- 
tured above, The Lacrosse, with its 
modern lines, is actually priced in 
the economy bracket 


Colors are worth extra emphasis, 
because they are probably the quick- 
est way to measure quality — again, 
quality that goes all the way from 
materials to final inspection. RHEEM- 
RICHMOND’s non-fading colors really 
match — and match forever 


More New Products 


Continuing product development is 
another reason for the rapid growth 
of RHEEM-RICHMOND. As an example, 
the 1959 line offers still more new 
closet combinations. Among others 
is the Claymore, pictured to the left, 
with its luxury look in the moderate 
price range. 


What This Means to You 


Apart from your pride in selling 
proved quality, you make more profit 
with RHEEM-RICHMOND fixtures by 
eliminating headaches andcall-backs 
So you profit and the ultimate con- 
sumer profits. 


This is the story behind the Fast- 
est Growing Name in Plumbing Fix- 
tures. Write for literature. 


Qe 


RICHMOND 


PLUMBING FIXTURES DIVISION 


Rheem Manufacturing Company, Metuchen, New Jersey 
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To the man who asks: 
“What's in it for me?” 


You've probably read... or heard... about the Seal of Certifi- 
cation Program for unitary* air-conditioners. You probably know 
that it was developed by the Air-Conditioning and Refrigeration 
Institute in cooperation with the National Warm Air Heating and 


Air Conditioning Association. 
“All right,” you say. “So what’s in it for me?” 
Good question. And it has some good answers. For instance: 


YOU CAN NOW SPECIFY WITH ASSURANCE, because 
this program takes the guesswork out of a complete system. Of 
course, it’s still up to you to determine the total cooling capacity 


needed, but now you'll be working with units of assured capacity. 


YOUR SERVICE CALLS AND EXPENSES SHOULD BE 
REDUCED. You'll eliminate many headaches caused by units 
which do not perform satisfactorily under adverse conditions. This 
is because ARI-certified equipment, in addition to meeting ARI 
capacity-rating standards, is also subject to a number of rigid 
performance and safety tests. Among these are tests covering 
insulation efficiency, condensate disposal and performance under 
maximum Operating conditions. With these additional assurances 
of guaranteed performance, your customers will be happier . 


and so will you. 


YOUR SELLING JOB WILL BE EASIER. Too often, a custo- 
mer decided not to buy, because he was confused. He didn’t know 
what to believe among so many conflicting and ambiguous claims 
about performance. Now, you can present a factual, uncompli- 
cated selling story about units with the Seal of Certification. 
Customers can readily compare brands by the same standard of 
rating capacity...and then decide what other features... and 


price range... they want. 


That's what’s in it for you. 
Manufacturers participating in the program: 


Florida Warre 
y e Friedrich Refrigerators, 


DomEsSTIC ENGINEERING, MAy 1959 





News . . . continued from page 194 Noland Awards Prizes 
in Ist Month of Contest 


(Continued from page 194) 


points based on the dollar volume 
of each time-payment contract 
handled through Noland Credit Co., 
a subsidiary of the Noland Co. 

The contest, titled “Partners in 
Profits,” ends Aug. 31. Noland’s 
contractor-customers are eligible 
to win more than 1,600 merchan- 
dise and vacation-trip prizes. 


Line Material Kicks Off 
Fibre Pipe Campaign 





MitwavuKeEE—Line Material In- 

MUSICIANS AND A GIRL helped introduce guests as they walked through the dustries has kicked off its 1959 
door-cover of the Permaline Diary of W. M. Bloom, product manager of Line 
Material Industries, at the firm’s annual sales conference in Milwaukee. More 4a 
than 300 sales representatives attended the conference. (Story at right. paign with catalogs and selling aids 
for plumbing wholesalers and with 


fibre pipe sales promotion cam- 


sales engineers available for talks 
to interested groups. 


Plastic Pipe Market to Hit $90 “L-M Permaline for ’59” is the 


theme of the campaign. 
Ain Catalogs being distributed to 
Million Next Year, Wholesalers Hear wholesalers include product bulle- 
tins, price lists, envelope stuffers 
Cuicaco—A $90 million retail the size that the potentials of its advertising mats and ad reprints. 
market in 1960 for thermoplastic products indicate. W. M. Bloom, product manage! 
pipe and more uses for the mate- Reed urged the selling of only for Permaline products, told DE 
rial were forecast here last month _ the best plastic pipe to increase the that L-M fibre pipe engineers are 
during the spring meeting of the public’s confidence in the material. (Please turn to page 200) 
Central Supply Assn. 
Opportunities for present and 
future applications of plastic pipe ; 
were told by George Reed, chair- Union Malleable Opens Chicago Warehouse 
man of the Plastic Pipe Research 
Council, to CSA workshops 


a The largest single use for plastic 
pipe today is in transportation of 
cold water, and “as new and more 
heat-resistant materials are devel- 
oped and code problems overcome, 
plastic pipe applications will ex- 
pand into the residential plumbing 
market,” Reed said. 

Present uses of plastic pipe in 
sprinkler systems, gas line renew- 
al, irrigation, jet well, filtration 
plant and chemical lines were 
shown in colored slides 


mReed said six associations and A GIANT-SIZED ORDER PAD, big enough to take care of an expected hike in 
organizations are working on_ sales of Union Malleable Manufacturing Co. products, is examined by the 
firm’s Chicago sales representatives, the Shamrock Plumbing Sales Co. The 
salesmen are (from left) Bill Biltzer, Bob Gross, Ben Drachler, Jerry Ross, 
Harry Gorelik and Harold Gladstone. Union opened a warehouse and ship- 
ping depot in Chicago recently for faster handling of orders in the area 


standards for plastic pipe and fit- 
tings, to upgrade the material and 
to enable the industry to grow to 
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“KitchenAid dishwashers 


are built to 


high quality standards 


that eliminate 


my service calls” 





Big statement? You bet it is, but it’s true! KitchenAid 
engineers made this dishwasher right—quality control at 
the factory assures that it’s built right...and they made it 
with a plumber in mind. Once installed, a KitchenAid 
dishwasher rarely needs service or adjustment—calls that 
rob a plumber of his time and profit. 

KitchenAid is designed for easy installation, with spe- 
cial straddle construction that permits sliding the unit in 
over roughed-in plumbing. All connections can be made 
quickly from the front. 

KitchenAid’s exclusive dishwashing features—Hobart 
revolving power wash action and flowing hot-air drying 
—get dishes clean and bright. The wash pattern provides 
balanced volume and velocity so necessary to effectivel) 


hitchenAid.: 


the plumbers’ dishwasher 


The finest made...by Hhuotbbcawt 
The World's Largest Manufacturer of Food, Kitchen and Dishwashing Machines. 
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wash tableware everywhere in the dishwasher. A unique 
dual-strainer system prevents food particles from spray- 
ing back on tableware. Uniform heat, with flowing hot- 
air drying, prevents crazing and discoloration of dishes. 
All these add up to customers’ satisfaction. Their satisfac- 
tion and recommendations to friends are the best selling 
tools a plumber can have. 


Sell KitchenAid quality! 


KitchenAid Home Dishwasher Division, Dept 
The Hobart Manufacturing Co., Troy, Ohio 


(In Canada, send to: Hobart, 175 George St., Toronto 2) 


Please send literature and specification sheets on the full line 
of KitchenAid dishwashers 


Oo” 


Address.. 





News . . . continued from 


page 198 


THE GLAD HAND is given to L. Wayne Gift, winner of Wm. Steinen Manufactur 


ing Co.'s president award as ‘‘Salesman of the Year” 


delphia recently. Wm. Steinen 


left), president of the company, 


at ceremonies in Phila- 
made the 


presentation to Gift for exceeding his sales quota by the highest percentage. 


Wholesalers, Contractors Get Nod Over Appliance 
Outlets for Whirlpool’s Air Conditioning Line 


CHICAGO 
dustry 


The competence of in- 


wholesalers was given a 
testimonial RCA 
Whirlpool Heating & 
Cooling Products Co. as its whole- 
saler in the Chicago area to sell 


only to installing contractors. 


recently when 


appointed 


the had 
distributed its heating and cooling 


a Previously, company 


products only through appliance 
distributors and dealers. 


Speaking at a press conference 


Plant Addition for 
Kenco Is Announced 


Lorain, O.—An addition to its 
Kenco Pump Division plant here 
has been announced by the Ameri- 
can Crucible Products Co. 

The one-story, 2,160 square foot 
addition is designed to improve in- 
ventory control, clear the produc- 
tion area of parts storage and en- 
able further expansion of the pro- 
duction assembly line 

Paul Pheiffer, division manager, 
said this is Crucible’s second plant 
expansion to be started this year. 
The firm’s foundry division also is 
adding 2,800 square feet. 


here last month, David Armbrus- 
ter, national sales manager for RCA 
Whirlpool central home air con- 
ditioning, said: “Central home air 
conditioning costs 25 percent less 
if it is installed in new homes at the 
time they are being constructed 
For this reason, the Whirlpool dis- 
tributor in the Chicago area has 
embarked on a new merchandising 
approach. 

“In 
of the 


recognizing the importance 


wholesaler - to - contractor 


Line Material Kicks Off 
Fibre Pipe Campaign 


(Continued from page 198) 
available to address wholesale: 


groups, contractor meetings, sani- 
tation groups and architects and to 
work with code committees. 

The firm manufactures bitumin- 
ized fibre pipe and fittings for resi- 
dential, industrial and agricultural 


applications. 


A PRETTY MISS displays the sales pro- 
motion kit for Line Material’s Perma- 
line fibre pipe which was distributed 
among salesmen at the company’s re- 
cent annual meeting. 


chain of merchandising, Whirlpool 
will strive to maintain a steady de- 
mand for air conditioning by con- 
centrating on the new home field.” 
(NEWS continued on page 202) 


HERE’S HOW THE NEW ADDITION wil! improve inventory control at the Kenco 
Pump plant, says Paul Cregar (at left), production manager, to Paul Pheiffer, 
division manager (center), and James Huiett, sales manager of Kenco. 
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ONLY CAST IRON BASEBOARDS 
CAN COMPLETELY 


~ b MEET THESE REQUIREMENTS 


1. 
UNIFORM 





Women have gone on record 
that these are the three things 
they want in a heating system! 








Weil-McLain Cast Lron Baseboards provide the kind of heating women 
want because only cast iron has the qualities which make it possible. 

Uniform heat is assured by the heat-holding abilities of both cast iron 

and water. The generous waterways of Weil-McLain Baseboards hold a 

large volume of water which loses heat slowly between burner cycles — 
° = = 

no sharp drop in temperature. —=- 











UNIFORM HEAT 








Quiet heat is made possible by the small expansion and contraction 
which occurs when cast iron is heated and cooled. In addition, Weil- 
McLain Baseboards are made of one metal—no differing rates of expan- 
sion to cause creaks and groans. 





Clean heat... because a cast iron baseboard produces a large amount of QUIET HEAT 
radiant heat — does not depend upon a rapid convection of warm air to do 
a proper heating job. The flow of warm air from a Weil-McLain Baseboard ge _| Fy 

“ay ey 
' 1 ei - 





is slow and gentle—doesn’t pick up dirt to streak walls and soil draperies. 


For a proved selling help, send for booklet ‘Why Cast Lron Baseboards.”’ 


a | 
WEIL: Mc LAIN a 
CLEAN HEAT 


WEIL McLAIN || CAST IRON BASEBOARD PANELS 


WEIL-McLAIN COMPANY, Dept. A-59, Michigan City, Ind. 
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News... continued from page 200 


A VICE PRESIDENT GREETED plumbing contractors from Illinois who made a 


one-day tour of the Kohler Co. plant in Kohler, Wis. recently. 


A. G. Zibell 


second from right), vice president and sales manager, welcomed (from left) 
Raymond Webb, D. L. Harford, D. D. Clodfelter and John Fitzgerald. 


Mid-Atlantic Wholesalers Elect Tice President— 
Draw Over 500 to Atlantic City Convention 


Atiantic City, N.J.—Mark Tice, 
Lebanon, Pa., was elected presi- 
dent of the Middle Atlantic Whole- 
salers Assn. at the group’s annual 
meeting here last month. 

The two-day meeting drew over 
500 members and guests. Featured 
speakers during the open sessions 
included Lee Martin, president of 
Northern Brass Co., who 
told the assembled wholesalers 
about his recent trip to Russia; and 
Robert Williams, National Tube Di- 
vision of U. S. Steel, who spoke on 
the wholesaler’s role in steel’s fu- 
One of the of the 
meeting was a period set aside for 


Indiana 


ture. features 
wholesaler-manufacturer confer- 
ences on mutual problems 
Another highlight of the meet- 
ing was a presentation of the Day 
& Night Manufacturing Co.’s new 


Union Malleable Opens 
Chicago Warehouse 


ASHLAND, O.—A warehouse and 
shipping depot have been opened 
in Chicago at 4066 S. Princeton 
Ave. by Union Malleable Manufac- 
turing Co. 

The company manufactures mal- 
leable and cast iron fittings, steel 
and brass nipples, plastic pipe fit- 
tings, drainage specialties, etc. 


202 


“Ace in the Hole.” (For the 
“Ace” story, see page 57.) 

Other officers elected at the 17th 
annual meeting are first vice presi- 
dent E. E. Thomas, Frederick 
Trading Co., Frederick, Md.; sec- 
ond vice president J. W. St. Clair, 
Hajoca Corp., Ardmore, Pa.; and 
treasurer Warren Rainear, C. J. 
Rainear & Co., Philadelphia. Don 


Richards is executive secretary 


film 


Water Heater Contest W 


Illinois Contractors 
Feted on Kohler Tour 


KOHLER, WIs. 
contractors from 


More than 51 p-h 

the Decatur, III. 
made a_ whirlwind, 
of the Kohler 
recently. 

The contractors were guests of 
Field & Shorb Co., Decatur whole- 
saler, which has been a distributor 
for Kohler since 1910. 

The day-long visit began in the 


area all-day 


tour facilities here 


pottery section where the contrac- 
tors viewed a display of materials 
used in the manufacture of vitreous 
china fixtures. It ended late in the 


buffet 


served before train time 


afternoon with a lunch 


Oil Heat Clinics Set 
for June 3-4 in East 


NEw 
gional 


Eastern 
clinics 


York City 
management 


re- 
are 
scheduled to be held June 3-4 in 
Boston, the Oil Heat Institute of 
America has announced. 

The first day’s clinic will cove: 
credit, and 
office management procedures. The 
June will 


accounting, insurance 


4 session discuss sales, 
promotion and sales management 
The institute’s distribution divi- 


(Please turn to page 204) 


inner Named 


A WINNER IN THE PICTURES FOR PROFIT contest conducted by the Permaglas 
Division of A. O. Smith Corp., Don Marder of International Supply Co., Dallas, 
receives his award from W. L. Melcher. Melcher is Permaglas sales representa- 
tive in the area. The winning salesman is accompanied by O. G. Vogt, vice 
president of the supply firm. The contest was held to obtain case histories of 
commercial water heater installations for use in Permaglas promotions. 
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BRIGGS .,. 


B 


style leader in plumbing fixtures 


BISSELL, INC., PLANT, Grand Rapids, Mich. Architects: J. & G. Daverman Company. Plumbing Contractors: VanderWaal-Troske 


New Bissell, Inc., plant features durable, 


hand-crafted vitreous china by Briggs 


Vitreous china plumbing fixtures, superbly hand-crafted by Briggs 
experts, will add both stylistic beauty and functional « 

Bissell’s new Grand Rapids plant. Architects J. & G. Daverman 
Company sought fixtures that more than met the codes, found 
them in the extensive, carefully coordinated line 


Briggs Milton Lavatory 
is carrier-mounted, pro- 
vides 5” back, integral to their selection of a total of 84 Briggs fixtu 
front overflow and anti- 

splash rim. industrial, commercial and institutional work, 


ware. Balanced design, functional features, pure e) 


decided advantages in this easy-to-work-w 
Harley Earl, Inc., for Briggs, in high-densit 
manufactured under the strictest standards o 
For fixtures that can make a beautiful difference, 
Briggs Lawton Urinal install Briggs Beautyware, the brand that make 
specified for Bissell’s new 
plant displays cleanly 
sculptured design. All 14 


are wash-out, include in- 
: . , 4 *xtended shield 
Closet in durable vitre- flushing rims, integral 


ous china gives wall- china strainers and trap 
hung convenience with with cleanout. Six color 


blow-out operation. and white. B a \ W It 
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News... 


continued from 


page 202 


SALESMAN OF THE YEAR: R. T. Goldsmith, president of R. T. Goldsmith & 
Associates, Atlanta, Ga. (fourth from right), accepts keys to a new car from 


H. Lipman, president of Jamaica Manufacturing Co., Brooklyn. 


The firm’s top 


salesman was presented with the car during a meeting in New York City. 
At left are M. Lipman, J. Richardson and M. Blumberg, all of Jamaica, and, 
at right of Goldsmith, S. Greenburg, J. Bailey and A. Porter, all of Goldsmith. 


It's Back to School’ for 20 lowa Contractors 
in Test of PHCIB’s First Training Program 


CHICAGO 


contractors 


Some 20 Dubuque, Ia. 


are currently under- 
going a sales training course spon- 
the 


Cooling Information Bureau 


sored by Plumbing-Heating- 
The course, which began April 


30, is the Bureau’s “pilot” course 


Ad Plugs Quality Fixtures, 


Today s wonderful new homes are better planned, better built 


NOW IS THE TIME 


NOW IS THE TIME to buy a new house, says this prize- 


winning American-Standard consumer ad. 


204 


After it’s tested 
in Dubuque, the course is expected 


on sales training. 


to be put to work in other com- 
the 
In charge of the course is James 
Lichty of the University of Wis- 
(Please turn to page 206) 


munities throughout country. 


Wins Top Award 


and better equipped 


se ome et ae ad et ert 
—_ 


It won the 


Oil Heat Clinics Set 
for June 3-4 in East 


(Continued from page 202) 
sion, under the direction of national 
chairman T. R. Loizeaux, is spon- 
soring the clinics 
Those wishing to attend the clin- 
ics may obtain further information 
Oil Heat Institute, 
New York City 36 


from the 500 


Fifth Ave.. 


Apprentices May Face 
Aptitude Tests 


D. ie The 


aptitude tests in selecting plumb- 


WASHINGTON, use of 
ing apprentices, where local condi- 
tions permit, has been recommend- 
ed by the National Joint Plumbing 
Apprenticeship Committee. 


s The 


study made by the committee “be- 


recommendation followed a 
cause of the importance of prope 
selection of apprentices into train- 
ing programs and the apparent in- 
the 
aptitude tests.” 


terest in use of recognized 


The aptitude tests would 
supplement present methods of se- 
lecting apprentice candidates, ac- 
cording to William Murphy, chair- 
man of the industry’s joint appren- 


ticeship committee 


TO BUY A NEW HOUSE! 


Special President’s Citation from the Producer’s Council 
The ad stresses quality products. 


See story, page 208. 
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Bringing a new era of CLEANLINESS and SANITATION to BATHROOMS 


NEW WALL-HUNG new Joes Vidoniial 


BATHROOM CLOSETS UNITRON 


Photo courtesy of 
Crane Company 


ot) 


4 


ers 











Carrier and fitting 
install easily 
within standard studding 


_— 
Photo courtesy of 
American-Standard 


_ 


With wall-hung closet, 
bathroom floors are 
at last easy to keep clean. 


CLOSET CARRIERS 


Series No. C-010 Residentiai Carrier 


THE CLOSET CARRIER has the features 


that make installation simple and quick 


@ Carrier and fitting fit into stand- @ Fits all manufacturers’ closet bowls 
ard plumbing wall construction with standard bolt centers 

@ Ample vertical and horizontal 
adjustment for floor and wall Follows Government and Institutes 
variations regulations for standard dimensions 
Suitable for frame or slab 


: Over 90% floor supported 
construction 


@ Fits within standard stud center- @ Quickly installed — built to last 
to-center dimensions a lifetime 


The wall-hung residential closet is a ‘center of attention’’ with home buyers 
today. Housewives see it as a new era of ease in cleaning and maintain 
ing present-day bathroom floors. Builders find it offering extra savings in 
construction and a wonderful new feature to sell. Helping to popularize 
this off-the-floor trend is the new Josam Residential Closet Carrier. It makes 
the installation of the closet so easy . . . so simple and so trouble-proof 
that building and plumbing contractors alike welcome it! Get complete 
details by sending coupon for Manual FR today! 


JOSAM MANUFACTURING COMPANY 
Dept. DE-5, Michigan City, Indiana 


JOSAM MANUFACTURING COMPANY > te ee 


General Offices and Manufacturing Division 
MICHIGAN CITY, INDIANA 


REPRESENTATIVES IN ALL PRINCIPAL CITIES 
West Coast Distributors 


Firm 


Attn. of 


Canadian Manufacturers 4 Address 


JOSAM PACIFIC COMPANY JOSAM CANADA LIMITED 


San Francisco, Calif Toronto 


Canode : City 


Joseam products are sold through plumbing supply wholesalers. 
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Ropuct 


LEADS IN QUALITY 
HEATING PRODUCTS 
SINCE 1906 


Exclusive 
Removable 


Coil 


ALL Copper 
a & Cast tron 
TANKLESS HEATER 
e Defies comparison at any price 
e REMOVABLE feature permits 
re-use of shell or coils 
e Ideal for hard-water areas 


KAM Water Hammer 
Eliminator 
Protection against water 
hammer .. . cure irritat- 
ing noises and destructive 
vibration 
caused by 

water 
hammer 


KAM | 
Automatic Brass Q 
Sump Pump 

Install KAM’s sump | 
pumps now every 
home should have 


protection against 
flood damage. 


Write for valuable information today 


PRODUCTS CORP. 

239-249 ALABAMA AVENUE 

BROOKLYN 7; NEW YORK 
DICKENS 6-8900 
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(Continued from page 204) 
New Company Formed 
to Make Kel-Win Faucet 


RIcHMOND, Va.—A new company, 
the Kel-Win Manufacturing Co., 
has been formed here to produce 
and market the patented “self- 
seating” Kel-Win faucet (see New 
Products, page 140). 

The firm was established by 
Robert Winfree, inventor of the 
new faucet, and Robert Keller III, 
president, who helped Winfree de- 
velop the first working model. 

Its sales and administrative of- 
fices are located here and the plant 
is in Colonial Heights, Va. 


Gordon to Head Southern 
California Wholesalers 

Los ANGELES—Mayer Gordon was 
elected president of the Wholesale 
Plumbing Institute of Southern 
California for the 1959-60 term, at 
the organization’s annual meeting. 
He is owner of Gordon Plumbing 
Supply Co. of West Los Angeles. 

Other elected officers are vice 
president Al Bean, vice president 
of Lord-Babcock Inc., Vernon; sec- 
retary William Krips, general man- 
ager of Tri-County Supply Inc., 
Colton; and treasurer Peter Kee- 
nan, Keenan Pipe & Supply Co., 
Los Angeles 


It's ‘Back to School’ for 20 lowa Contractors 
in Test of PHCIB’s First Training Program 


(Continued from page 204) 
consin’s Business Institute. Con- 
tractors participating in the course 
are attending a three-hour session 
every other week for 10 weeks. 

Wholesaler salesmen in the Du- 
buque area also will receive in- 
struction oriented to their needs, 
according to the Bureau. The two 
weeks between sessions is to allow 
sufficient time for wholesaler fol- 
low-up with each participating 
contractor to discuss the facts de- 
veloped at the previous meeting 
and to assure that the technique 
and business-building assignments 
of each session get put to work for 
greatest effectiveness. 


» ‘This pilot program is the result 
of many months of planning and 
research on the part of the PHCIB 
Sales Training Council,” said Nor- 
man Wicks, executive director. 
“The council designed it to help 
the contractors take the greatest 
advantage of their greatest asset— 
the fact that they’re invited into 
homes, stores, offices and other 
business concerns.” 


#The council employed a profes- 
sional market research agency to 
determine current selling practices 
in order to design a program to 
help the contractor do a more ef- 
fective job of selling his products 


and services, Wicks said 

He summed up the council’s 
goals for the pilot study as follows: 
(1) to meet the research findings 
(2) to be practical and easy to in- 
corporate into the contractor’s 
present methods of operation, (3) 
to produce measurable results, (4) 
to require no expensive promotion, 
(5) to place little extra burden on 
the contractor’s installation force, 
and (6) to whet the contractor's 

(Please turn to page 208) 


STOPS 
TOILET TANK 


SWEATING 


V jp 


Jayelite 
Anti-Drip 
Tank Liner 
Famous Dow 
Styrofoam 
Goes inside the 
tank .. 
Pre-cut for fast 
installation 


Patented construction assures perfect fit 
because it bends around corners of tank 
—No extra seams or parts! 
Some Distributorships Available—Write 
There is only one Jayelite $395 
Protected by Patents! 
Complete with special mastic Retai 


GLO-BRITE EF NS Caittomic Avenue 
Chicago 45, Illinois 
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Your last trip, Mrs. Barnes! Here’s your new ‘‘garbage collector!’ 
Have it in pronto. Now, you and Mr. Barnes can quit worrying about hauling out garbage 


Mr. Barnes does the worrying—! do the hauling. 


ied , 
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Sure sell a lot of these WASTE KINGS...And | know why. Best one in the 
business...bar none. The WASTE KING PEOPLE put this 
special insulated shell around the works and some special 
rubber Hush Cushions at all the connections. Call it the 
Magic Sound Barrier. Quietest one you could buy 











There you are. All set to go to work 
Fastest in the business, too. No more noisy grinding 
got this new Liquifying Action. My wife wouldn’t know 
what to do without her Waste King. | know 
you're going to like it. | like it too...so easy to install . For full facts on all the 
and | never have a call back. famous easier-to-sell WASTE 


features, write to 
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(Continued from page 206) 
appetite for the next phase of the 
continuous sales training program 

“With an expert in instruction at 
the helm through this pilot oper- 
ation, a practical pattern for sales 
training that can be adapted to the 
individual situation in most com- 
munities will result,” Wicks point- 
ed out. “Lichty will also have the 


assistance of members of the Bu- 


Let 


reau’s Sales Training Council in 
actual class sessions. Those who 
serve on the council are themselves 
experts in group training and are 
in close touch with the problems 
that must be overcome to put the 
p-h-c contractor in a better com- 
petitive position.” 

At the conclusion of this pilot 
course, the council will prepare a 


complete program package recom- 


REPRINTS 


work for YOR... 


Thavble pV 


lay preehetbes 
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‘ 
~ wel ov perant 


ordered in Cptity 


BE prin at articles trom Domestic Engineering 
which have a bearing on your business frequently 


niake excellent mailing pieces for your public rela 
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So. next time vou see an artiol 


of this type in Domestic Engineering which you ean 
ise in reprint form, won't you please write for quo 


tations, We'll answer promptly, 


Domestic ungineering 


1801 Prairie Avenue 


Chicago 16, Illinois 


mendation, Wicks said. An impor- 
tant part will be instructional aids 
for training those who will conduct 
the initial course elsewhere. Fol- 
lowing this “train the trainer” 
phase, the course will be ready for 


broad local use. 


American-Standard Ad 
Wins Special Citation 


New York City—A consume: 
advertisement by American-Stand- 
ard headlined “Now Is the Time to 
Buy a New House” has won the 
first awarding of the Special Presi- 
dent’s Citation of the Producer’s 
Council (see page 204). 

The advertisement, which shows 
an illustration of the firm’s line of 
heating, kitchen and _ bathroom 
products outside the shell of house 
under construction, also won the 
exceptional merit award. In addi- 
tion, the firm won honorable men 
tion for a builders’ advertisement 
‘Can You Increase the Appeal of 


You Homes Economically? 


William Wallace Will Build 
Additional Plant in Ohio 


BeLmMont, Catir—A manufac 
turing plant to produce its com 
plete line of Metalbestos vent pips 
and chimneys will be campleted by 
William Wallace in Lagan, OQ. by 
mid-duly, aeearding ta Alan Kin 

Te) pire chert 

hatal east a e new faewity | 
eatinated at Vee Garter al «a 
Villion datlavs. ‘Te plant will ee 
oY AA sullabe feet aed | 
IVT TD A en Ce od a a 
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Meme Show Plumbing Display 
Draws 23,000 Visitors 
Patt, MINN A displas 

ponsored jointly by three lara 
plumbing equipment distributor 
iid a contractor msociation it 
the Home-A-Rama here attracted 
O00 visitors recently 

The St. Paul Assn. of Plumbing 
Heating and Mechanical Contra 
tors joined with Crane Co., Man 
ners-Motz Co. and Amstan Supply 
to set up displays covering a fou 
booth area. (See photo, page 66.) 

Crane displayed a complete 
kitchen, Manners-Motz featured a 
hot water gas-fired boiler and 
baseboard radiation, and Amstan 
showed bathroom fixtures 

“The purpose of our endeavor 
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was to make available to the pub- 
lic through display, literature and URRA 
personal contact the latest informa- M 


tion concerning the plumbing in- 


P RO FIT ( ‘ dustry,” said William Rascher, ee 
a 


president of the association. 
As a result of the exhibit, the 
FOR YOU see " | association has a long list of pros- 
pective customers for its members, 


e with IPF Rascher said. The displays were 
manned by association members 
PLASTIC PIPE 


FITTINGS because: Gas Water Heater Shipments 


Show Big Gain in February 
New York City—Manufacturers’ 
shipments of gas water heaters BLAST OFF 
during February were 12 percent _ 
higher than those for the same = FOR 1959 
period last year, according to an 7. 
announcement by the Gas Ap- Here’s a long shot 
pliance Manufacturers Assn that’s a sure shot to 
Edward Martin, GAMA director put plenty of FREE 
of marketing and statistics, listed PROFIT dollars in 
shipments of 242,400 in February your pocket 
as against 216,300 a year earlier 
The report also noted that total RE 
shipments for the first two months ee 
of this year were 10 percent ov 
the 1958 level 








Order 500 clamps und 


get 50 of the same 
Steinen's Top Salesman type free 
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clamps will be 


Newark, N. J e pi lent given 10 to the 100 
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Mill ditesunt prices 


THE MOST COMPLETE LINE © Mrs. America Sparks um | FREE CLAMPS | 
Transite Pipe Sales Drive : 
INSERT & SWP FITTINGS ik Wie Wie Bln Danek uf Are FREE DOLLARS 


. with this offer, 
All sizes of insert fittings in ha returned to Joh Manville ie 
" " 7 Be sije@r \ il pocket 
Styrene Copolymers or Nylon, where she worked a ecretat . 
plus all sizes of SWP fittings in 
ABS material. Why pay more, on the free clami 
the best cost less high school, to spark the firn sf, 


your full selling rice 
l7 veat ago in her first job afte) ‘ ] 


Transite pipe ale promotior <4 5 Write for complete 
Write for complete catalog and photo, page 56.) ‘ information today 
discount information. to 


@She is Mi: William Giesse of 
t -.’ Cleveland, who worked in John URRA 
(nS INDUSTRIAL PLASTIC Manville’s Cleveland office in 1942 
be FITTINGS DIVISION Now, as the symbol of the nation’s 
me 8 & K RASHe pmusTERS CO homemakers, she is being featured 
in the company’s 7-Star promotion | TOWSON 4, MARYLAND 


: : J 
of its Transite air ducts and water, —_—_— ae 
This offer expires June 4 y na 


Ss 


COMPANY 


FACTORY 3891 W 150th St, Cleveland, Ohio 
SALES OFFICE. Penna. Ave, Towson, Moryland (Please turn to page 210) 


withdrawn without not 
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(Continued from page 209) 
sewer, waste and vent pipe. 

The promotion aims to provide 
contractors and builders with free 
national and local advertising, 
publicity and promotion. (See DE 
for Oct. 1958, page 51.) 

Mrs. America is featured in ad- 
vertisements and promotion pieces 
and makes personal appearances at 


model house openings 


Gerber Ads Feature Role 
of Plumbing Contractor 


CHICAGO 
man—the plumber,” is the head- 


“A pretty important 


line of a magazine ad aimed at 1244 
million readers (see page 57). 
Presented by Gerber Plumbing 
Fixtures Corp. in the May issue of 
Good Housekeeping, the ad empha- 
sizes that the plumbing contracto1 
is vital to the comfort and health 


STAINLESS STEEL 





MATCHED 


SIN & 





- BowLs 


VAN 


EAL 





STAINLESS STEEL SINK BOWLS ARE BEAUTIFUL 


A lifetime “Butler” satin finished deck, with Van Seal's 
exclusive ‘‘Highlite Embrace” provides a highly pol- 
ished bowl outline with a blending interior bowl finish 
... beauty and service for tomorrow's kitchens today. 


PROVIDES ALL YOUR STAINLESS STEEL SINK 
BOWL NEEDS... THREE COMPLETE LINES... 


with more than 45 models or sizes in each line. 


@ For custom builders and discriminating specifica- 
tion needs, specify the Van Seal 18 ga. type 302, 
18-8 Stainless Steel Sink Bowl. 


@ For the popular volume market and stock demands, 
specify the Van Seal 20 ga. type 302, 18-8 Stainless 


Steel Sink Bowl. 


@ For economy demands, 


specify the Van Seal 


“Alpine” 20 ga. type 430 Chromium Stainless Steel 


Sink Bowl. 


Insist on Van Sea/—where quality, service and 
performance make the difference. 


ANGE 


INDUSTRIES INCORPORATED 


7403 W. WILSON AVE. ¢ CHICAGO 31, ILLINOIS 


of the nation. It also says that “in 
almost every case of repair or re- 
modeling, the best solution is to 
call a licensed contractor first.” 

Readers are offered a 32-page 
booklet titled “Tips From You: 
Plumber on Home Plumbing Prob- 
lems.” The booklet sells for 25 
cents through contractors and il- 
lustrates the importance of the 
contractor to the home owner! 

Wholesalers and plumbing con- 
tractors may obtain reprints, coun- 
ter cards and blowups of the ad, as 
well as the booklet and tie in ad- 
vertising mats, from Gerbe 
Plumbing Fixtures Corp., 232 N 
C'ark St., Chicago 1 


Zimmer and Wicks Speak 
at Line Material Meeting 

MitwavuKkee— More than 300 rep- 
resentatives attending Line Ma- 
terial Industries’ annual sales en- 
gineering conference here heard 
addresses by E. J. Zimmer and 
Norman Wicks. 

Zimmer, who is director of the 
Chicago Plumbing Testing Labo- 
ratory, spoke on “Sewer Pipe, Its 
Strength and Weaknesses.” Wicks, 
executive director of the Plumbing- 
Heating-Cooling Information Bu- 
reau, described “Our Responsibil- 
ities to the Plumbing Industry.” 


John Wallace Named 
Walworth Co. Prexy 

New York City 

— The Walworth 

Co. has a new 

president. He’s 

John Wallace, 

formerly vice 

president and 

general manage! 

of the firm, a ma- 

jor producer of valves and fittings 

Wallace, who has been with Wal- 
worth for two years, is considered 
an authority on casting and ma- 
chining processes. 

Harold Brown was named vice 
president and general sales man- 
ager. Fred Belz, former president 
became chairman of the board, and 
David Pokross, chairman of the 
firm’s executive committee. 


Morley-Murphy Invites 
3,009 Dealers to Show 

GREEN Bay, Wis.—A contractor- 
dealer get-together and merchan- 
dise show, sponsored by Morley- 
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Murphy Co., a plumbing-heating- 
cooling wholesaler, will be held 
here May 24-25. Some 3,000 con- 
tractors are expected to attend. 

Products by more than 100 man- 
ufacturers will be on display 

The show will be held in the new 
Brown County Memorial Arena 


Three Sales Executives 
Appointed by Rheem 
CuicAco—The appointment of 
three sales executives to new posts 
in the Home Products Division of 
Rheem Manufacturing Co. was an- 
nounced by Vearl Heinis, vice 
president and general manager 
Robert Gilbert, former product 
manager of heating, was appointed 
national sales manager of heating 
and air conditioning products 
Harry Gage, formerly a staff as- 
sistant to various sales executives, 
was named assistant general sales 
manager for administration 
James, a 30-year veteran 
Rheem, was named national 
service manager of the Home Prod- 


ucts Division 


Wholesalers to Distribute 
Ucon Refrigerants 

New York Crty—Ucon brand re- 
frigerants will be distributed to 
the replacement market only 
through wholesalers of air condi- 
tioning and refrigeration products, 
it was announced recently. A 

The announcement was made in 
a statement of policy published 
jointly by Union Carbide Chemicals 
Co., a division of Union Carbide 
Corp., and Ansul Chemical Co., 
Carbide’s exclusive sales agent to 


M holesalers 


s The two companies stated further 
that they would provide adequate 
stocks in a large number of strate- 
gically located warehouses; provide 
technical information and _assist- 
ance to the wholesaler and to his 
customers; and promote their prod- 
ucts and the air conditioning and 
refrigeration industry through na- 
tional advertising 


Gruman Resigns from MCAA 
to Take New York Post 

New York City—Lloyd Gruman 
Jr., for eight years secretary of the 
Mechanical Contractors Assn. of 


| 
| 
America, has resigned from that 


(Please turn to page 212) 
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Anchor anything to concrete—easily 
quickly, permanently—with Saber 
Tooth, sure-holding heavy-duty ma- 
sonry anchor that drilis its own hole 


Put steel ex- 
pander piug in 
drili end of 
Saber-Tooth, 
drive home... 
anchor ex- 
pands over 
plug, at bot- 
tom of hole 
for greatest 
hoiding power. 








See for yourself how easily you 
can anchor anything to concrete.. 
send the coupon for free sample 
Saber-Tooth and full information 


concrete 


It’s a drill...and d 
in hard concrete 
hammer Sabe r 
quickly. Drill and ar 
sizes iS nc prot em 
drills, the t 
sharpen them 


me 


It’s an anchor 
tests demonstrate 
Ibs. As you drive 
over plug... he 
pull-out. Saber-T 
shock and vibration 


aga nst rust rorros n 


THE RAWLPLUG COMPANY, INC 
264 Petersville Road fh Rox 


Please rush my Saber-Tooth sample and complete fact 


— 
| ee fF ee UG hUGLUDGLUG 
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(Continued from page 211) 
position to become secretary of the 
Mechanical Contractors Assn. of 
New York 

He'll succeed Robert Miller, who 
has served the New York group 
since 1930. Miller will retire July 1 

“The challenges to be met in the 
New York City position offer me a 
Gruman said 


great opportunity,” 


GUARANTEED 


“Moving 
from the national office to the New 
York City 
change of 
Since 


markets for our member services, 


in announcing his move. 
association is only a 
efforts 
largest 


focus for my 


this is one of the 


it will allow me to concentrate my 
efforts on the problems confronting 
our contractors in the booming air 


conditioning and piping business.” 


WILL NEVER 
CHIP, CRACK, 
PEEL, BREAK, 
or TARNISH 


Now you can offer your customers the 
finest in bathroom accessories in the 


right style at the right price . 


. . Hoover 


triple-plated chrome bathroom acces- 
sories with a lifetime guarantee! 


Two sparkling lines, the York and the 
Newport, are designed to make every 
sale for you. Patented concealed fast- 
eners permit easy installation. Your dis- 
tributor is ready to make immediate 
delivery of Hoover Bathroom Accessories 
with a lifetime guarantee. 


THE Hoover GUARANTEE 


The guarantee ‘‘Lifetime 
Chrome by Hoover’’ means just 
what it says — an unconditional 
guarantee that Hoover acces- 
sories will not crack, chip, peel, 
break, or tarnish during the en- 
tire life of the product. 


ASK YOUR DISTRIBUTOR OR WRITE FOR 


HOOVER'S 1959 CATALOG. 


ADRIAN DIVISION 
Hoover Ball & Bearing Co. 
Adrian, Michigan 


Wetzell, MCAA 


dent, expressed gratification that in 


Horace presi- 
Gruman’s new position his advice 
and counsel will still be available 
for the national association 


Carrier Heat Pump Line 
Introduced to Distributors 

Syracuse, N.Y. 
line of heat pumps was introduced 
to distributors of Carrier Corp. re- 
‘ently in eight cities 


Anenlarged 


New in the series, provided by 
the Unitary 


are a one-piece unit for the small 


Equipment Division, 


home, a 712-ton unit for commer- 
cial use and a wide range of inter- 
changeable condenser and fan coil 
The 


from one to 100 tons 


units. line can handle jobs 


s Also new for the residential mar- 
ket is Carrier’s “Climate Center” 
control panel. The instrument 
monitors indoor conditions, outdoor 
weather and the year-round oper- 
ation of air conditioning equipment 
(see page 146). It includes indoor- 
thermometers, barometer, 
(for 
warning signals for the air filter, 


outdoor 


hygrometer humidity) and 


pilot light and other components 


Noland Co. Salesman 
Wins Trip to Hawaii 
Newport News, Va.—An all-ex- 
penses-paid trip to Hawaii, first 
prize in a nation-wide sales contest 
sponsored by the Ebco Manufac- 
turing Co., Columbus, O., 
awarded recently to E. C. Garren, 
a salesman for the Noland Co 
Garren seller for the 


Ohio firm’s Oasis water coolers. H 


was 


was top 


works out of Noland’s Spartanburg, 


S. C. branch office. 


HAWAII BOUND: E. C. Garren (left), 
Noland Co. salesman, 
tickets to Hawaii from J. E. Wilson 
Jr., Noland’s branch manager. Gar- 
ren won the prize in a contest spon 
sored by Ebco Manufacturing Co. 


receives his 
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Industry Wholesaler Named 
Ward's Merchandise Manager 
CHICAGO Eu- 
gene Hannon Jr., 
former director ol 
the Central Sup- 
ply Assn., has 
been appointed 
merchandise man- 
ager of Montgom- 
ery Ward & Co.'s 
p!uming-heating department 
Hannon has been in the p-h in- 
dustry since 1946 and has served 
as sales manager for the Eckstein 
Co., Pittsburgh, and general sales 
manager for the Acme Plumbing 
Supply Co., Dayton, O. He has also 
been president of the Home Build- 
ers Assn. of Dayton 


U. S. Health Official to 
Talk at NAPC Convention 
Wasuincton, D. C.—The results 
of an extensive survey that asso- 
ciates improved health conditions 
with adequate plumbing will be the 
topic of a talk to be given by a 
U. S. Public Health official at the 
coming convention of the National 
Assn. of Plumbing Contractors. 
Malcolm Hope, chief of the Sani- 
tary Engineering Services Division 
will reveal the results of the sur- 
vey made in Prestonburg, Ky. The 
survey shows what happens. to the 
frequency rate of enteric (diar- 
rheal) diseases when adequate 
plumbing is installed 


» Other speakers will include Dr. 
Norman Vincent Peale; Jerome 
Fenton, former general counsel of 
the National Labor Relations 
Board; and I. Austin Kelly, presi- 
dent of the National Employees 
Relations Institute. 

A series of panel discussions on 
business problems is scheduled 
Among topics to be covered are 
selling commercial jobs without 
bidding, establishing and operating 
a bid depository, and problems and 
solutions in waste disposal 

The convention will be held con- 
currently with the National Plumb- 
ing-Heating-Cooling Exposition it 
Miami Beach, Fla., May 31- June 3 


Record Sales Seen for 
Room Air Conditioners 


New York City—Record break- 
ing retail sales of room air condi- 
(Please turn to page 214) 
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COMING SOON ! ! 
1959 NATIONAL 


Plumbing 


Heating 
Cooling 


EXPOSITION 
May 31-June 3, 1959, Miami Beach, Florida 


MIAMI BEACH EXPOSITION HALL 


Starring: Hundreds of plumbing, heating, air conditioning products, 
tools and equipment 


With: 77th annual convention, National Association Plumbing 


Contractors 
39th convention, Women’s Auxiliary NAP 


Featuring: Scores of money making ideas 


Entire industry cordially invited 
Admission to Exposition free 


Here is a grand opportunity to help keep your business operation 
at profitable levels in the year ahead, In just a few short days, you 
can pick up new money-making ideas, learn what your competitors 
are doing, see what new products are coming on the market. In 
short, attending the National Plumbing-Heating-Cooling Exposition 
and NAPC convention at Miami Beach, May 31-June 4, is the 


easiest and most efficient means of keeping abreast of the industry. 


Competition is keen and will be strong in the months ahead. The 
informed contractor has the best chance of operating at a profit. Be 


a fully-informed contractor by attending. 


Every contractor, whether a member of NAPC or not, is cordially 
welcome to attend the convention and exposition. You'll be glad 


you came. Make your hotel reservation now through 


National Association of Plumbing Contractors 


1016 20th Street NW Washington 6, D. C. 
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(Continued from page 213) 
tioners were predicted for this yea 
at the start of the industry’s first 
united promotional program here 
last month 

Thirteen manufacturer-members 
of the Room Air Conditioner Sec- 
tion of the National Electrical Man- 
ufacturers Assn. met to open the 
all-out promotion 


ws At least 1,600,000 retail sales of 
the room units are expected this 
year, to top the 1958 figure by 250,- 
0990, said Joseph Ogden, chairman 
of the section and vice president of 
Airtemp Division, Chrysler Corp. 

The afore-mentioned promotion 
will be highlighted by a “Beat the 
Heat Week,” starting May 17, DE 
was told by Wilfred Knoerr, chair- 
man of the publicity subcommit- 
tee. Knoerr is ad manager for 
Westinghouse Electric Corp.’s room 
air conditioner department. 

Each company will advertise and 


publicize a common theme, backed 
by the publicity efforts of the na- 
tional association. 


New Resin for Plastic Pipe 
Developed by Du Pont 

WILMINGTON, DEL.—A new resin 
for the manufacture of flexible 
polyethylene pipe has been adopt- 
ed by Du Pont after a test program 
extending more than a year. The 
new material is called Alathon 
Super 25 polyethylene resin. 

According to E. J. Burrough, 
program manager for pipe, it is of- 
fered for markets which demand 
high-quality pipe, particularly in 
buildings subject to FHA or other 
code regulations. 


aTests were conducted on more 
than 600 samples of pipe made 
from a number of experimental 
resins and leading pipe manufac- 
turers checked results. The new 


New - New - New 
VOLTAGE BOOSTER 


Increases voltage 20% 


A.C. 110 V. 
20 AMPS. 


burn-outs. 





$37.50 
SUITABLE FOR 
MOTORS UP TO 
2 HP. 


esigned and produced by popular request, for contractor's 
electrical equipment, where long extension cords are used 
and voltage drop causes inefficient tool operation, or motor 


VERMETTE MACHINE COMPANY, Inc. 


#7 - 143rd ST. . 


HAMMOND, INDIANA 





resin equals the long term strength 
of many new high density or linear 
resins without a great increase in 
stiffness, Burrough said. 


Building Tips Offered 
for Tub, Shower Safety 

SKOKIz, ILL.—A list of bathroom 
safety features to be included in 
home building and remodeling jobs 
has been prepared by Powers Reg- 
ulator Co. Powers is a leading 
manufacturer of automatic tem- 
perature controls. 

Powers said National Safety 
Council statistics show that 41,000 
persons are injured in bathroom 
sealds and falls eve y yeal Its list 


= 














SAFETY TIPS: Four points are empha 
sized by the Powers Regulator Co 
for safety in bathrooms. They are 
1) weter temperature control, (2 
grab bar, (3) non-slip bathtub or mat 
and (4) waterproof electric fixtures. 


of safety features includes a wate! 
temperature control dial to main- 
tain desired water temperature; a 
grab-bar on the tub and showe1 
wall; a non-slip bathtub or mat: 
and waterproof light fixtures. Pow- 
ers also recommends that no elec- 
trical outlets or appliances should 
be located near the bathing area. 


Controls Manufacturer 
Encourages Science Careers 

MINNEAPOLIS — Outstanding stu- 
dents from 80 high schools visited 
Minneapolis-Honeywell Regulator 
Co.’s multi-million-dollar exhibit 
of technological progress here dur- 
ing National Engineers Week (sex 
photo, page 58) 

Some 600 science and mathemat- 
ics students and their teachers were 
invited to tour the 75 exhibits, with 


5 M-H scientists as guides. The 
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GLENVALE 
BALL COCKS 


“Top Brass” 
in any tank 
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Quiet — Long Lasting 
Simple Design 
Meet All Federal 
Specifications 


Performance Tested 
For 10 to 200 Lbs. 
Pressure 


Regular +GP-99 
Anti-Siphon +GP-10 


New simplified Glen 
vale design lasts longer 
- operates quietly 
and assures a positive 
seal. You'll find Glen 
vale brass alloy ball 
cocks prove out suc 
cessfully in every in 
Stallation. Sold by 
leading jobbers every 

where 
° 
PACKAGED COMPLETE 
READY TO INSTALL 
. 
FIT PRACTICALLY ALL 
TANKS 
é 
ASK YOUR JOBBER 
FOR FREE DISPLAY 


Gienvare 


PRODUCTS DIVISION 
Hoover Ball & Bearing Co 
MALVERN, ARKANSAS 


1959 


scientists also answered questions | 


on career possibilities. “As the 


world’s largest 


automatic controls we _ naturally 
want to interest teen-agers In pur- 
suing careers in science,” an M-H 
spokesman said 

The exhibits toured by the 
youngsters featured the company’s 
activities in fields ranging from so- 
lar heating to space age research 

“The teen-agers displayed amaz- 
ing knowledge about current scien- 
tific programs and problems,” said 
Dr. Lachlan Reed, M-H’s director 
of industry education relations 

“In fact, some of their questions 
forced our experts to get out their 
slide rules to provide the precise 


answers desired.” 


Radiant Heating Tested 
on Large Glass Area 
A 46-day 
to determine the capability of a 
radiant heating 


CHICAGO winter test 


ceiling hot water 
system in a room with a large glass 
outside wall and varying ceiling 
heights was recently completed 
here by Airtex Corp 

Comfort conditions within the 20 
by 20-foot room with a 22-foot high 
almost 


Tom 


wall remained con- 


glass 


stant. according to Bergh, 
Airtex sales engineer 
High-output radiant aluminum 
panels were installed in the seven- 
foot width of the 22-foot high ceil- 
ing adjacent to the glass wall 
Radiant panels also were in- 
stalled in about 50 percent of the 


(Please turn to page 216) 


HEATING TEST ROOM: A hot water 
radiant heating ceiling system was 
tested by Airtex Corp., Chicago, in 
this room with a 22-foot high window 


manufacturer of | 


“rT ORE - HEAL 


HOT DEALS 


deehi-tai-te Mi -ladiielai-s Mh zelliele)( Miele Ttial os 


HOT PRICES 


Priced competitively to provide sales and 


HOT MARKETS 


Compact line of oil or gas units to reach 


both builders and home owners 
YORK-SHIPLEY, Inc. 


HOT PRODUCTS 


Boilers and furnaces skillfully designed 


Viele Melle Mel-tol (le Mlli-e-tti-t¢ MUM lgeliiiels)(- 


adequate profit for York-Heat dealers. 


Pioneer and Specialist ww Arvitometic Heatr 


to meet market needs. 


Boilers to 600 Hp. — Furnaces to 5 Million B.t.u.h. 


YORK, PENNSYLVANIA 





News 





(Continued from page 215) 
remaining ceiling (19% feet high) 
and perforated acoustical meta] 
pans were installed in the remain- 
der. Each section of the ceiling had 


its own water pump and water 


temperature control system. 
The major significance of the test 
is that it showed that with a rela- 


tively warm glass surface, because 


of the high-output panels, down 
draft off the window is markedly 
minimized although a draft still 
exists. 

However, when the down-draft 
hits the warm floor, it eddies back 
into space instead of flowing across 
the floor, Bergh told DE. 

Parker Thorne, the firm’s sales 


manager, said the Airtex system 


—, ~ ! = aith 
Looking fora circulator with / 


+9 T) 
i+ 
NI 

4 

| 


HEAD IN FEET 


1 


ORDINAR 


Gallons 
per Minute 


Uynapums 


aqnetic 


has it! Motor and pump 


—no bearings 


ally-d 


FOSTORIA 
DYNAPUMP 


provides radiant panel heating, 
panel cooling, acoustical control, 
thermal insulation and a finished 
accessible ceiling in one package. 


Marketing, Research Division 
Organized by White-Rodgers 
St. Lours—A 
marketing and 
research division 
that combines the 
functions of sev- 
eral previous 
groups has_ been 
created by White- 
> ] > > 
ats, | OSes, & A. 
Sherer, vice presi- 
dent of the firm, has announced 
John Martin, formerly market- 
ing and statistical coordinator, 
heads the new division. The group 
is charged with research and re- 
porting of marketing trends affect- 
ing sales, distribution and produc- 
tion of temperature controls made 
by the company. The new group 
also will oversee control of sales 
territories, production rates and 
stock levels 


500th Dealer Joins New 
England Oil Heat Institute 

New York City—The 500th deal- 
er has joined the Oil Heat Institute 
of New England to increase the 
chapter’s membership by 16 per- 
cent in seven months, according to 
Ivan Sutherland, executive secre- 
tary of the chapte 

The chapter is part of the Distri- 
bution Division of the Oil Heat In- 
stitute of America. The divison set 
an expansion record in the past 
yeat by attracting approximately 
1,009 new members, said Charles 
Burkhardt, national secretary of 


the division 


Says Copper Industry Must 
Keep Pace with New Demands 

WatTerRBuRY, CONN.—The coppe1 
metals industry must keep its eye 
on scientific advances and strive to 
develop new uses for copper prod 
ucts in these areas, says Richard 
Stewart, president of the American 
Brass Co 

Speaking to the Copper and 
Brass Warehouse Assn. convention 
at Pebble Beach, Calif., Stewart 
stressed the unlimited potential 
open to the industry in new con- 
struction, mass communications, 


nuclear energy uses, air power and 
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expanded highway construction. 
He asserted that it has been rec- 
ognized that the only way these 
potential demands can be met will 
be through a long-range system of 
research and development. He 
pointed out that his company has 
already 


taken steps in instituting 


such programs. 


Acme Industries Opens New 
West Coast Branch Office 


JACKSON, MIcuH. 
a branch 


The opening of 
San 


has been announced by Acme In- 


office in Francisco 
dustries Inc 

H. J. Rust has been appointed 
manager, according to R. C. Rob- 
ertson, director of sales. He will 
Mudica 
office will 


be assisted by A. L 

The 
Acme sales engineers in Washing- 
ton, Oregon, Colorado, Nevada, 
Arizona, Utah, Idaho, New Mexico, 
Montana and California 


new supervise 


Good Before, Good Now— 
Industry Vet, 83, Muses 
After 66 

the plumbing and heating profes- 
sion, John P. McCoy, 83, has some 


advice for young men in search of 


MILWAUKEE years in 


a good future—“go into plumbing.’ 

McCoy, a retired Fond du Lac 
contractor, discussed our business, 
past and future, at the annual con- 


MY ADVICE: John McCoy, 83, retired 
Fond du Lac, Wis 
A. G. Zibell, Kohler Co. vice presi- 
dent, that he would advise young 
men to go into plumbing today. 


contractor, tells 


vention of the Wisconsin Assn. of 
Plumbing Contractors held recent- 
ly in Milwaukee 

“Young men who are willing to 
“can find a good 


learn,” he said, 


trade as a plumber. The plumbe: 
ot today is better than the ones of 
They're better 
(Please turn to page 218) 


years ago edu- 
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34” inlet 34” outlet 

#88 has 438” O.A. Extension 
#88-M has 6” O.A. Extension 
PRESSURE—MAX. 165 Ibs 


TEMPERATURE—210 


ESTABLI 


HED 1894 


4 


THE BEATON & 


CADWELL 


MANUFACTURIN 


NEW BKITAIN, ¢ 


G CO. 


NN 


CADWELL 


No. 88 
TEMPERATURE 
& 
PRESSURE VALVE 





| v.| | NAB. 





gives you 


THE MOST 
AGA 1,500,000 BTU 


for 


THE LEAST 


The Smallest Valve Permissible by new AGA 
spec. 1959—at small valve price; yet pro 
vides larger AGA capacity than any size 


straight combination valve on the market 


CADWELL NO 
Adjustable 25 to 175 
sure relief with or 
fusible plug for temper 
relief 
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(Continued from page 217) 
cated, more careful in their work. 
They understand their business.” 

McCoy should know. He was an 
apprentice in 1893 and opened his 
own firm in 1907, under the busi- 
ness name of John P. McCoy. “No 
company, no corporation, just my 
name,” he recalled 


McCoy joined the WAPC in the 


same year and, after serving on 
its board of directors for several 
years, was elected president in 1932. 
He was re-elected in 1933 and 1934 
He later served on the scholarship 
committee of the National Assn. of 
Plumbing Contractors and is now 
an honorary member of the na- 
tional group. 


McCoy told DE that he has seen 


New Cast Iron Petite Boiler 
by ROBERTS-GORDON 


PRICED FOR BIG SALES 


AND PROFITS 


a lot of changes in the p-h business 
—all for the better. The change 
to iron and lead got his praise, and 
so did modern plumbing fixtures. 
He concluded wistfully—‘“I wish I 
had had them to sell.” 


Bell & Gossett Reports 
Increase in Net Earnings 

Morton Grove, ILtt.—First quar- 
ter net earnings equivalent to 19 
cents per share, six cents more than 
the first three months of last year, 
were reported here by Bell & Gos- 
sett Co. The firm manufactures hot 
water heating and air conditioning 
equipment and specialties 

R. E. Moore, president, said net 
earnings for the three months end- 
ing in February were $312,556 com- 
pared to $209,081 a year ago. Net 
sales were $6,180,922, compared to 
$5,182,302 for the first quarter of 
last year. Moore predicted another 
record, or near record, year for 


Men in the trade all said, “It's impossible! 
But here it is! The all-new, flexible boiler 
with more quality features to help you sell 
—with rock-bottom low prices to boost your 
profits! The Roberts-Gordon “Petite” Hot 
Water Boiler is a compact, completely assem- 
bled, ready-to-install unit. Ruggedly built of 
cast iron for lifetime dependability, it’s ideal 
for space-saving installations in homes and 
multiple apartments. Can be used singly or 
in tandem for economical zone control. Easy 
to install, tops in efficiency. Capacities: 
50,000, 70,000 and 90,000 BTU/Hr. 


the company for the remainder of 
fiscal 1959. 


Revisions in Heating Guide 
Make It More Readable 

New York Critry—The 1959 edi- 
tion of the Heating, Ventilating, Air 
Conditioning Guide, published by 
the American Society of Heating, 


Requires only 13’ x 26’ floor space Refrigerating and Air Conditioning 
Engineers, has a new look 


GORDONEER Gas Hot Water The 37th edition of the guide fea- 
CAST IRON BOILERS tures 814 by 1l-inch pages and 


larger illustrations, working charts 
and tables. Included are 286 new 


7 
) These economical, trouble-free boilers utilize the 
famous Roberts-Gordon “Spreader-Flame” principle, 
which insures maximum heating efficiency. Designed 
for gravity or forced circulation hot water heating. 
Wet base greatly increases efficiency and adaptability 
of this high quality unit. Designed for 
} easy installation and minimum main- 
} tenance. Capacities: 78,000, 115,000 


+ and 150,000 BTU/Hr. 
» \ TT 


or revised diagrams and charts. 
The 768-page technical data sec- 

tion follows the general format of 

previous editions and is divided 


into 12 sections 


GORDON . 
a They are fundamentals, environ- 


ampadaivre ment, comfort and_ physiological 


principles; heating and cooling 
Gas Lamp 
Inquire today about the EXTRA profit opportu 


nities of this ‘Hor Seller’’ for Homes, Apartments, 
Motels, Institutions! 


loads: room heating and cooling 
methods; air systems; water sys- 
tems; heat generating methods; re- 


frigeration, spray apparatus and 


ROBERTS-GORDON GIVES YOU MORE TO SELL... MORE TO HELP YOU SELL ! 


Get the Benefits of the Roberts-Gordon Localized Sales Plan! It's a dynamic 
program to help you reap the most profits from the customers and prospects in 
your own front yard ! 


WRITE FOR FULL DETAILS TODAY!  @ Unit Heaters 
@ Domestic, Industrial and Commercial Gas Burners 


@ Air Conditioning Units 


¢ Se , 
—“<~—~  ROBERTS-GORDON 
APPLIANCE CORP. 
44 Central Avenue, Dept. DE-5, Buffalo 6, N. Y. 


sorbents; controls, instruments and 
motors;. specific applications; in- 
dustrial systems; and a_ general 


information section 


aoBERr. ws Revisions and additions have 
: been made in 32 chapters and there 
are five new chapters: high tem- 
perature water systems, heat 
pumps, evaporative air cooling, 
humidification and snow melting. 
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Offers 5-Point Plan for 
Keeping Oil Heating Accounts 
New York City—Good service is 
the key to selling and keeping oil 
heating accounts, the Oil Heat In- 
stitute of New England was told at 


its annual meeting in Boston Means FAST Complete Drain Cleaning _ 


Speaking to the group was T. R 


Loizeaux, vice president of the Oil the KOLLMANN KM-1500 "SPEED-KLEEN” Way! 


Heat Institute of America, who 





listed five service practices de- 
signed to insure retention of oil 
heat accounts. They are: (1) an- 





nual all-inclusive contract with au- 





tomatic renewal clause, (2) annual 





efficiency check, using instruments, 
(3) reduction of customer’s oil G7 
consumption, (4) effective replace- 
~ > 
ment policy to insure continuance wee j 
‘ = ¢ 


on oil, and (5) increased efficiency 


’ Ma ae?) 
on all replacement oil burners to s. SA 
oie 


4 
2 
a 





show a return on the investment. 


R 
(was 


4. 


THIS RUGGED KOLLMANN 
PROFIT-MAKER FEATURES: 








® Streamlined main housing of alu stant starting, stopping ersing. 
minum alloy saves 30 pounds. Automatic Cord Reel, Work Light 
® Powerful 14 hp. electrically revers- with service outlet. 
ible motor. Exclusive Cable C 
© New handle-bar-legs for easy many feet of drain y 
wheeling. Cables enclosed in 
® Exclusive fingertip control for in eliminate whipping 
Fast. Does up t 
CORPORATE EMBLEM: Identification ‘ _ work of other mac! 


and symbolism are combined in the r.p.m. through 

new corporate emblem adopted by ms 

Goulds Pumps Inc., Seneca Falls, N. Y } New ’T-Slot’’ Steel Couplings 
The monogram “GP” surrounded by a ? 


spiral design of a centrifugal pump PPA oe sip) ; 


will be used in the company’s adver 





tising and sales literature 


Rheem Executive Urges on oy ae 
Better Industry Quality ~ asin 


a demonstration 
GuLrport, Miss.—The plumbing 


and heating industry must take an 


inventory of the quality of pred- 

ucts it delivers to make sure the A © L i ivi A N N 
public “feels it is receiving value 

for money spent,” according to Ro- MANUFACTURING COMPANY 

bert Pierson Jr., general sales man Erie-Pennsylivania 

ager of the Home Products Divi Specialists in the Design and Manufacture of Drain Cleaning Equipment Since 1936 
sion of Rheem Manufacturing C 


Chicago Kollmann Manufacturing Company 
Spea!-ing before the Mississippi Erie, Pennsylvania 


potter ee eK eK KK KK 


Assn. of Mechanical Contractors © Please send me literature on the KM-1500 “Speed -Kleer 
during its annual meeting here a —s 
Pierson said that distributors and 

contractors must insist on quality saa 
products and warranties from man- Address 
ifacturers and that contractors 


Please turn to page 220) 
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(Continued from page 219) 
must be responsible for quality in- 
stallations 

“Each of us must make a quality 
inventory of our own responsibil- 
ities and those of our associates 
From such an inventory, we can 


then individually and collectively 


improve our industry's quality. The 


result will be stronger consumer 


acceptance of our products and 


services,” Pierson said. 


Milwaukee Dealers Urged 
to Sign Standards Pledge 


MILwaAvuKEE—A group of its heat- 
ing and air conditioning: contrac- 


tor-dealers here have been invited 


Now! A quality pump at economy pump prices 
NEW 4” SUPER SUMO 





SUPER-SMOOTH DIE CAST BRONZE 
IMPELLERS AND STAGES precision 
nachined designed to give full 
pumping performance from the very 


first day of operation 











These and many other features are 
yours in the sensational new SUPER 
SUMO the QUALITY PUMP THAT 
SELLS AT COMPETITIVE PRICES. Ask 
your distributor about it today 





TIME TESTED AND PROVED ALL 
BRONZE AND STAINLESS STEEL 
CONSTRUCTION for greater 
strength, longer service, superior cor 


rosion resistance 














EXCLUSIVE POWER-BALANCED MO 
TOR made by Sumo and accurately 
matched to the pump balanced 
phase winding insures better opera 


tion, smoother, quieter performance 





WRITE FOR 
BULLETIN B259 
This new bulletin has 
details, performance 
ratings and construc- 
tion features. Send 


for your free copy 


DISTRIBUTORS ATTENTION! Now in just 


one line the Sumo line you can 





offer quality pumps at economy prices 
A few distributorships are still open in 
some areas. Perhaps you'll qualify 
Write for details 


SUMO PUMPS INC. 


Warehouse Stocks: 


P.O. Box 983 Stamford, Conn. 
Stamford - 


Dept. E 


Dallas + San Francisco 


The Complete Line from 1/3 hp to 120 hp 


by Mueller Climatrol to sign an 
agreement pledging high standards 
of installation and integrity in their 
businesses. 

H. P. Mueller Jr., executive vice 
“Cus- 


confidence in 


president, told the group: 


tomers must have 
the contractor they select, and we 
must earn that confidence. You 
must refuse to install a sub-stand- 
ard heating or cooling system, and 
we will refuse to sell our product 
to dealers who cannot live up to 
recognized standards. Not only our 
mutual business, but our industry’s 


reputation is at stake.” 


Warren of the Warren 
Supply Co., Detroit, said he in- 
stituted a similar program last 


as Joseph 


year. “The total result of this pro- 
gram,” he said, “is customer aware- 
ness that complete comfort in the 
home is possible if industry-recog- 
This 
little 
more on the original job, but he is 


nized standards are followed 
may cost the consumer a 
repaid many times through sav- 
ings on call-backs, possible revi- 
sions to the system, and most of all 
health, 
peace of mind. 


in his own comfort and 
Looking for the 


lowest bid usually means trouble.” 


Gregory, General Filters 
Veep, Will Retire 
Novi, Micu.— Robert 
vice president in charge of engi- 
Filters Inc., 
will retire after more than 20 years 


Gregory, 
neering for General 


with the firm. 

A member of the firm’s board of 
directors, Gregory joined General 
Filters in 


company was founded. 


1937, a year after the 


Redner, 


president, Gregory will continue in 


According to Grace 


an advisory capacity. 


RETIRING: Robert Gregory, vice presi- 
dent of engineering and a director of 
General Filters Inc., Novi, Mich., de- 
liberates over the tools of his trade. 


Domestic ENGINEERING, May 1959 





Oil Heat Institute Sponsors 
Burner Inspectors Course 

New York City—A course to 
train and upgrade the performance 
of men who inspect commercial 
and industrial oil burner installa- 
tions has been established by the 
Oil Heat Institute of America at 
the Springfield Trade School in 
Springfield, Mass. 

Thirty-four men are enrolled in 
the inspectors’ training program. A 
class is held in the morning for fire 
inspectors from the larger com- 
munities and another is held in the 
evening for volunteer personnel 
from smaller towns. 


Schmidt Named Sales 
Manager at Mueller Climatrol 


MILWAUKEE — 
The appointment 
of Richard 
Schmidt as gener- 
al sales manager 
has been an- 
nounced by Muel- 
ler Climatrol. He’s 
been with the Richard Schmidt 
company since 1947 in various sales 
and promotion capacities. 

H. P. Mueller Jr., executive vice 
president, also announced the ap- 
pointment of George Hase as man- 
ager of product planning. Robert 
Hoehne succeeds Hase as manager 
of sales engineering. 

Mueller Climatrol, a major man- 
ufacturer of heating and cooling 
equipment, is a division of Worth- 
ington Corp. 


KitchenAid Announces 
Winners of Contest 

Troy, O.—The top prize, a $500 
savings bond, in a dealer-salesmen 
contest was won by Harvey Cum- 
mins, Baltimore, according to the 
KitchenAid Home Dishwasher Di- 
vision of The Hobart Manufactur- 
ing Co 

KitchenAid dishwashers were 
awarded to second through fourth 
place winners—Michael Hein, Den- 
ver, Colo.; Jay Smith, Longview, 
Wash.; and Sam Suiter, Roseburg, 
Ore. 

Fifth prize, a KitchenAid food 
preparer, went to C. S. Wendell, 
Ames, Ia 

Dealer -salesmen contestants 
demonstrated KitchenAid  dish- 
washers to the consumer prize 
winners in a recent company con- 
test. Salesmen’s prizes were 
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awarded on the basis of their Net income for the U. S. opera- 
knowledge of the dishwasher and tion amounted to $10,268,000, in- 
their skill in demonstrating and ex- cluding foreign dividends of $5,- 
plaining the dishwasher’s benefits 354,000, equal to 85 cents per share 
to the consumer. of common stock. Comparable net 
income for 1957 was $12,651,000, o1 

American-Standard's Report $1.05 per share 
Shows Year-End Upturn “Our operations in the U. S. in 
New York City—A sharp busi- 1958 were characterized by a de- 
ness upturn in the latter part of pressed first six months and a 
1958 brought its total sales figure sharp business upturn in the latter 
to $351,384,000, compared to $368,- part of the year,’ Joseph Grazier, 

783,000 in 1957, American-Stand- president, said 


ard’s annual report shows. (NEWS continued on page 222) 


Brady 
Improved Products 
Do Their Jobs 


BETTER tor LESS 





WATER TANKS 


- 
"7 Brady DELUXE — warranted for 10 FULL 
YEARS 
Engineered and built to serve anywhere 
under most severe water conditions 

; Baked-on Epoxy lining over Armco Zinc 

= Grip* heavy gage steel 
THE BRAND NAME TANK YOU INSTALL 
AND FORGET 








AIR VOLUME CONTROLS 
Available in all popular sizes 
New AV-100 handles domestic 
water tanks to 120-gallon capacity 
Standard of the industry for over 
20 years 











BRADY JET-TYPE FOOT VALVES 


@ Eliminate water turbulance — water flows freely, evenly 
® Brass construction with corrosion-resistant diffuser for that 
extra flow that counts. 








y 


@ AND Brady-Quality 
SNIFTER VALVES Vad 
PRESSURE SWITCHES 


PRESSURE GAGES 


COMPANIES 


18th & Ebright Streets Muncie, Indiana 





News. . . continued from page 221 


DREAM VACATIONS are in store for the winners of R & R Plumbing Supply 
Corp.’s dealer contest. Henry Ritz (left), president of the Worcester, Mass. firm 
presents the awards to Ferdinand Hamel, Gardner, Mass., and John Moynagh, 


Worcester. 


The two dealers and William Lynch (not shown), Worcester, were 


winners in the contest for dealer-customers of the supply firm who attained 
the highest percentage increase in volume in 1958 over the previous year 


Names in the News 


William Brown has been named 
general sales manager of the Duro 
Co., Dayton, O 


Josam Manufacturing Co., Mich- 
igan City, Ind., has appointed Neil 
Trout as assistant sales manager. 


Vernon Griebel has been named 
account executive of the Heating 
Products Division of Wm. Steinen 
Manufacturing Co., Newark, N.J. 


John Mevius has been appointed 
sales manager of the newly formed 
Indiana Division, Robertshaw-Ful- 
ton Controls Co., Indiana, Pa. 


George Beam has been named to 
the new post of merchandising 


manager for the Richmond Plumb- 


G. W. Beam 
Richmond 


A. M. Warner 
Good 


ing Fixtures Division of Rheem 
Manufacturing Co., Metuchen, N.J. 


Arthur Warner has been elected 
president of Good Manufacturing 
Co., New York City 


Frank Purcell has been ap- 
pointed sales manager of packaged 
air conditioning equipment for the 
Unitary Equipment Division of 
Carrier Corp., Syracuse, N. Y 


W. W. Brown 
Duro 


N. R. Trout 


Josam 


F. E. Purcell 


Carrier 


R. E. Barnett 
Jas. P. Marsh 


Wholesaler Awards 
‘Dream’ Trips to Three 


Week-long 


vacation trips to Florida, Bermuda 


Worcester, MAss. 


or Puerto Rico are in the offing for 
three contractor-dealers and their 
wives. They’re winners in R & R 
Plumbing Supply’s sales contest. 

The lucky contractors are Ferdi- 
nand Hamel of Gardner, Mass. and 
John Moynagh and William Lynch 
of Worcester 

The these men, 
.ccording to R & R president Henry 
Ritz, beca 


gest 


prizes went to 
use they showed the big- 
1958 


their previous year’s volume. 


sales increase in over 
Each R & R salesman whose cus- 
tomer won in the contest also won 


a trip for himself and his wife 


Robert Barnett has been elected 
vice president of sales of Jas. P. 


Marsh Corp., Skokie, II! 


John Warnock has been ap- 
pointed general manager of mar- 
keting of Detroit Controls Division, 
American-Standard, Detroit 


Clancy Pollock has been ap- 
pointed sales manager for air con- 
ditioning products of National-U:S. 
Radiator Corp., Johnstown, Pa 

(Please turn to page 224) 


V. M. Griebel 


Wm. Steinen 


i. C. Mevius 
Robertshaw 


vila 


C. W. Pollock 
National-U.S 


J. R. Warnock 
Detroit Controls 
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What The Name 
Means Today To Plumbers 
Who Install Fibre Pipe 


Only a short time ago, CEFCO was a new name for bituminized fibre 
pipe. Today, plumbers recognize there is no better, which is not too surpris- 


ing. Whatever Central Foundry makes is always according to the highest 
standards 


This increasing use by plumbers testifies to the profit-making possibilities of 
CEFCO fibre pipe. Wherever non-metallic pipe is code-approved for house- 
to-sewer connections or acceptable for other purposes, it fills requirements. 

. For residential, industrial and farm applications, this light-weight, corrosion- 
proof, acid-resistant pipe is assembled easily and speedily. Just a few taps 
seal tight root-proof joints. Unaffected by temperature changes. Withstands 
earth loads, traffic shocks, shifting soil. 


CEFCO fibre pipe is available in 2, 3, 4 and 6-inch sizes; perforated pipe in 
4-inch; also cast iron and non-metallic fittings. 


If you’re not already using CEFCO, learn first hand why so many plumbers 
now ask for it by name. Order CEFCO for your next fibre pipe job. 


Orders for fibre pipe may be combined with soil pipe in carload lots. 


THE CENTRAL FOUNDRY COMPANY 


Centrifugal Cast Soil Pipe ° Machine-Made Fittings ° Bituminized Fibre Pipe 
Office: Foot of Pacific Street, Newark 5, N. J. Plant: Holt, Ala. 


GET ALL THE FACTS ABOUT CEFCO PIPE An 8-page illustrated folder describes where 
and how CEFCO bituminized fibre pipe is used, how it is made and tests it must 


pass to comply with Federal specifications. Write today for your copy. 
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(Continued from page 222) 

The appointment of H. Corbyn 
Rooks as vice president of engi- 
neering has been announced by the 
Trane Co., La Crosse, Wis. 


A. L. Mitchell has been named 
vice president of Lamb Industries 
Inc., Toledo, O. 


Norman Reitman has been ap- 
pointed advertising and sales pro- 
motion manager for Typhoon Air 
Conditioning Co., Division of Hupp 
Corp., Brooklyn. 


Westinghouse Electric Corp., 
Pittsburgh, has elected Mark Cre- 
sap Jr. president and chief execu- 


Now for no more money... 


MORE WATER WITH HIGHER PRESSURES! 


Now from the originators of jet pumps comes FOR DEEP WELLS 
the new STAR line... latest triumph of Jacuzzi 
Bros.’ engineering leadership. It’s a completely 
new line including five separate series. Most im- 
portant—every STAR line pump is MULTI- 
STAGE to provide more water at higher pres- 


self-prim- 
ing jet systems for lifts to 400 
feet 


FOR SHALLOW WELLS . 
self-priming jet systems for lifts 
to 25 feet. 


sures. What’s more, STAR line pumps have 


fewer parts...new engineering improvements... 
all at the cost of an ordinary single stage pump! 


SUBMERSIBLE PUMPS, too 
for 4, 6 & 8 inch diameter wells 
and larger 








UNIVERSAL 











ST Al Feot.. PUMPS & WATER SYSTEMS > 


Contact us for literature and dealership opportunities. 


JACUZZI BROS. INC. 


4100 Bayless Avenue, St, Lovis 23, Missouri 
Jacuzzi Avenue, Richmond, California 


CANADIAN FACTORY: Jacuzzi Universal (Canada) Ltd., Box 514, Toronto, Ontario 


tive officer. Other officers elected 
were Gwilym Price, chairman of 
the board; E. V. Huggins, vice 
president and chairman of the ex- 
ecutive committee; John Hodnette, 
executive vice president; and Rus- 
sel Read, treasurer. 


Fred Maytag II, president of the 
Maytag Co., Newton, Ia., has been 
elected a director of Minneapolis- 
Honeywell Regulator Co., Minne- 
apolis. 


Bryant Manufacturing Co., Di- 
vision of Carrier Corp., Indianap- 
olis, has announced the following 
appointments: Howard Berkel as 
director of public relations; Walter 
Leander as product manager for 


W. Leander 


K. Davis E. Richards 


gas furnaces; Keith Davis as man- 
ager of the firm’s new gas air con- 
ditioning equipment; and Earl 
Richards as assistant manager in 
this department. 


Chicago to Host School 
for Kitchen Specialists 

Cuicaco—The third annual train- 
ing school for kitchen specialists 
sponsored by the National Institute 
of Wood Kitchen Cabinets will be 
held here June 7-13. 

The 40-hour course will include 
20 hours of instruction on layout, 
design, floor plan, elevation and 
perspective kitchen drawing and 
20 hours on kitchen selling, plan- 
ning, installation, color, advertising 
and sales promotion. 

Separate roundtable sessions 
will be held for each of three 


groups - factory representatives, 
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distributor salesmen and dealer 
salesmen. 

“For the first time, enrollment 
will be limited to personnel of ac- 
tive and associate institute mem- 
bers, their distributors and deal- 
ers,” said Fred Montiegel, manager 
of the institute. “The school is ex- 
pected to attract so much interest 
that our facilities would be over- 
taxed if it were open to all.” 

Tuition for the course is $65 per 
person. Applications for enrollment 
are being accepted by the institute 
at 75 E. Wacker Dr., Chicago. 


Sales of Home Laundry 
Units Up 18 Percent 
Cutcaco—Factory sales of home 
laundry appliances during Febru- 
ary were 18 percent above a year 
ago, according to Guenther Baum- 
gart, president of the American 
Home Laundry Manufacturers 
Assn. This was the sixth consecu- 
tive month that sales exceeded 
comparable year-ago totals, he said. 


a The month’s sales totaled 424,- 
686 units as compared with 360,- 
222 a year ago. Sales for the first 
two months of this year were up 
18 percent over the same 1958 pe- 
riod, he said. 

Automatic and semi-automatic 
washers accounted for nearly half 
of the month’s sales with 228,955 
units sold, up 13 percent from last 
year’s total. 


Crane's Sales Dip, but 
Other Progress Noted 

Cuicaco—Crane Co. sales were 
down 11.3 percent, to $336 million 
in 1958 compared to 1957, according 
to the firm’s annual report 

A decline in industrial construc- 
tion and a four-and-a-half month- 
long strike at the firm’s Trenton 
Potteries Division contributed to 
the sales dip, said Neele Stearns, 
president. 

Net earnings after “extraor- 
dinary losses” were $2,167,345 or 
72 cents a chare. The extraordinary 
losses, according to Stearns, re- 
sulted principally from Crane’s sale 
of its Toledo Desk and Fixture Di- 
vision, its interest in Heavy Min- 
erals Co. and the discontinuance —‘ 
boiler and radiator manufacturing 
at Chattanooga, Tenn. 

Crane continued to strengthen 

(Please turn to page 226) 
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Joe’s figuring a heating system for 
a big house with large rooms, lots of windows . . . but 
there are some small rooms, too — don’t need much 
heat in those! What type of heating units will give bal- 


anced heat to all the rooms and still harmonize nicely? 








Easy, Joe! Use extra-capacity Utica 
Hi-Baseboard Radiant Heating Panels in the big rooms. 
Use Utica Lo-Baseboard in those smaller rooms, and 
you've got a system that heats perfectly. There’s a 


complete line of matching metal accessories, too! 


UTICA Radiant Baseboard Panels 
made in 2 heights to meet all requirements 


Utica Hi-Baseboard 
Rated at 3.6 sq. ft 
Cast iron Utica Lo-Baseboard 


provides sufficient output to 

meet the heating require- 

ments of most residential in- 

stallations. When wall space 

is limited, or unusual heating 

demands are a factor, extra- 

capacity Utica Hi-Baseboard 

is the answer. And Utica 

Baseboard Panels combine 

radiant and convected heat 

for greater efficiency. 
Utica Lo-Baseboard 
Rated at 2.35 sq.ft 


UTICA Heating Products...made in one plant — shipped from one source 


UTICA RADIATOR 
CORPORATION 
UTICA,NEW YORK 





News 





(Continued from page 225) 
its financial position during 1958, 
Stearns said, and finished the year 
with cash and marketable securities 
of $37 million, compared with $18.6 
million a year earlier. 

He said the increase was a result 
continuing program that 
brought about cash improvement 
and the elimination of bank debt 


of a 


for stainless steel 7 


CLAMPS... 


Deep-Slotted Screw or Collared Screw 


in 1957. The company’s 1958 pro- 
gram, he said, was directed to the 
“complete or partial solution of im- 
mediate corporate problems and 
represents only a prelude to man- 
agement’s long-range concept of 
the revitalized Crane Co. We in- 
tend to expand Crane manufactur- 
ing operations into areas in which 
the company does not now have 


Nonmagnotie ™ 
High-Tensile 
Ctainless Stool 


ty 5 


It’s the SweMe UTILITY-PAK 


100 Clamp Assortment of Four Popular Sizes 


For All Applications 


Plastic Pipe. Sure-Tite all stainless steel clamps 
meet all pressure and corrosion conditions in flex- 
ible plastic pipe installations for water service 
systems, irrigation, wells, drainage, underground 
sprinkler piping, etc. These clamps are detachable, 
They can be opened and, if desired, can be installed 
after the pipe and fittings have been assembled. 


The four sizes in the Utitiry-Pak offers the 


proper clamp for any class and size of pipe from 


Y, 


rtoz. 


Rubber Hose. Sure-Tite clamps make leak- 
proof connections wherever a rubber hose has to 
be fastened to a pipe or fitting. Four sizes offer 
the full range for any rubber hose with outside 
diameter from %;, to 234”. 


Marine Use. The high corrosion resistance of 
Sure-TitTE all stainless steel clamps makes them 
particularly well suited to the many marine appli- 
cations requiring a quality clamp. 


Here's what you get: 


| Ciamp Choice 
| Series PS|Series C-PS 
Quantity | with with 
of Clamps Deep- | Collared | Max 
(Total 100) Size Slotted Screw 
i | ul i 





Clamp Diameter 





20 %” % 10PS | CIOPS | 1%” 
40.11” 1%”*|  20PS | C20PS | 1%" 
30 |1%" 1%" | 26PS | C28PS 
10 |1%" 2" | 36PS | C36PS | 2%” 
Utility-Pak No PS-100] CPS-100 
List Price, per Pak $42.20| $47.60 

















Standard shipping carton contains 3 UTILITY-PAKS 


For full details ask for 
Bulletin PP-259 


CLAMPS 
for Every 
Application 


Also Handy 10 PAKS 
For Refills and Stocking 

SureE-TiTeE clamps are boxed in attractive 
packages of 10 clamps. Each box is plainly 
marked with Clamp No., 

and diameter range, also 

complete size chart on 

each 10 Pak. 


Quality Clamps for over a Quarter Century 


WITTEK 


MANUFACTURING CO. 
4357 W. 24th Place, Chicago 23, Ill. 


production facilities, to serve major 
customers better in rapidly grow- 
ing sections of the country and to 
improve our competitive position 
through operating efficiencies and 
reduced freight costs resulting from 
the establishment of plants that are 
market oriented,” Stearns said. 


a He added that Crane’s “historic 
distribution system of company- 
owned branches is being re-aligned 
so that it will cope more efficiently 
with changing market conditions 
and render improved service to 
customers. 

“Additional independent whole- 
salers will be an important factor 
in the over-all program being de- 
veloped for the distribution sys- 
tem,” Stearns concluded. 


International Harvester's 
1959 Truck Line Introduced 

Cuicaco—Its 1959 line of trucks 
was recently introduced by Inter- 
national Harvester at a gala press 
preview here. (See New Products, 
page 149.) 

Designated the B-Line, it in- 
cludes models ranging from 4,200 
to 33,000 
weight. 

Ralph Buzard, Motor Truck Di- 


vision vice president, said Interna- 


pounds gross. vehicle 


tional will try to capture a greater 
share of the 900,000 truck registra- 


tions that are expected this year. 


a International Harvester now of- 
fers a complete line of trucks rang- 
ing from the small, multi-stop de- 
livery Metro-Mite, to giant 100,000 
pound off-highway units. 

The firm is up to schedule on its 
production despite a 61-day strike, 
recently settled, Buzard told DE. 


Net Sales Rise 22 Percent 
at Controls Co. of America 

ScHILLER PARK, ILL. — Revenue 
from three new subsidiaries and 
a sharp volume rise in the second 
half of the year substantially in- 
creased sales and earnings in 1958, 
the Controls Co. of America re- 
ported. 

Net sales were $33,078,027, up 22 
percent over the previous year. 
Net earnings after taxes were $1,- 
309,263, up $188,878; this includes a 

(Please turn to page 228) 
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Convention Dates 


(Continued from page 76) 
Sept. 30-Oct. 2—CSA—65th annual 
convention of the Central Supply 
Assn.; Palmer House, Chicago. 


Oct. 25-28—AI—Annual convention 
»f the American Institute of Supply 
Assns.; Haddon Hall Hotel, Atlantic 
City, N. J. 


Nov. 1-2—ACRW—Annual meeting 
»f the Air Conditioning and Refrig- 
eration Wholesalers; Shelburne Hotel, 
Atlantic City, N. J. 


MANUFACTURER ASSNS. 


May 3-4—LPGA—Annual conven- 
tion of the Liquefied Petroleum Gas 
Assn.; Conrad Hilton Hotel, Chicago 


May 10-13—CBRA—Annual meeting 
of the Copper and Brass Research 
Assn.; The Homestead Hotel, Hot 


Springs, Va. 


May 21-22—WCF—Annual meeting 
of the Water Conditioning Founda- 
tion; Edgewater Beach Hotel, Chicago 


May 26-27—PBI—Spring meeting of 
the Plumbing Brass Institute; Penn- 
Sheraton Hotel, Pittsburgh. 


June 1-4—PHE—Annual Plumbing 
and Heating Exposition. (Held in con- 
junction with the annual convention 
of the National Assn. of Plumbing 
Contractors); Convention Hall, Miami 
Beach, Fla. 


June 2-5—OHINE—Eastern biennial 
exposition of oil heat and air condi- 
tioning of the Oil Heat Institute of 
New England; Statler-Hilton Hotel, 
Boston. 


June 4-5—NWAHACA — Semi-an- 
nual meeting of the National Warm 
Air Heating and Air Conditioning 
Assn.; Statler-Hilton Hotel, Cleve- 
land 


Oct. 5-7—AGA—Annual convention 
of the American Gas Assn.;: Conrad 
Hilton Hotel, Chicago. 


Oct. 25-27—NIWKC—Annual cor 
vention of the National Institute of 
Wood Kitchen Cabinets; The Home- 
stead Hotel, Hot Springs, Va 


Oct. 29-30—AHLMA—Fall confer- 
ence of the American Home Laundry 
Manufacturers Assn.; Commodore Ho- 
tel, New York City 


Nov. 2-5—ARI—lIlth expositi 
the Air Conditioning and Refri 
tion Institute; The Auditoriur 
lantic City N P| 


Dec. 12-15—NSPI—Annual conven- 


tion of the National Swimming Poo] 
Institute; Coliseum, New York City 
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TAREADS | 10 4-INCH 
PIPE WITH. 
NO DIE CHANGE! 








Send for complete 
catalog and name 
of nearest distributor 


PIPE TOOLS, INC. 


DANA AVE. 
WARREN, OHIO 
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News 





(Continued from page 226) 
net non-recurring profit of $120,973 from the 
sale of a company plant. 
“The improved business in the second half of 

You can stake your reputation on a Zoeller Sump 1958 continued during the first quarter of this 
Pump! Quality materials and genuine “know-how" year,” said Louis Putze, president. The com- 
mean extra years of trouble-free performance . . . . pany makes controls for heating, air condition- 
eliminate costly service call backs. Check these ing and refrigeration industries. 
features. 
J. M. Hayman, Arbest 
Founder Dies 


PHILADELPHIA—J. M. Hayman, founder and 
president of Arbest Manufacturing Co., died 


CAST BRASS * MODEL O5 & recently. His son, S. L. Hayman, will continue 
i to operate the company. 
F | 0 a t 0 p e [ a t e d ; The firm manufactures : of 


a line 


MOTOR: 2 H. P. NEMA Standard ‘ equipment and plumbing specialties. 
sump pump frame motor. Sealed ball | 


bearings. Automatic reset thermo | i Third and Fourth-Quarter Profits 


protector is built in. Help Rheem Overcome Early Loss 
IMPELLER: Cast Brass; machine Cuicaco—Second half earnings last year 


balanced. helped offset a net loss incurred during the 
STRAINER: Heavy Cast Brass. first half of the year by Rheem Manufactur- 


pa strainer for easy cleaning.  / ing Co., according to the firm’s annual report. 
c OR ser Mucteched « theaes KOS / Net earnings for 1958 were $301,673, com- 
Weight - operated) / pared to $1,968,916 in 1957. 


f A. Lightfoot Walker, president, said in his 


heating 





letter to shareholders: “The earnings achieved 


Pst Whita4 => 4edn ert A in 1958 were made possible by continuation of 


lao M-1-7-t-t-melel mel i. our program to increase efficiency and reduce 
costs, since our sales declined 20 percent from 
the record figure of 1957.” 

The decline in sales, he added, “occurred 
largely because of general economic conditions 
that, in certain markets, are not immediately 
overcome even by intensified selling effort.” 


lifetime corrosion resistant 


CAST IRON © MODEL O3 | ew 
F | 0 a t 0 p e [ d t e d | On page 68 of the March issue, a New Product 


listing for the Peerless Heater Co. carried an 
MOTOR: 3 H. P. NEMA Standard incorrect address. The firm’s address should 
closed top motor. have read “Boyertown, Pa.” 


IMPELLER: Cast Iron; won’t clog; 
high capacity. Mueller Climatrol and Dealers 
STRAINER: Heavy Cast Iron. Top Sponsor Consumer Contest 
strainer for easy cleaning. Non- 
clogging. 
Not illustrated - (Model KO3 
Weight operated.) 





MILWAUKEE—A consumer contest designed to 
promote Mueller Climatrol’s “authorized dealer 
group” has just been completed. 

First prize in the contest, which was pro- 
moted in newspaper ads, is a complete replace- 
ment heating installation for a home up to 
2,000 square feet. Other prizes include five 


BUY THESE PREMIUM QUALITY SUMP PUMPS electric humidifiers and 100 $50-discount cer- 
THROUGH YOUR WHOLESALER | tificates to apply on the installation cost of 


Mueller heating and air conditionirg equip- 
ment by an authorized dealer. 





Mueller’s authorized dealer group is made up 
of contractors who are “pledged to upgrade the 
quality of ducted heating and cooling installa- 


(Please turn to page 229) 





3280 MILLERS LANE * LOUISVILLE 16, KENTUCKY 





(Continued from page 228) 
tions through conformance to standards estab- 
lished by the National Warm Air Heating and 
Air Conditioning Assn.,” a spokesman said. 
Mueller Climatrol is a division of Worthing- 
ton Corp., Harrison, N. J. END 


What Are the Kelleys Up to Now? 


(Continued from page 101) 
the oil is changed every 100 hours by the 
operator. For keeping track of this mainte- 
nance, an hour-counter is mounted on the 
machine. When it’s traded in every two 
years, about 75 percent is written off. The 
other 25 percent is regained in the trade-in. 


Welding Units: Kelley owns seven port- 
able welding machines that can be pulled 
to the jobs on their own wheels. Four are 
gasoline powered, three are electric 300-amp 
units. They cost about $1,000 each and give 
the men their own welding equipment on 
the job, when needed, freeing them of the 
need of renting or leasing with an outside 
operator. There is 5,000 feet of cable. 


Air and Electric Tools: The company has 
the standard range of electric tools, such as 
drills, screw drivers, bolt tighteners and hole 
cutters. These are supplemented with a 
wide range of air-driven tools, including 
hammers, bolt tighteners, clay spades and 
trench tampers. This gives the men auto- 


(Please turn to page 230) 
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“Water, water, everywhere but not 
a drop to drink 
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STAINLESS STEEL 
SINK BOWLS 


‘ 
VA 


GENEVA 


A MODEL FOR EVERY NEED 





KITCHENS 


GENEVA MODERN KITCHENS 


v 


Please send complete information on Geneva He som staintle 
steel sink bowls 


Nome 





LIGHTER WEIGHT 


LOWER COST 


THE NEW ‘HANDY ANDY JR’ 


PORTABLE 


VISE ~% 
STAND 


A dandy, handy portable vise 

ideal for shop and ‘‘on the job’ / 

work. Exceptionally sturdy y}; 
construction. Weighs only / 

28 Ibs., height 36 inches 

The Handy Andy Jr. is 

drilled to accommodate 

hinged or chained vises , WRITE 
up to 242” capacity } FOR 
Pipe or tube ; PRICE AND 
bender is cast FURTHER 
into base. DETAILS 








ONE PUMP, ONE BOILER 


HEATS UP TO 
IN LOW COST 


EDWARDS 


SYSTEM! | 


The Edwards Zone Control Baseboard 
Radiation System utilizes positive-acting 
motorized valves, operating independ- 
ently, to ‘custom heat” up to six sep- 
arate zones from a single boiler and 
pump. And it costs as little as $25 per 
zone more than non-zone systems. Two \J 
men can install the entire system in a 
day . . . Edwards boiler-burner (gas or 
oil) plugs into any outlet; pre-cut base- 
boards are set up in minutes. Pre-wired 
boilers meet ASME Code and are guar- 
anteed for 20 years. Write today for 
literature and specifications. 


6 Zones 


DWARDS 
ENGINEERING CORPORATION 


1304 ALEXANDER AVENUE, POMPTON PLAINS, NEW JERSEY 
TELEPHONE: TEMPLE 5-2808 


(Continued from page 229) 
matic equipment regardless of power source, 
speeds work by 30 to 60 percent. In addition, 
Kelley has three air-driven 85-pound and 
one 60-pound paving breakers. 


Other Tools: That’s far from the full list 
The company also has a 12-inch air drill for 
tunneling underground as far as 40 feet. It 
has two 2-inch and one 4-inch centrifugal, 
self-priming pumps, gasoline driven, for 
pumping water out of ditches to eliminate 
work slowups. For power sources in operat- 
ing all these tools, Kelley often can depend 
on current on the job site. But in case it 
isn’t there, the firm owns two 12,000-watt 
gasoline-driven power generators and a large 
air compressor. In addition, auxiliary power 
takeoffs are mounted on the generators of 
nearly all of the trucks for emergency use, 
and the trucks have been equipped with 
oversize generators. 


alt all adds up to this: Kelley has some 
power application for nearly every type of 
job encountered in the field. Where power 
can’t be applied directly to the job, at least 
wheels are put under the tools to effect some 
labor-saving, which means lower bids and 
faster jobs. 

“It would be impossible to say just how 
much we save in a year because of the use 
of power,” says Dick Kelley, “although we 
know it’s considerable. Also, there are a few 


(Please turn to page 233) 


“With that item we never ask, 
‘How’s that for size?’ “’ 
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This is the Pipe with 


- 
ce. lancet MAGNIFIED PRECISION 


WATER SOPTENER . +» Qualitywise in every respect 
“Set it and Forget it from Hub to Spigot! 


All the soft water you want, year recision emphasized. It’s tl 
in and year out. The Radiant at can stand the exactness of cali 
Electric Calendar Clock “‘takes quality which extends trom hub t 
over"’ fully and completely, 

automatically regenerates and 


then returns to service 
@ Polyethylene Sait Storage ‘ 
Tank—bids goodby to corrosion 


and rust 


Heavy gauge steel Mineral € 
Tank—hot dip galvanized A fIin 
throughout—baked, gleaming, . 


long lasting finish q 
@ 200 Lb. Salt Storage Tank SOIL j? ' re E- 
@ New Turbo-action Regeneration 
@ Quality constructed—Easily 
installed, just plug into any 
110 voit outlet 


The added beauty of APCO is in the 

features of this centrifugally produc 

It's straight and seamless mooth 
and out. Since its metal is “I 

The TOWN and > due to having been sand spu 


COUNTRY form thickness throughot 


” °. 0 Chere are no sand holes 
truly automatic. have Sa ADEE ie 


q easy to caulk, to 
The BUDGETEER there's “Magnified 


Not Ilust in every inch 


with the Radiant Single 

Control Valve APCO meet AND BEATS 
quirements of the Cast Iron Soi 
tute. In addition, APCO pipe is t 
air pressure UNDER WATER—a 
and checked for accurate weight 
flexibility, uniform tt es 


° metal composition Then t's 
THE KRadeant OF to test it by YEARS of serv 
WATER CONDITIONERS 


Solves all water problems 





FILTERS 


for Homes and industrial Piants Send 
@ iron Filters for 
Sealizer Free 
eA Neutralizers 
phir Folder 
@ Water Purifier 


@ Sediment Filter 


ORANGE 


Available in Au 
requires n 
as well a 


HYPER 
CHLORINATORS 


Write for complete literature A LA BA MA P ! e 3 C 0 + 
Sales Offices in Principal Cities 
Q A D 1 A ha T GENERAL OFFICES — ANNISTON, ALABAMA 


WESTERN PLANT AND SALES OFFICES 
UTILITIES CORP. 5335 Southern Ave 


* South Gote, Calif 


8817 18th Ave., Brooklyn 14, N. Y. G Cast iron soit pire 
“Pp INSTITUTE 


DoMEsSTIC ENGINEERING, MAy 1959 





JAMECO_ 
LEADS | 


THE 


BIGGEST 
LINE 





JAMECO Products in this 
Py smart new package... the 
“sellingest” combination ever 


Big Illustrated 
Catalog 
on Request 





The most complete selection of 


new Spray Type Lavatory Faucets 


These new spray head faucets are a 
smart choice for today’s public washrooms. Chicago Faucet 
-gives you the widest choice, with models for all needs. Each 
one has the same close-with-the-pressure, renewable oper- 
ating unit that has made 
Chicago Faucets first 
choice for trouble-free 
service and lasting 


economy. 


No. 967—Centerset design, for 
lavatories drilled on 4” centers. 
Spray spout reduces splash and 
water waste, permits washing in 


clean, running water. 


No. 877 — Combina- 
tion Lavatory Fixture 
with spray type spout. 
Distance between 
valve centers adijust- 
able from 8” to 12”. 


No. 878—Same.as 
877 but with 1%” 
Brown Popup Waste. 


Chicago Faucets 
are distributed 
through the’ 
plumbing trade 
exclusively 


THE CHICAGO FAUCET CO. 
Chicago 39, Ill. 


Z 
FAUCETS 


Last As Long As the Building 
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(Continued from page 230) 


factors that tend to offset a part of the gains. 
“For example, there is maintenance. The 
backhoe operator, for instance, must be a 


skilled mechanic too.” Tahiclactiicy: Tal 
Ct et 9d ge | | 
s All truck drivers keep their vehicles in cutting time? 


their possession and are responsible for 


them, and they at times do some minor 
maintenance themselves. The firm stocks 
oil and grease. But for the most part, the 
drivers take their vehicles to the selling 
dealer for such maintenance. Kelley finds 
regular visits for such simple operations 
forestalls costly repair bills. 
There also is a greater bookkeeping prob- 
lem. Controller N. N. Hoffman has the con- 
stant problem of reconciling the accelerated 
writeoff of equipment for tax purposes with 
the amounts actually charged to job costs. 
The decision to buy or rent equipment is For General Use buy 
based upon projected usage expressed in : aes : 
terms of dollar outlay, net of Paso The re- Rikaibp 
sulting conservation of capital has helped the Heavy-Duty 


company strengthen its cash position with- Pi 
Site a= pe Cutters 
out incurring the economic cost of money. 

Factory tested for perfect 


tracking, here’s your best cut- 
ter buy for hand use. Extra- 
gram,” says Dick, “is that it enables us to long shank protects threads, 
gives fast, easy adjustment. 
Large handle for sure grip. . . 
more leverage. Strong, special 
loss. With all this mechanization through malleable frame won't bend 
or warp. You'll also need the 
, : Ri@ai& Wide-Roll Cutter, 
have to take jobs just to keep men working. that tracks perfectly at high 
“This matter of modern tooling and equip- power-drive speeds, and the 
Ri@aiD 4-Wheel Cutters, 
that give quick, clean cuts i 
in big-job contracting. With modern tools rey Sai caike aeaaber 


(Please turn to page 224) turns. 


»“The main advantage of the whole pro- 


make bids realistically, get as many jobs as 
we can handle and still come out without a 


use of modern tools and methods, we don’t 


ment is the real answer to today’s problems 


Five Sizes for /s’’ to 6”’ 


For Tubing and Thin-Wall Condvit 
buy 


Rikat(b 
Tubing Cutters 


Five Sizes 

for Ye’’ te 4”’ oe Exclusive fold-in reamer on 
Nos. 10, 15 and 20 protects 
hands and pockets... reams 
full cutter capacity. Thin- 
blade wheel gives qui k, clean 
cuts. Rollers smooth tubing 
ready for soldering. Special 
RiGeaiD No 315 3-Wheel 
Cutter gives fast cuts in 
hard-to-get-at places. 


There's o FRIERID Cutter to save 
you time on every job. Call your Supply House today! 


“Be out in a minute, mam.” 
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PENBERTHY builds better 
sump 














PEN-PRIDE MODEL 48 


improve performance and profits 
The new line of Penberthy 
sump pumps is packed with new 
advances in design, construction 
and performance. Here are 

some of the features that make 
Penberthy your best value! 
NEW IMPELLERS 

Advanced design and construction, 
with greatly improved abrasion and 
corrosion resistance, provide 

more effective service — longer. 
NEW FLOAT RODS 

(Pen-Pride, Iron-Guard, Mers-a-Matic) 
Corrosion-resisting polyethylene 
rods are practically indestructible. 
Assembled as unit with displacement 
weight type floats — ready for 

easy adjustment and installation. 
NEW FLOATS 

(Model 48 and 46) 

Polyethylene floats look like — but 
outwear and outperform — brass type. 
NEW END BELL 

(Pen-Pride, Model 48, Iron-Guard ) 
Unitized design of universal end 

bell provides greater protection for 
switch; adds to efficiency of 
instantaneous positive switch action. 
SPMA APPROVAL 

All Penberthy pumps surpass 
exacting requirements of SPMA — 

a further warranty to Penberthy’s 
reputation for unmatched quality. 


MODEL 46 








MODEL M 


Profit with Penberthy 
in ‘59. 
Write for new catalog 


PENBERTHY MANUFACTURING COMPANY 


Division of Buffalo-Eclipse Corporation 
1242 HOLDEN AVENUE, DEPT. DE, DETROIT 2, MICHIGAN 


MERS-A-MATIC 


(Continued from page 233) 
we can get jobs and make money. Without 
them, I don’t think it would be possible. 
We've proved the point as far as we’ve gone, 
and we figure we'll do better and better, be- 
cause we intend to stay up-to-date.” END 


=The M. J. Kelley Co. does an annual volume 
of more than $1,000,000. Biggest percentage oi 
this work is plumbing—some 30 percent. Heat- 
ing accounts for 25 percent, sewer work 15 per- 
cent, process piping 10 percent, and venting 20 
percent. 

Heating includes only hydronics. 
piping includes sewage disposal plants. Vent- 


Process 


ing includes all warm air work and its accom- 
panying air conditioning, with the actual fab- 
rication of ductwork subcontracted to sheet 
metal fabricators. In the latter case, however, 
Kelley does the engineering, balancing and in- 
stallation and retains full responsibility. 

To handle the work, Kelley's has a front office 
force of only five persons, plus a secretary, and 
a back-shop force of 27 men. At times the labor 
force will go as high as 60. Otherwise, the job 
gets done quickly and well through a $75,000 
investment in mechanization. 


aM. J. Kelley himself still is active head of the 
company. Dick Kelley, executive vice presi- 
dent, also handles advertising, purchasing, some 
estimating and supervision, but he concentrates 
mostly on sales. 

A. R. Zetts, vice president and general man- 
ager, also is an engineer and works on bids and 
estimates. Another engineer, E. L. Foster, 
shares the load with Zetts. 

Echeloned next in the company are Joe 
Roeble, general superintendent; Joe Marabito, 
plumbing superintendent; and James Ward, 
heating and piping superintendent END 











‘| dunno. These discount houses make 
me just a little nervous.”’ 
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How Stevenson Builds Water System Volume. 


(Continued from page 123) 
marked, so such boners shouldn’t 
happen. When Stevenson can tell 
for sure that it’s happened, he 
has a legitimate claim against the 
concrete contractor and bills him 
for the costs of fixing the job. 

Fixing the line can be quite a 
job. Sometimes Stevenson can 
snake a smaller line through the 
old one without impairing effi- 
ciency. But other times he has to 
lay a new line clear around the 
house. And he does it. 


# Such fast action on complaints 
naturally leads to increased con- 
fidence and faith in him on the 
part of the builder. 

In building up his good rela- 
tions with builders, Stevenson 
goes further than offering good 
workmanship and quick han- 
dling of complaints. He tries to 
offer extra services. For exam- 


Be sure to tear along dotted 


ple, he’ll often put in temporary 
service from the pump so water 
can be used on the job, since the 
well usually is ready before the 
rough-in. Stevenson notifies the 
builder when this is feasible and 
offers it as an extra, for his con- 
venience to aid the plastering op- 
eration and other jobs. It’s a paid 
job, extra to the contract, but the 
builder appreciates Stevenson’s 
thinking of it and offering it. 

Stevenson also guarantees all 
his work, and servicing his guar- 
antee is one of his best good-rela- 
tions builders. The prime re- 
sponsibility of one of his men—to 
which he gives priority—is serv- 
icing guarantees promptly. 


#» “When a home buyer has a 
complaint,’ Ed Stevenson says, 
“whether it’s a leaky faucet or a 
pump rattle or anything else, 
he’ll keep calling the builder un- 


til it’s fixed. All builders are 
bothered by this; so when they 
find a plumbing contractor who 
handles these pomigentite imme- 
diately and graciously, they real- 
ly appreciate and seneniion it.” 

On the subject of the individ- 
ual vs. central water system in 
project housing, Ed points out 
that he installed 100 pumps in 
one housing project 


e “The builder sometimes con- 
sults with us on whether a com- 
munity should have a central or 
individual systems,” Ed_ says 
“And naturally we prefer to in- 
stall the individual one 

“Here’s another area in which 
having good working relations 
with substantial builders is a big 
help to us. They have confidence 
in us and ask for our opinions 
They’re also more apt to pay at- 
tention to it when they get it. In 
addition, this type of builder gen- 
erally handles the better-quality 

(Please turn to page 236 
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(Continued from page 235) 
housing, where price is less a 
factor to his customers and he 
can afford to include the individ- 
ual water system in the package 
sale to the homeowner. 

“We realize, of course, that 
price is not the only factor in the 
individual vs. central water sys- 
tem picture. There are such 
things as regulations regarding 
the location of the septic tank in 
relation to the water scurce, etc., 
which may make individual 
water systems unfeasible in some 
areas. But we haven’t run into 
that kind of problem much.” 


«= Whenever Stevenson doesn’t 
deal with the homeowner direct- 
ly, he will make his large, well- 
stocked showroom available 
through the builder to prospec- 
tive homeowners who want to 
look at a variety of fixtures 
before making their choice. 


In one project of 350 houses, 
Stevenson says, more than 30 
percent of the home buyers came 
to his showroom to select fixture 
colors—and in many cases added 
other appliances to the house. 


a When the builder and buyer 
are brought into his showroom, 
Stevenson often is able to up- 
grade the original installation by 
pointing out the advantages of 
higher-quality merchandise. He’s 
upgraded the pump sale many 
times, Ed says, by pointing out 
the important advantages of a 
bigger-capacity pump. 
Stevenson doesn’t advertise 
his new construction work to the 
public. But. he does advertise 
his remodeling services, which 
come to about 50 percent of his 
gross and 75 percent of his an- 
nual net. He runs full-page and 
sometimes two-page spreads 


the Chicago Tribune, which has 


nade ALWAYS cut true 
threads for tight joints. 
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RATCHET THREADER 


with Self. Feeding, 
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Recduse of the exclusive double threaded threat, 
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Chips Ejeeting Dies 


euch pipe site 





a large suburban section. 

“We've had builders tell us 
that they became interested in us 
through our remodeling ads,” Ed 
Stevenson says. “The ads tell 
them that we have a big show- 
room, loaded with merchandise 
that prospective homeowners can 
look at when selecting fixtures. 

“Incidentally, these homeown- 
ers often come back to us here in 
the city—even though they live 
in the suburbs—when they want 
to buy additional appliances later 
on. And they recommend us to 
their friends for remodeling— 
and for water systems.” 


#So this big-city contractor has 
made a big thing out of ignoring 
the unwritten rule that pumps 
and other suburban business are 
not for him. By ignoring the 
rules, he improves both his new 
construction and his remodeling 
business. END 


ejecting chasers turn the chips out ahd away from the 
work where they cannot clog the die or tear the thread, 











Reed Removable Mead Ratchet Sets cover the 
full range from Ve te 1VYe A convenient metal 
corrier is supplied with sets of three or more heads, 


Whenever you want to work with pipe, Ask for a REED Pipe Tool. 


As a result, cutting is easier, dies last longer, and 
EVERY thread makes a tight joint, 
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Indiana Wins Big Test in 


Fight for Good Plumbing 
(Continued from page 133) p ail RM iy ( I 


borne disease by minimizing the possibility 
of outbreak due to faulty installations of 
plumbing. The enabling act permits coun- 
ties to define good plumbing, issue permits 
for plumbing installations and require in- 
spection of installed plumbing to make sure 
it’s up to standard. 

2. Monetary savings. Money that might 
have been spent on expensive replacement 
of inadequate or dangerous installations will 


now remain in the homeowners’ pockets. ry peer 


Jackleggs and handymen without county 


permits cannot engage in plumbing work. ; r r a ia ia lt 
é 


=» Specifically, here’s what the enabling act 
provides: 

1. It authorizes the board of county com- 
missioners to adopt an ordinance to regulate 
and establish minimum health and sanita- 
tion standards for “plumbing and plumbing 








systems” (which are defined in detail in the 
act). The county ordinance must conform 
to the requirements of the “National Plumb- 
ing Code” and the Plumbing Rules and 
Regulations of the Administrative Building 


2. The ordinance must require that no 


person, firm or corporation shall install 


Most Advanced Heater on the Market 
plumbing or repair plumbing without a per 
mit if the cost of the work is $150 or more Peerless delivers you all the performance you 
need to profitably sell gas unit heaters hese 
quality unit heaters are expertly engineered to 
of county commissioners to designate an ad provide maximum performance with both low 
initial and operating costs. Peerless incluck 

tures that afford peak efficiency 

heat exchanger, live rubber m 


3. The enabling act authorizes the board 
iS 
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(Continued from page 237) 


é ministrative body to enforce the act. The 
Sell Speed with administrative agency may be the county 
at one board of health, the health officer, the plan 
commission or the building department. 
+ e This body’s jurisdiction includes the issu- 
ance of the afore-mentioned permits. It also 
includes the authority to fix “such rules, 
regulations, approval of plans and specifica- 
tions of plumbing for all buildings as shall 
be necessary to carry out the act’s purpose.” 
4. The enabling act requires the county 
ordinance to require inspection of plumbing 
installations and repairs, to make sure they 
measure up to the minimum standards. 


a5. The ordinance created as a result of the 
enabling act must also provide for fines in 
the event of violation of the plumbing code 
A violation shall be regarded as a misde- 
meanor. A first offense is punishable by a 
fine up to $100; a second, by a fine up to 
$250; and the third and each subsequent 
offense by a fine up to $500, with each day 
after the expiration of the time limit for 
complying with the order constituting a dis- 
tinct and separate offense. 

6. The enabling act also requires the cre- 
ation of an advisory committee to function 
in an advisory capacity to the board ot 
county commissioners and the specific agency 

; designated to administer the plumbing ordi- 

And you'll soon find that the nance. This committee must meet at least 

fastest installing sink frame will four times a year, plus any other times as 

become your fastest selling sink frame. requested by the agency administering the 
Make sense, doesn’t it? By eliminating plumbing ordinance. 


the tedious. two-man installation buga- Membership of this committee must num- 


boo, Kintrim frames cut job time, hike 
profit per job—are preferred over “‘not- 
as-fast” frames. 

Sturdy Kintrim Series 400 stainless 
steel, T-type sink frames are available 
in all sizes. Kintrim also manufactures 
the industry’s most complete line of 





3-sided china lavatory frames. Contact 
your wholesale distributor or write for 
more infomation. 





KINKEAD | xy INDUSTRIES 


5860 N. Pulaski Road, Chicago 46, Illinois 
5250 W. 102nd Street, Los Angeles 45, California 


‘| saved my pennies . 
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ber five persons and be as follows: (a) a 
representative of the plumbing industry, (b) 


| = * 
a representative of the building industry, 
(c) the county health officer or a member in rl int 
of the health department designated by him, 
(d) two representatives at large, not as- ’ ’ ‘ 
sociated with the building industry. Vee Like Lighting! 
The appointive members of the committee 
(all but the health officer or his representa- 
tive) will be named for three years. Com- 
mittee members will name one of their 
number as chairman for a year at a time. 
As may be noted, the Indiana enabling act 
gives its counties considerable authority in 
enforcing good plumbing standards in areas 
heretofore unprotected against the activities 
of unskilled installers. 


How the Law Defines Plumbing 


Here’s how the law defines “plumbing.” 
It means “the practice, materials and fix- 
tures used in the installation, maintenance, 
extension and alteration of all piping and 
fixtures in connection with any of the fol- 
lowing: 

“Sanitary drainage or storm drainable fa- 
cilities; the venting systems and the public 
or private water supply systems, within or 
adjacent to any building structure or con- 
veyance; also the practice and materials 
used in the installation, maintenance, exten- : =“ ae / 
sion or alteration of the storm-water, liquid- = 1. Built-in Corner Supports! 
waste or sewerage, and water supply sys- _No extra parts — one tool—a screw 
: driver. Just tap in the corner tabs — it’s 


tems of any premises to their connection locked tight 


with any point of public disposal or other , 
acceptable terminal.” z. Ridged Corners for Strength! 


The term “plumbing system” means and Speeds installation — stops warp and wobble. 


includes “the water supply and distribution | | / 
pipes; plumbing fixtures and traps; soil, 3. nsta ls Fast ai Sells Fast 
waste and vent pipes; building drains and On the line, on the job or in the store. Builds profit — 
' cuts time. 
sewers, including their connections, devices 
and appurtenances.” One man, one minute, one screw driver... that’s 
all it takes for safe, sure sink frame support with 
. t 
Farm Plumbing Is Exempted RST RRANE 
Contact your wholesaler or write. 
The law does not apply to plumbing or 
plumbing systems on land used for agricul- , 1. Wide flange 
tural purposes. The farmer is exempt from 7, a 
the provisions of the code because his resi- 
2. Guoerantees o firm 
3. Special anchor secure fastening 


from possible contamination from neighbor- Pe lug essures 


dence is located in an isolated area, removed 


proper bolt 


ing plumbing installations. His farm affords ‘caadliinetion 


an area for safe spacing of his water supply 


source and his sewage disposal system. 


What did Indiana’s public-spirited plumb- 
| 


ing contractors do to secure the passage of "INT 4aP-ND) INDUSTRIES 


this enabling act? 


“It was a long, hard fight,’ says Joe 5 
5860 N. Pulaski Road, Chicago 46, Illinois 


‘ritsch, executive secretary of the state as- 
Fritsch, executive secretary © ¥ saa 5250 W. 102nd Street, Los Angeles 45, California 


(Please turn to page 240 
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Long lengths and the quickly assem- 
bled Ring-Tite Coupling save time to 
keep your final costs low! 


TRANSITE PIPE 
lets you 
price the job lower... 
profitably! 





WHAT YOU’RE BIDDING—above all else—is the cost 
of time! 


And that’s a prime reason why the sale of Transite® 
Building Sewer Pipe grows by the day. In fact, this year 
architects, builders and plumbing contractors will specify 
and install more Transite Pipe than ever before! 

Transite Pipe keeps your final costs lower because it 
installs fast. Its long (10-foot) lengths keep the number 
of joints to a minimum. It is readily laid to grade. And 
joints are made quickly, easily with the Ring-Tite" 
Coupling. Your men work entirely by hand; rings in the 
coupling are factory-positioned. 

You also save time when short lengths are needed! 
For Transite is easily field-cut and machined. And with 
a wide range of fittings and adaptors, you have flexibility 
of layout in an a//-Transite 
asbestos-cement house sewer 
line. 

We'll be pleased to send 
you the 8-page illustrated 
Transite Building Sewer Pipe 
brochure, TR-82A. Address 
Johns-Manville, Box 14, Fen nas 
New York 16, New York. In 


4 : Transite Pipe is assembled 
Canada,PortCredit,Ontario. 


quickly, easily. 


JM Jouns-MANVILLE 


(Continued from page 239) 
sociation. “We worked for this legislation 
for something like eight years. We had to 
sell it not only to the public but to our state 
lawmakers as well. 

“We finally became convinced that the 
most productive thing we could do was to 
embark on an intensive campaign that 
brought us into personal contact with vir- 
tually every state legislator, in both houses. 

“At our last try, two years ago, we did a 
good job with the members of the General 
Assembly and the bill that was up for ap- 
proval then was passed by the General As- 
sembly by a vote of 66 to 19. But time ran 
short on us and we didn’t make nearly as 
many personal contacts with the senators— 
a sad fact that was reflected in defeat of the 
bill when it got to the state Senate. 


«s ‘We made sure that we didn’t make that 
mistake this time,” Fritsch concludes. 

Instead, Indiana plumbing contractors, 
under their state association president, 
George Bower, initiated a “see your legis- 
lator” campaign that called on every con- 
tractor in the state to meet his local law- 
makers and explain the code bill. A trophy 
was offered to the “champion citizen-plumb- 
er” who was most active in explaining this 
legislation, which, incidentally, was sup- 
ported by both labor and management. 

“Never before did so many persons see 
their senators and representatives in their 
home towns and ask for support,” Fritsch 
says. In some cases, contractors drove 75 to 
100 miles on week-ends to contact law- 
makers. 

Fritsch and George Roesinger, chairman 


“Harry, you've got to expect a certain 
number of foolish questions.” 


Domestic ENGINEERING, May 1959 





of the state association’s legislative commit- 
tee, toured Indianapolis, the state capital, 
to answer questions for 48 out of the 50 state 
senators and 99 out of 100 representatives. 

They not only answered questions but 
left prepared statements with each man they 
called on, explaining the main features of 
the proposed bill and why it was needed. 
The statements were purposely kept short 
and concise to encourage their being read. 


# A “pro and con” sheet explaining the need 
for the law and how it would be carried out 
also was prepared and handed out. This was 
supplemented by a “question and answer” 
sheet (see page 242) that raised and an- 
swered questions likely to arise about the 
plumbing code bill. 

When the bill was introduced, the state 
association’s board of directors appeared in 
both houses of the legislature in person to 
urge adoption of the code permission bill. 

Joe Fritsch, in his capacity of executive 
secretary of the state group, registered at 
the state capital as a lobbyist, so he could 
present the facts fully to all lawmakers. 

On the day the bill was reported out of 
committee, contractors made sure the law- 
makers knew about the scheduled vote on 
the bill, had all the informational materials 
at hand, and were on the floor ready to vote 

What was the result of all this activity? 


# The enabling act was passed by the state 
of Indiana legislature. The vote in the Sen- 
ate was 30 to 18; in the Assembly it was 72 
to 10. Gov. Harold Handley’s signature on 
the bill shortly afterward officially put the 
seal of approval on the act. 

The concentrated effort of the Indiana 
plumbing contractors on behalf of good 
plumbing and public health had borne its 
first fruit END 


Need Plumbing Code Help? 


(Continued from page 133) 
persons—as well as how much the correction 
of faulty installations costs homeowners. Ma- 
terial they used included the “Classic Cases” 
and other materials from DE’s Qualified 
Contractor Kit. 

5. They prepared a concise “pro and con” 
sheet that raised—and answered—all the 
questions likely to arise on why there should 
be plumbing codes for the counties and how 
they would be enforced 

6. When all this was ready, they embarked 
upon a “see your legislator” campaign. Con- 


(Please turn to page 242) 


DomEsTIC ENGINEERING, MAy 1959 


So strong you can step 
on it, so lightweight you 
cancarry the longest length! 


Save 
... time by the hour 


... concrete by the 
cubic foot 


easy-to-install Transite air duct! 


i iains offers you unmatched 


dollar savings for perimeter heating 


Transite Air Duct being in- 
Stalled in Ridgewood 
Homes, Inc... Worth. Ill 
Clifford J. Wood, Builder 
Brainerd Heating and 
Sheet Metal Co., Heating First, Transite is light in weight. 
Contractor. 


and cooling systems! Here's why 


This means it is easy to truck, stack, 
and carry on the job. Easy to 
assemble, too permanent, efficient 
joints are quickly made with easily 


applied Ductite" Tape. 
No encasement needed 


More important, Transite saves sub- 
stantially in both time and concrete 
Transite needs no concrete encase- 
ment. can be laid directly on the 
prepared bottom. Transite won't 
“See. 


or anchoring. Just position ducts 


needs no special supports 

and pour concrete Transite 
won t crush, dent. or deform. 

Taped joints easy 


to make 


Available in long lengths 


Installation is still faster and easier 
because of Transite’s long, 10-foot 
lengths .. . fewer joints to be made 
to complete the installation. And 
fittings can be made right on the 
job... simply cut the pipe to shapes 


For loop or radial systems desired and tape sections together. 


Many home owner advantages. Mace of asbestos and 
cement, it is fully corrosion-resistant, it won't flake or flap 
down to impede air flow . . . will never rot or give off odor 
For free booklet, TRI98A, write to Johns-Manville, Box 


14DE, N. Y. 16, N. Y. In Canada, Port Credit, Ont. 
Johns-Manville 
TRANSITE AIR DUCT 
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26 Stainless Steel Sinks 


that Fit Your Mankat 


Polar Ware doesn’t make every sink size you can 
think of, but Polar does think aggressively about 
every size that moves in volume. That's 90% of the 
market. And here, with Polar Ware, you can sell in 
competition with anybody without cutting the profit 
margin you need. 

Polar, the leading manufacturer of stainless steel 
clinical ware, makes stainless sinks to the same 
high standards of craftsmanship demanded by hos- 
pitals .. . provides you with a heavy gauge product 
of 302 stainless that is second to none in quality and 
features. And Polar sinks are priced to protect your 
interest in quoting jobs and making money on them. 

It will pay you, as it has so many others, to inves- 
tigate Polar Ware. Write for the name of the Polar 
distributor in your area, and for full information on 
this hard-hitting line of stainless steel sinks. 


Polar Ware Company 


4900 LAKE SHORE ROAD, SHEBOYGAN, WIS. 
Merchandise Mart Chicago 54, Room 1455 


415 Lexington Avenve *B00 Santa Fe Ave 
New York 17, N. Y Los Angeles, Calif. 


Offices in Other Principal Cities “Designates office and warehouse. 


(Continued from page 241) 
tractors all over the state called on their law- 
makers, explained the aim of the proposed 
law, and left behind a complete memo on the 
why’s and wherefore’s of the act. 

7. Two men, the chairman of the state as- 
sociation’s legislative committee and the ex- 
ecutive secretary of the association, toured 
the state capital and personally answered the 
questions of all but three of the state’s 150 
Senators and Assemblymen. 

8. Plumbing contractors were on hand to 
answer questions when the bill came up in 
the committee before the state’s lawmakers 

9. The executive secretary of the state as- 
sociation registered as a lobbyist, so that he 
could be officially present in the capital to 


present the case for good plumbing 


210. Plumbing contractors not only called 
upon their legislators but also attended so- 
cial functions at which they were present, to 
present the case for good plumbing under the 
least formal of occasions. 

11. When the bill was reported out of 
committee and ready to be voted on, plumb- 
ing contractors made sure the lawmakers 
knew it was due for a vote and were on hand 
to participate. 

12. The last step was victory! The law was 
passed by both houses and signed by the gov- 
ernor. Now it’s up to the counties. END 


Here Are Arguments Indiana 
Used in Plumbing Code Fight 


(Also, see page 132) 

INDIANA’S PLUMBING CONTRACTORS decided 
that the best defense in getting plumbing 
code legislation enacted is a good offense. 
They anticipated questions that might be 
raised regarding the proposed county en- 
abling act—and asked and answered them! 
Here they are, in a “pro and con sheet” 
passed out to legislators. 


Why do we need a plumbing code? 


For the same reason we need any law. A 
law is an authoritative guide governing con- 
duct or procedure and is for the general wel- 
fare. A plumbing code provides sanitary 
standards, established through experience, 
observation and research in this field by 
qualified persons in health departments, uni- 
versities and the plumbing industry. Basic 
plumbing code provisions are established on 
a national level, with special adaptations on 
state and local levels. A plumbing code pro- 
tects the public health from hazards incurred 
through improper installations. It also pro- 

(Please turn to page 244) 
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Protect your customers 


with AMERICA’S FINEST 
SEPTIC TANKS 


> 


MASTER SEPTIC TANK 


Here is the top quality septic tank on the market today 

—the result of 40 years experience in the manufacture 

of domestic sewage disposal equipment. Compare these 

features with those of any other septic tank. 

1. Horizontal design permits a longer flow within the 
tank—assures more complete treatment of sewage. 

2. Guaranteed for 20 years against failure due to cor- 
rosion or structural failure 


3. Meets specifications of Commercial Standard 177-51. 

4. Carries Underwriters’ Laboratories label as required 
by FHA 

5. Heavy steel construction is protected by a hot-dipped 
coating of mineral asphalt inside and out, plus an 
extra bituminous emulsion coating on inner surfaces. 

Master Septic Tanks are available from 300 to 1125 

gallon capacities 


SENIOR SEPTIC TANK 


Recognized by health and sanitation 
officials as the leading vertical type 
septic tank. Meets all requirements of 
Commercial Standard and Underwrit- 
ers’ Laboratories. Available in 300 to 
750 galton capacities 


, ae 
San-Equip 
Write for further information 


SAN-EQUIP DIVISION, VEGA INDUSTRIES, INC. 
505 EAST BRIGHTON AVENUE, SYRACUSE 5, NEW YORK 
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Alive With Beauly! 


LIFETIME GUARANTEE 


on ceramic overflow and flush valve 


Functional design and sparkling = 

beauty are combined in this free’ 

standing, wash down toilet combina 

tion by U. S. Plumbing. Th toilet : 
1 i f l ) ~ 


has scientifically designed rim je 
om 


-) 


which create a swirling fast vort 


assuring complete cleansing of bow 
surface yet hardly a whisper 


results from this efficient action 


The cer 
in valve 
tank itself are 
lifetime. These 
beautiful U. S 


mic overflow and gr 


seat integral part 
guaranteed 
unique part 


toilet el 
] 


usual replacement problem 


nary metal tubes and val 


This U. S 


is made of acid and 


masterpiece ol 
tain-proo! \ 
white and fiv 


ous china in glistening 


soft pastel colo: 


Thi l | 
many fine-quality products available 
to you through U. S. CONSOLI 
DATED SHIPMENTS, which save 
freight 


expens¢ and increase 


just one ex mple ot 


you torage and insurance 


profit margin 


UNITED STATES 


PLUMBING FIXTURE 
HEATING AND COOLING CORP. 
1130 CITY PARK AVE., COLUMBUS, OHIO 





LARGE OR SMALL 


JO-BLAST 
POWER GAS BURNERS 


SAVE MONEY 


THE 
ECONOMITE 
FOR RESIDENTIAL 
INSTALLATIONS 
Capacities from 
75,000 to 700,000 
BTU/hr. input. 





THE 
STANDARD 
Lo-BLAST 


Capacities from 100,000 
to 20,000,000 BTU/hr. 


THE 
DUAL FUEL 
Lo-BLAST 


The finest gas burner...the 
finest oil burner now com- 
bined in one great unit. 

Capacities from 600,000 to 
2,500,000 BTU/hr. input. 


AVERAGE 10% LESS IN OPERATING COST 

Lo-BLAST Power Gas Burners save money because 
they eliminate the fuel waste caused by uncontrolled draft. 

When a power type burner shuts off, there is no rush of 
draft air to carry heat up the chimney, a condition which 
would cause a serious fuel waste. The Lo-BLAST Burner 
does not depend upon natural draft, but upon air sup- 
plied by a small quzet blower. It provides combustion air 
only when the burner is on! When the burner shuts off, the 
flow of air shuts off. The heating plant thus retains much 
of its heat between operations. 

That’s why Lo-BLAST Burners cost substantially less to 
operate. 


SEND TODAY FOR COMPLETE INFORMATION 


MID-CONTINENT 


\) 8 oe i - 0 Fae 2-10) D) OL On Oe: 
1960-N. Clybourn Ave., Chicago i4, Il. 


(Continued from page 242) 
tects the public pocketbook from the unfore- 
seen expense of perhaps having to replace a 
plumbing system that proves inoperative 
through an improper original installation. 


Why is it necessary to have this enabling bill 
passed? Aren’t existing plumbing regula- 
tions adequate? 


The only existing state regulaticns in In- 
diana concern commercial and _ industrial 
plumbing, that is, “public buildings.” Resi- 
dences are excepted from these regulations 
There are no state board of health laws nor 
any other state regulations governing resi- 
dential plumbing outside city limits. 


Would the new laws affect rural areas then? 


Buildings and land used for agricultural 
purposes are exempt from this bill because 
they generally are isolated from their neigh- 
bors and offer little danger of contamination 
They also have enough space to put the sew- 
age disposal system a safe distance from the 
water supply. 


If the cities already have plumbing ordi- 
nances and this law doesn’t apply to the 
farmer, what good is it? Who’ll benefit? 


Primarily the suburban areas, where the 
largest volume of residential construction is 
in progress. About half of Indiana’s popula- 
tion lives in such unincorporated areas. 


Is this bill a licensing law? Does it say who 
may or may not install plumbing? 


The bill is not a licensing law. It doesn’t 
say by whom plumbing should be installed 
but how it should be installed. 


Who would administer the law? 


The board of county commissioners would 
designate an agency that would be composed 
of the county health officer, plan commission 
or building department. There would be an 
advisory committee, composed of five mem- 
bers, who would serve without pay and be 
representative of the plumbing industry, the 
building industry, and the health depart- 
ment, as well as two not connected with the 
construction industry at all. 


How would enforcement of a plumbing code 
be accomplished? 


Installations for plumbing costing $150 or 
more could not be made without a permit, 
probably at a $3 fee. In addition, such in- 
stallations would be inspected by qualified 


inspectors. (Continued on facing page) 
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REPCO designed, REPCO built, 
REPCO guaranteed! Gas-fired models 
in 4 sizes, 80,000 to 140,000 BTU/hr. 
input; oil-fired, 85,000 to 135,000, 
Available in Low-Boy, Hi-Boy, Hor- 
izontal and Counterflow models, 
PRE-PAK’'d or Knocked Down, 
Build sales 

down the line! 


such county codes? 





The “National Plumbing Code” and the 
Plumbing Rules and Regulations of the Ad- 
ministrative Building Council of Indiana. 


Would provisions of this code bill, upon ap- 
proval by the legislature, become mandaiory 
in all counties of the state? 


No, the bill is only an enabling act for 
counties desiring such regulations. In other 
words, it empowers the counties to set up 
plumbing code regulations for the protec- 
tion of their citizens if they wish to do so. 


Would the administration of the bill require 
an increase in taxes? 


No. Permit fees would adequately cover 





the administration expenses—i.e., inspection 
and so on. The permit fee, likely to be $3, 
would be paid by the installing contractor 


and absorbed in his selling price. 
How would violations be handled? 


The law would define violations as mis- 
demeanors and set up a schedule of fines 


NOW NATIONALLY ADVERTISED... 


REPCO, AMERICA’S FINEST HEATING LINE, GENERATES 
HEAT AND ENTHUSIASM THROUGHOUT THE JU. S. 


OiL OR GAS-FIRED 





GENERALSREPUBLIC 
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a» tat S, 


Theo Master 
Automatic 
WINTER AIR 
CONDITIONERS 












go REPCO right 







Over 7,000,000 Home-loving Families 
Will See REPCO Advertising Every Month! 
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“The drain just said ‘don’t turn 
on that faucet!’ 


Has it been proven that plumbing codes are 
effective? 

Yes. In most larger cities such regulations 
have been in effect for 10 to 30 years. The 
cities and towns have such protection. Peo- 
ple in the counties should have it too. END 

















Oil-fired Boiler 
guaranteed 20 years 
V-T series and tubeless 
Heat and hot water 
for domestic and 
commercial installations 





Baseboard Radiation 
furnished prime coated 
or in baked enamel 





MEMBER 


Territories Available for Monutacturers 


Gas-fired Boiler 
guaranteed 20 years. 
HT Provides hect ond 
year ‘round domestic 
hot water. 6 sizes 






































































Field proven REPCO 
== Convector Radiation 
| tested and rated 
in accordance with 
| C-S 140-47 
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decorator colors. f 
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Representative 


GENERAL: REPUBLIC 


HEATING PRODUCTS COMPANY .g@ PRODUCTS 





COMPANY 


7420 STATE ROAD, PHILADELPHIA 36, PENNSYLVANIA 








Big Things Are Happening 


QUEEN CITY} **" 


(Continued from page 186) 


contractors and distributors in the field? 
3 The big thing, aside from having a near- 


by authoritative contact man to make quick 

decisions, is that they have what amounts to 

No. 125 a voice in product and policies, Myers says. 

BRASS GATE VALVES “Distributors are telling us what they like 

Iron Pipe Size and don’t like, and so are their dealers. And 

Non-Rising Stem—Wedge Gate that means the information in effect is com- 

Size—%” to 2” inclusive ing from the consumer who buys the pump; 
so we are feeling the pulse of the buyer.” 

No. 125 C With the new product line established and 


BRASS GATE VALVES a new sales and service organization set up, 
Copper x Copper Myers turned next to the promotional phase 


Non-Rising Stem—Wedge Gate of the program. 
Sizes—12” to 2” 


a‘“What we wanted,” says Dick Topper, 
No. 250 “was something that we could begin using 


SWING CHECK VALVE right away to upgrade the four-per-year 


‘ ’ . pump dealer that we mentioned earlier—to 
ak — we he song line at pressure up get him identified as Mr. Pump in his area. 


Copper x Copper 12” to 2”. We knew that if we could get this four-pump 

dealer to use our material successfully, the 

QUEEN CITY VALVES, INC. larger pump dealers also would be able to 

1203 Findlay St., CINCINNATI 14, OHIO use it effectively.” 

Here’s what’s in the promotional package 
turned out by Myers: A 12-page catalog in 
full color, radio and TV scripts, news re- 
leases for free publicity, postcards for direct- 

The ABCO Commer- mail use, consumer pieces, a full-color poster, 
Select ‘ et oe window streamers, metal signs and window 
the Line stay wth ton a nee paar ree hor peanpen 
aii, sien etails on Myers’ ad mat service and co-op 

That schools, churches, advertising arrangements. 

M All . | te URW. Ten Rw. While the kit materials are designed 
eets sabe specifically for use at the dealer level, the 
Needs promotion package is used by distributor 

salesmen in implementing the program with 

their contractor-dealers. 

Nor does the promotion program stop with 
the kit materials. The cartons in which 
AND YOU’LL NEED A READY MARKET! Cages -setiagelioin shipped, mie example, 

cut down four ways to make an attractive 


Today’s market for commercial water display for the pump (see photo, page 182). 
heating equipment is ready and wait- 

ing for the man with the right lines. . 
ese aie ts an caaeiaieh te eae #The fourth phase of Myers’ four-point 
A BC O Commercial Water Heaters program called for actually putting the 
and Lectro-Speed Boosters as the back- 
bone of your water heater business. . P A 
These units, designed for long-lasting fect on a nationwide basis. 


efficiency and dependability, carry the First, it was field-tested in a selected area 


Underwriters’ Laboratories and ASME- under the direction of Bill Lasiter, water 
; LWHGiTXo) NB labels. Each is covered by the ovat ‘ duct ; Meeti a ; 
SPEC Dam pacar meg systems product manager. Meetings were 
AFA» 


held with the regional salesmen, who in turn 
Water Weateres conducted meetings with distributor sales- 


* g0e-a20-a40"" APPLIANCE BUILDING CO., INC. men. The Myers men then teamed up with 


3 Phase 
Complete with all 1120 W. IDAHO ST., SEATTLE 6, WASH : . 
distributor salesmen for calls on dealers. In 








revitalized sales and service program into ef- 


controis. 
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all, 37 dealers were contacted during the test 
period. 


‘ 


The results were 


‘more than satisfactory,” 
Lasiter says. He totes them up this way: 
—The distributor in the test area sold more 


pumps in two months than he had in the . ERT Ma 


preceding nine months. ” avr 
—Every distributor who has since been con- ry ¢ 
tacted has accepted the plan and has agreed 
to set up dealer training programs. 
By fall, Lasiter estimates, Myers dis- 
tributors will have conducted 850 dealer 
meetings on the new program. 





sLasiter concludes: The program already 
is showing positive signs of paying off for 
contractors who are becoming better water 
system merchandisers—and better at selling 
that first additional appliance that can so 
easily open the door to big-ticket sales of 
related products and bigger profits.” 
Myers executives feel that there is much 
to be gained by the individual contractor Here’s the way Don Paulson puts it: 
and, of course, the industry as a whole, “When 
through greater utilization of materials and 
participation in the many programs provided 
by all leading water system manufacturers. 


more contractors gain a fuller 
realization of the importance of merchandis- 
ing, and are willing to add their own efforts 
(Please turn to page 248) 


Fhuvotdey 1 21 SOLDER PAINT 


for Sweat Soldering 





AS IT SOltoe,. 


J CLEANS... and Tinning! 


ALL IN ONE! 


. Apply Fluxolder by brush 2. Assemble tubes and . Heat, touch ends of 
to tube and fitting. fittings. joints with wire sol- 
der to check correct 
DOES 3 JOBS IN 1 OPERATION heating 
FLUXOLDER SOLDER PAINT is a uniform mixture con- 
taining cleaner, activated flux and powdered solder—all 
in one can. 


Order from 
Your Wholesaler. 


FLUXOLDER 
PRODUCTS CO. 


 Samnene are 438 E. Woodbridge, 
a Detroit 26, Mich. 
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PROTECT YOUR PROFITS 


with REX WATER HEATERS’ 


@ Rex protects your reputation for 
quality and reliability 


™ Rex is best by service test for over 
50 years. 


THE INDUSTRY'S MOST COMPLETE, 
BEST ENGINEERED LINE 


Liberal Warranties 
Glass lined or galvanized 
Gas or electric 


® Nationally advertised 


Write for your copy of the 
new Rex Domestic and 
Commercial Catalogs today! 


THE CLEVELAND HEATER CO. 
2310 Superior © Cleveland 14, Ohio 





LIGHTEST 
: MOST POWERFUL 
Write For SEWER MACHINE 
FREE on the Market 
*On-the-job” 
Demonstration 


@ Safe One-Man Operation @ Reverses Right or Lefi @ Instant 
Automatic Chuck and Clutch @ 3 Speeds---125, 250 and 
500 RPM @ Cables 4 Times Stronger Than Any Other 


FLEXIBLE PLUMBERTOOLS, INC. 


3782 DURANGO AVENUE, LOS ANGELES 34, CALIFORNIA 
FRANK DONOVAN COMPANY, 9 S. CLINTON ST., CHICAGO 6, ILLINOIS 





(Continued from page 247) 
to those of the wholesalers and manufactur- 
ers who want to help them, it will mark the 
solution of their problems as well as many 
of those of the pump industry. 

“A water system leads to the use of many 
glamorous products in the home that would 
never get there without running water,” 
Paulson points out. “Still, the water system 
itself does not have the glamour that many 
other products have. It doesn’t have the 
sparkle of a new car or the color or chrome 
of a refrigerator. 

“But the pump must compete with these 
glamour products for the same dollars—the 
consumers’ spendable income. Contractors 
can meet this competition for the consumer 
dollar through greater participation in manu- 
facturer-wholesaler sponsored programs.” 


» Can the industry reach the magic-million 
goal of annual unit sales? And how soon? 

Paulson says: “The latest Department of 
Census figures show 42 percent of the farms 
in the nation are without piped running 
water. Consider Arkansas, the site of the 
first state-wide water-use work shop. Nine- 
ty-two percent of the farms have electricity, 
but only 34 percent have piped water. 

“This market can be sold, but it won’t sell 
itself. Contractors must sell it. And they can 
certainly sell the vast advantages of a water 
system for $200 to the same people who don’t 
hesitate to spend $339 for a kitchen range or 
$2,500 for a new car.” 


eIn hard figures, Paulson estimates the 
market this year at 720,000 unit sales, a 
reasonable increase from the 696,000 units 
sold last year. This, he feels, is a low esti- 
mate, because some of the after-effects of 
last year’s downtrend may still be with us. 
“But that figure of 720,000 units could be 
much higher,” he emphasizes, “depending 
on what the man on the firing line does. If 
contractors turn on the power they possess in 
merchandising, the water system business 
could easily double in the next 10 years. I 
believe it could increase 50 percent in the 
next five years.” END 


What Myers Makes: 
Products made by The F. E. Myers & Bro 


Co. include working head pumps, jets and sub- 

mersibles, industrial and irrigation pumps and 

tanks. Other products include water condition- 

ing equipment and sprayer systems that range 
(Please turn to page 251) 
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KENNEDY all purpose tool kit. . . 


LOW COST RUCCED IROTECTION 
FOR YOUR TOOLS... / 


@ A Kennedy quality value at low cost 
@ Rugged steel construction that can really ‘‘take it’’ 


° 
Model CS-19 All you need for home or shop 


aT a7 ®@ Dark brown ripple baked enamel finish with contrasting dark green trays 


Kenn mall Parts Cabinet — A place for ery small port in this 
ennedy Sma Cabi place every Pp oa o 
handy, durable stee! cabinet finished in brown, ripple baked enamel! 


Kenr 4 Manuf turing Compoar 
Four drawers with different size compartments rv 
t ept. DN 


Model 5 D Please send name of nearest Kennedy 


13%” x 10%” x 11” Rate 
Nome 
s Address 

onal 


Witte NEW TRENCHING TOOL 
DITCH WITCH 


Model M-3 
Self-Propelled 
TRENCH COST 
USUALLY 
1200-2400 FT. ABOUT 
IN 8 HRS. 2c A FOOT 


ESTIMATING ‘ ei EARNS [Hees 


BUYING Nev DITCH WITCH 
SELLING WILL DIG IT! 


ff FEATURES: Sealed plan- 
BILLING J ; etary geared reduction 
’ unit eliminates excess 


and CHECKING INVOICES belts, sheaves, chains 


and sprockets. Tele- 


It's the Quick, Easy Answer | . 45 scoping boom and sec- 


tional chain easily 


to Your PRICING PROBLEMS! _ a. | = adapt unit for maxi- 


mum performance on 
any job 








You will certainly find 1 your reference to the Bradford- 
> k. é < s nswer to your pricing problems : 
creme Seen. a ——. easy an ¥ u i! cir el a Trenches 3-8” wide, up to 4 deep; digs road crossings; 
1ether it is -a question in plumbing, heating or shee 1eta . 
work, you'll find price dat: 1owing prevailing material gas, water, electric and telephone service lines; undercuts 
costs lists, net and suggested selling price. Contents sidewalks; and trenches for ground wires, street lighting, 
450 pages in 24 sections. You'll find BRADFORD PRICE traffic signals, sprinkler systems, footings, etc 
BOOK a most valuable item of equipment in maintaining a 
successful and profitable business 


CHARLES Charles Machine Works, Inc r' 

Subscribers use this valuable book to make sure 621 Birch St., Perry, Okla. - 
* 

> 

.* 


that they are being allowed the latest market dis- vs | 1 ee, © Gentlemen: Please send the informo- 
tion checked, at no obligation 


counts and prices PERRY, OKLA 


Write for Full Information Today Demonstration Contractor's Service, 








Literature Rental Information © 


The 
BRADFORD PRICE BOOK 


QUINCY 69, MASSACHUSETTS 


Nome 
Address 


City State 
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IN CANADA: 
EMCO LIMITED 
16 Branches across Canada 


ONLY 
ONE 
MOVING 
PART 


BD. 
STEP io~ \\ 
THE THE bs . 


RIGHT LAVATORY MODEL 
DIRECTION 


SINGLE HANDLE 


BALL FAUCET 


OR, Mirunp 
mun > 4 ory, 
Guaranteed by ® 
Good Housekeeping 
a ry 





) 
” 45 aovearistd Wie 


Deka FAUCET CORPORATION 


GREENSBURG, INDIANA 


Case Non-Overflow 
One-Piece” Water Closet 


With Whispering Flush 


KITTEN 
QUIET 





e Non-Overfiow Safety Feature 
e Time-Tested Healthful Height 
e Comfortable Body Contour Seat 


e Produced in 49 Decorator Colors 
plus sparkling black and white 





(Rr 


CASE MANUFACTURING CORPORATION 
247 DELAWARE AVENUE, BUFFALO 2, N. Y. 


| @ PATENTEO 








SINK DRAIN 


Neu by Bloch 


Bloch is first again with a sensational new convenience 
for the housewife! As important to the industry as the 
Compression Stop & Waste, the Trip Lever Drain, the 
3-valve Diverter Bath and Shower Fixture and other 
BLOCH developments, the new Sink Pop-Up Drain forever 
eliminates the messy fumbling around in hot, greasy 
water to drain the sink. 


-— 


Write for details and prices. 


THE BLOCH BRASS CO. 
‘\ 4748 HOUGH AVE. 
CLEVELAND 3, OHIO 




















~ 
FREE SERVICE FOR 


Manu factu rers’ R epresentatives 


MANUFACTURERS’ AGENTS REGISTER NOW! 


a advantage of Domestic Engineering Maga- 


zine’s free service for your benefit. This service will 
keep you posted on lines suitable for you as they 
become available in your territory. Frequently, this 
gives you the inside track toward getting those de- 
sirable, non-conflicting lines that will make you real 
money. For years, Domestic Engineering has maintained 
a clearing house of information to bring the manv- 
facturer and the representative together for their 
mutual benefit. Hundreds of agents will attest that 
this free service has been invaluable in the building 
of their business and their income. If you are not 
already registered with us, write today for necessary 
forms and complete information. There is no charge. 
Attach this advertisement to your letterhead and mail 
to Domestic Engineering, 1801 Prairie Avenue, Chi- 
cago 16, Ill. 
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(Continued from page 248) 
from small hand sprayers for lawn insecticides 
to custom power jobs costing as much as $10,000, 
used on banana plantations in Central America. 
These products, for both domestic and indus- 
trial use, are shipped all over the world through 
some 20,000 distributors and dealers in about 


200 countries. 

Recently, Myers also set up a new OEM 
special products department. The OEM (Orig- 
inal Equipment Manufacturer) department 


mainly is responsible for handling government 
bids for equipment Myers might make, or: could NEW 


make, and in making equipment such as cast- 2-PURPOSE 


ings, machining or fabrication of complete items 


for other firms. TINNER’'S 
TAPE 


« Of what interest is this to water system deal- 


como, 
ers? Myers officials point out that it helps even DD U Ci a 
off the production year and keeps the entire 

plant busy during otherwise slack periods, 

thereby reducing production costs per dollar Entirely new! Inexpensive ! 
volume of sales. Perforated steel tape securely 


holds heating and air conditioning 
Myers is a “big board” company on the New a oe a This 24-gauge . 
York Stock Exchange, with some 2,000 share- galvanized DUCTAPE, 34” wide, comes 
holders END in coils of 10, 25, 50 and 100 ft. bulk 
i >, and in coils of 25, 50 and 100 ft 
in self-dispensing boxes 


80,000 Tell What They Want Send for sample strip and prices 


in Home Improvements... WESTERN WIRE PRODUCTS S. 
1427 South 18th Street + St. | 


LUUI. 


(Continued from page 123) 
Te} ’ MADE OF SAFE-T-EDGE METAL * NO SHARP EDGES SAVES HANDS 
among Mrs. Weinrib’s expressed interests. 
This interest was shared by a whopping 69 asses — 


percent of the 80,000 contestants who WASHERS by the INCH . 
named air conditioning as their No. 1 choice. 
Other plumbing and heating industry 
products figured prominently in the run- 
down of homeowner interests. About 49 
percent of the entrants said they want to 
improve their heating, and 55 percent are 
looking forward to upgrading their kitchens. ’ 
Some 43 percent want to update their Saves Time 
bathrooms, while 25 percent want more hot Saves Money 
water. A fuller tabulation of the range of Only 3/32” 
homeowner interest in plumbing and heat- _Diam. . 
ing products appears on page 123. 36 Feet on — = Vou Heed 
1/2 Ib. Spool ; Fixes leoks faster, easier— 
F more profitably. One size of 
s “Perhaps the real significance of the wide- . this metallic, self-lubricating 


packing will form itself into 
spread homeowner participation in the @ solid, lead-like washer on 


” “ : ony size mixing foucet, spigot, 
contest,” said Don Moore, HIC executive 


radiator valve, etc 


as Ut. tnt 3 a ‘ 3 Just Wind—Compress —Leak is Sealed! 
director, “is that it offers concrete evidence Plumbers’ Special comes on spool in handy 
; > mer’ -re -@ >} j rope form. Just coil around stem — tighten 
of the homeowner’s interest in remodeling ae ee Se ee ae 
- —— : a P - . - " Far superior to ordinary, graphited string pack- 
his home—an interest that can be nurtured ee am oon 


y preativ.8 arohs: ; : > . Try PLUMBERS’ SPECIAL without delay! Available 
by creative merchandising and se lling of the at Plumbing Supply hovies. Write for FREE SAMPLE. 
beauty, economy and convenience of today’s Get 


modern products. . FREE SAMPLE riexnock COMPANY 
The Home Improvement Council, which Mail Coupon | 3642 Cuthbert St., Philo. 1, Pe. 


. > . . PI e send me Folder and FREE SAMPLE of 

is currently celebrating its first birthday PLUMBERS’ SPECIAL Self-Forming Packing. No 
. . c | ti ° 
anniversary, is a national organization of congenen 


UMBERS 


. ; P ° Compony 
ested in promoting home modernization in 
; Address 


meme we wee we we we ee ee 


the building and financing industries inter- ome 


252) 


(Please turn to page 
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GIBRALTAR OFFERS A 
LOW PRICED-PACKAGED MULTI-ZONE 


CONTROLLED BOILER 
Bp 


Olt OR GAS FIRED 


Recognizing 
the growing design 
problem of even distribution 
of heat, Gibraltar can now give 
p you the new modern zone- 
control for hot water 


heating 


Depending upon the size of 
your home; be it split-level, 
ranch or multiple dwellings, 
Gibraltor can now give perfect 
comfort. Your recreation room, 
bedroom, or any individyal 
room can be heated to your 
desired temperature. 


ibraltar 


CORPORATION OF AMERICA, INC. 





223 NORTH 9th STREET « BROOKLYN 11, N. Y. 
EVergreen 4-7297 


Solid segment stem 
which insures linear flow 


Thread Type Angle 
Union Pattern 


For positive control 
in balancing hot water systems, use 


SARCO SOLID 
SEGMENT STEM 
BALANCING FITTINGS 


Sarco Balancing Fittings with solid segment stems give you 3 big 
advantages. First, you get linear flow. Equal openings give you 
even throttling action that can save you hours in balancing systems. 

Second, there’s no obstruction to flow in the full open position. 
That means very little pressure drop through the fitting. Third, 
only Sarco Balancing Fittings are suitable for 200 psi water pressure. 

Sarco Balancing Fittings are available in both thread and sweat 
type all patterns. Write for Bulletin 221-B. 5923-F 


SARCOTHERM °""2 
SARCO CO., INC. 


635 Madison Avenue, New York 22, N. Y. 
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(Continued from page 251) 
any of its phases. Its sponsorship of the 
“How’s Your Home?” contest was in line 
with its objective of promoting consumer 
interest in home modernization. 

One of the important projects accomplished 
by the HIC in its first year was the establish- 
ment of a Code of Ethics covering the busi- 
ness practices of contractors and dealers 
who are Council members. 

The code provides, 

“Members of the Home Improvement 
Council shall observe the highest standards 
of integrity, frankness and responsibility in 
dealing with the public, adhering to the fol- 
lowing principles: 

“Only those home improvement projects 
which are structurally and economically 
sound shall be fostered and encouraged. 

“All advertising statements shall be ac- 
curate and free of the capacity to mislead 
or deceive the consumer. 


# “Accuracy shall be required of all sales- 
men in their descriptions of products and 
services. 

“All contracts employed shall be unam- 
biguous and fair to all parties concerned. 

“All contractural obligations shall be 
promptly fulfilled. 

“All work shall be performed in a manner 
compatible with recognized standards of 


(Please turn to page 254) 


TI 
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“Courage, madam! l’ve never lost 
a do-it-yourselfer yet!’’ 
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A-l, your jobber aboot the 


FANTASTIC GUARANTEE 
on weil SUBMERSIBLE SUMP PUMPS 


The Weil Pump Company can safely make this guarantee because 
no other sump pump can offer this safety and dependability. 


) — The entire unit is designed to meet the rigid requirements of the UNDER- 
WRITERS’ LABORATORIES, Inc. (not just the cord, but the complete unit). 
The UL Approval means a SAFE dependable installation. 


— The MICRO-SWITCH control has been tested for SIX MILLION operations. 
It is your guarantee of trouble-free service. 


3) — The MOTOR is a heavy duty CAPACITOR type with automatic overload 
protection. It can’t burn up due to a locked rotor. 


Simplicity of installation, dependability of operation and the UL approval, guarantee a 
profitable, trouble-free, no “call-back” installation. Use the Weil Submersible Sump Pump 
on all of your jobs. Eliminate your head-aches and make more money! 


Now stocked by most jobbers 


1512 North Fremont Street ° 


Chicago 22, Illinois 


weil pump co. 








Sir” Patrick PEERLESS says 


“Buy PEERLESS!” 


ow Right You Arey 
FLOATS 


rN 4 = @) 0)» 


Re 
. 


\ 
) | 


wis’ NO-SOL* 
TOILET FLOAT 


Riveted Spud Attachment Casket 
Securely Seamed Between Halves 
Assures Dependable Service! 


QUALITY 
WITH 


ECONOMY 


e's” 


TYPE “A” 


BUSINESS 


Yes, for 50 years, Plumbing Contrac- 
tors have recognized the value of 


Ayling G Reichert’s quality and ex- 
erience in the manufacture of toilet 
loats. Since we have met all com- 
mercial demands in float require- 
ments, time has proven our products 

are long-lasting, efficient and de- 
pendable. 


©) 
6,9 


SPECIAL FLOATS 
Ayling and Reichert manufactures a 
wide variety of types and sizes of 
brass and copper floats for liquid 
level control—covering such applica- 
tions as carburetors, humidifiers, 
sump pumps, water closets, etc. These 
are made to customer's specifica- 
tions. We invite your inquiries. 

*Trade Mark Registered 


THE AYLING & REICHERT CO. 
3047 NORTH ERIE...TOLEDO 11, OHIO 
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QUALITY 
VITREOUS 
CHINA CLOSETS 
& LAVATORIES! 





No. 5200 Combination 





No. 30 Lavatory also 
available in white 
matching colors 


Close-coupled reverse trap combination 
Or in pure white vitreous china for life-long 
cleanliness. Has the exclusive Peerless 
4-bolt tank connection and extra large 
trapway. 





Write, wire or phone for further information! 


Peerless Pottery, Tuc. 


Quality Vitreous China Since 1902 Evansville 12, Ind. 








“THE ORIGINAL” 


Swift... quiet...de- 
scat Enpo...a 
modern upright with 
remote switch and 
submersible motor. 
RSC-MA...1%” or 
1%” discharge. 
Write to Piqua 
Machine & Mfg. Co., 
Piqua, Ohio. 





SUBMERSIBLES 


Has level vials graduated to 
accurately check Pitch, “2° Mains, 
, 1° Risers, plus Plumb, 45° Angle! 
A Special Machined V-grooved bottom. Slim, e 


long; light, only 4 oz., of Aluminum Alloy 
Leve/ Made for 3-Way Visibility, top and side reading 


ad on M iz ian i=] Ss Colored vial fluid 


Ask your jobber for Empire No. 26 TORPEDO 
or order direct. . . Only $2.90 each. 


10938 W. Potter Rd., 
EMPIRE LEVEL MFG. CO. Milwaukee 13, Wis. 


Handy TUBE BENDER 


Smoothly Bends Any Pipe or Tubing 
¥y" to 14%” O.D. 


e Just a twist of 
the wrist assures 
perfect even bends 
—right angle, any 
angle, U and off- 
set. Save enough 
on ONE job to 
pay for your See your sup- 
HANDY TUBE or” write for 
BENDER. a 


HOLSCLAW BROS., ‘INC. 


436 N. WILLOW ROAD @ EVANSVILLE, INDIANA 











| 


(Continued from page 252) 
public health and safety and applicable state 
and local laws.” 
Also, the Council has helped millions of 


homeowners by providing thorough and 


authoritative information on a wide variety 
of home improvement subjects—through 
articles in leading newspapers and other 
publications, as well as pamphlets and other 
materials distributed by local members in 
their own trading areas. 


#In more than a score of communities, local 
Council members have banded together as 
Council chapters in order to do a more 
effective job of informing, stimulating and 
protecting the homeowner public. Among 
them are such important communities as the 
San Francisco Bay area, Cleveland, Houston, 
New Orleans and Long Island, N. Y. Dozens 
of new chapters are expected to be organized 
this year. 

The Council has launched a study of 
estimating practices among its retail and 
contractor members, hoping eventually to 
provide a standardized estimating procedure 
to assure that customers of members will 
be able to buy any kind of modernization 
project for their homes at a price that is both 
“equitable and exact.” 


#A sampling of the 80,000 entrants in the 
home improvement contest revealed that 
nearly all of the families contacted are ac- 
tually planning some improvements in their 
homes this year. 

To further stimulate this latent interest 
in home modernization, HIC is sponsoring a 
second contest, already under way. It will 
close June 30, 1959. In this contest, partici- 
pants must actually complete a home im- 
provement project, supply before-and-after 
photos of the improvement and describe it 
in 50 words or less. 

The contest is divided into 12 categories, 
comprising heating-cooling, kitchens and 
bathrooms, among others. Once again, 
there’ll be $125,000 in prize money, with 
top honors worth $25,000. 


«Plumbing and heating contractors who 
would like to become local HIC members 
and serve as contest headquarters—where 
contest entry blanks may be obtained and 
products and services made available to 
prospective entrants—should contact Don 
Moore, executive director, Home Improve- 
ment Council, 2 East 54th Street, New York 
City 22. END 
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Wholesalers Group Sets 
Sights on “the Soaring 60's” 


TERRAZZO SHOWER BASE 


LOW COST AND LEAKPROOF 


(Continued from page 170) 

them exclusively for distribution and sales. 

Another optimistic picture of the 1960's 
was painted by Howard Spindler, president 
of the Plumbing-Heating-Cooling Informa- 
tion Bureau and vice-president of public re- 
lations for American-Standard, New York 
City. Spindler noted, however, that “com- 
petition will be tougher than ever in the 
coming decade. Only industries now prac- 
ticing progressive promotional programs will 
reap the full profit of future expansions.” 











# As an example of the PHCIB’s contribu- 
tion to our industry’s coming promotions, 
Spindler, assisted by Norman Wicks, execu- 
tive director of the bureau, explained details 


e New design eliminates expensive construction 
e Waterproof, one-piece slab requires no lead pan 
e Has the beauty of Italian Marble 


Ideal foundation for tile stall showers. The approved 

way to cut costs. No fussing, no framing, no floor 

tiling and cement work. Available in Grecian and 

Roman models. SUPERIOR assures leakproof and rust-roof 
joint between walls and floor. SUPERIOR’S one-piece 
terrazzo base is the ideal floor for glass door enclosures 


of a proposed new sales training plan, de- 
signed to help contractors and wholesalers 
lle of 1960’s competition. : * 
meet the cha lenge 196 P STANDARD j Square: 32x32", 36x36”, 40x40 
SIZES Caetano 48x32” Corner Model: 36x36”, 40x40” 
Special sizes and colors available. 
WRITE FOR CATALOG “D” 


SUPERIOR SHOWER CO. 


37-06 57th St., Woodside 77, N. Y. C. 


= Based on a recent study of contractor- 
consumer attitudes by an outside consultant, 
the sales program was tested last month in 
Dubuque, Ia. on 20 contractors and whole- 
saler salesmen. They were introduced to new 
approaches in selling industry products. The 
training procedures will be adjusted in the 
light of experiences in the Dubuque test, 





SAVE time-Money-Lasor 


(Please turn to page 256) 


with HENRY 
BATH TUB 
PROTECTORS 


NOW AVAILABLE for the 


New 
AMERICAN STANDARD 
Contour Bathtub 
Fits any recessed or end tub. 
Quickly installed with water- 
proof pressure sensitive tape. 
Removed in seconds. Lifts 

out; debris with it. 


with HENRY 
Closet Flange 


Spacers! 


Installed in seconds .. . 
fasteners furnished. Remowed 
in seconds... Leaves % 
in. space between cement 
and iron stub. No cement 


to chisel 


Also: ONYX Stainless Gummed Kraft Protective Tub Paper 12” & 18” Rolls 
(“Through Jobbers’’ or write for information) 
Orders to 72 First Avenue 


HENRY i205: 


BATH TUB PROTECTOR CO. Fa: Lowendale, Fle 





GET QUIET OPERATION 
OF 
BASEBOARD RADIATION 


* CB FLEX-0-JONTS 


WRITE 
FOR 
DETAILS 


AILLAR 
C. R. BERNSTROM, INC. 


Are you the lady that Mrs. Jones, next 183 HARTFORD AVE., PROVIDENCE 9, R. I. 


door, says can’t afford a new bathroom?” 
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~ SWIMMING POOL ~~~ 
FILTER-SKIMMER 


OFFERS THESE ADVANTAGES 


. Diatomite filtration—for finest 
water clarity and purity. 


. All in one compact unit—ef- 
ficient filtering, automatic skim- 
ming, valveless vacuuming, and 
fast pool brush down. 


. Stainless Steel Filter Skimmer 


Tank. 


Installed below pool deck. No 
bulky tanks to hide. 





- Quality materials and work- 
manship throughout. 


Set the tank, THE FILTER AND SKIMMER are in. Connect the pump 
and motor, the job is done. 

Costly construction eliminated. Short filter cycles eliminated with 
proper filter area. Saves backwashing water. 


Engineering Services Are Available. 
Patent Number 2826307 


rite... PACE FILTERS 
| 1507 EAST MICHIGAN 


PITLESS WELL UNITS 


First In The Field Monitor the nations 
most complete line of Pitless equipment 

Pitless equipment for SIX different type instal- 

lations the five usual installations, sub- 

mersible, reciprocating single-pipe jet, dou ble- 

pipe jet, and shallow well nly Monitor has 

SIXTH the all new Monttor PJ ptless- 

which combines the sealed safety of 

n with the economy of the jet 

nit. For complete information 

s SIX different types of pitless 


ent write to 


BAKER MANUFACTURING COMPANY 
Dept. 666 EVANSVILLE, WISCONSIN 


ADJUST-O DRAFT 


Fully adjustable for precise accurate setting 
and instant response to draft variations 
ADJUST-O-DRAFT is quality constructed. A 
cast aluminum ring with built in stops, con- 
cealed solid brass beorings, and other 
features, insure lasting dependability and 
maximum efficiency when you INSTALL 
ADJUST-O-DRAFT. 





Available in sizes from 
5 thru 12 inches. 





MANUFACTURING CO. 
45-16 - 162nd Street, 
Flushing, L. |., N. Y. 





(Continued from page 255) 


then presented on a broad scale to the entire 
industry. (For details of the program, see 
page 204.) 

Spindler said that the training program 


was a supplement to several current bureau 
campaigns, including consumer publicity and 
research efforts. The bureau also sponsors an 
employee participation program which sup- 
plies industry workers with ideas and facts 
to help them influence friends, neighbors and 
business acquaintances in buying quality 
plumbing and heating products. 

Spindler told how these efforts can help 
contractors increase sales in both new con- 
struction and remodeling. He admitted that 
in new construction our industry has little 
control over total sales, but he contended 
that new approaches could sell added plumb- 
ing and heating products in each unit of new 
construction and install more quality, fair- 
profit products. 


= “Modernization, however, offers a differ- 
ent opportunity,” he continued. “It’s the ‘no 
limits’ phase of our business. The only things 
that limit us in this field are self-imposed 
how much skill we have and how much work 
we do. 

“Tt’s on the local level where selling skill 
is needed. Over and over, the decisive factor 
in sales of our products is the quality of 
salesmanship practiced by the contractor.” 

Other industry speakers included Irvin 
Rechkemmer, first vice president of the 
National Assn. of Plumbing Contractors, and 
Joseph Kearny, treasurer of the Mechanical 
Contractors Assn. of America. 


ain other convention business, the associa- 
tion took action on two resolutions. One 
asked that products sold through manufac- 
turers’ local warehouses be priced to include 
actual warehouse costs. 

“The CSA has two purposes in this stand,” 
DE was told by secretary Jim Peery. “As 
full-service wholesalers, our members think 
they should be allowed to do their basic local 
stocking job. Moreover, they feel that each 
warehouse operation should cover its own 
costs of doing business, rather than spread- 
ing this cost over all the products sold by a 
given firm.” 

The association stressed that while most 
local warehouses were set up for the 
“avowed purpose of better serving wholesale 
distributors,” they often tend to change the 
wholesaler into a sales agent. 

The resolution noted that “many self- 
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styled wholesale distributors utilize these 
stocks to the point of carrying only inade- 
quate stocks in their own warehouses.” 

The second resolution asked that all im- 
ported goods distributed by plumbing and 
heating wholesalers be marked as to the 
manufacturer and country of origin. 

“This action was promoted by the im- 
minent opening of the St. Lawrence Seaway 
to large ship traffic,’ Perry explained. “It is 
likely that low-priced imported goods, which 
have kept Eastern and Western markets in 
flux for some time, will be making an even 
bigger impact than up to now on the Mid- 
western market.” 


s Five workshop sessions attracted a record 
number of participants. The subjects were: 

(1) uses of plastic pipe, (2) selecting 
wholesaler personnel, (3) how members pay 
their salesmen, (4) using a multi-story ware- 
house, and (5) advantages and methods of 
inventory control. 

George Reed of the Plastic Pipe Research 
Council said that, as new and more heat- 
resistant materials are developed and code 
problems are overcome, plastic pipe will ex- 
pand into many new fields, including resi- 
dential plumbing. 

Remodeling of older, multi-story ware- 
houses is often wiser than investing in an en- 
tirely new building, consultant Irving Foot- 
lik told the warehouse management work- 
shop. Footlik stressed the need for thinking 


(Please turn to page 258) 


“Someone called in—said your 
pipes are rusty!’ 
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NOW IN BEAUTIFUL 
PEARLTONE GREY 
WITH YOUR CHOICE OF 


6 TOPS 
- 


COLOR KEYED TO 
YOUR PROSPECT! 


YOUR CHOICE 


WHITE SPRUCE GREEN 
BLACK GREY 
BURGUNDY PEER BLUE 


FOOT PEDA;, 
CONTROL = 
FREE aff COLOR BROCHURE... 


of the new COMPLETE line of 
Uniflow Water Coolers. 

UNIFLOW ... a pioneer builder of water coolers 
for over 24 years... 


UNIFLOW MANUFACTURING COMPANY 
EAST LAKE ROAD, ERIE, PENNSYLVANIA 


‘ 


a) 





‘a 
A) 


cleaning up... 


/ — Sax: 2 
BRUSHES and SCRAPERS = 
Stock Up Now! 


WORCESTER BRUSH AND 


eG 


with the Right 


“tHe 


Not 


{ 


Keep An 
3 Adequate 
> Supply 

~~ On Hand! 


x SCRAPER CO. 


Aiyté 
{fp aed: 


\ 


LL 
\ 


ff é a 


Divisian of 


MASON-WORCESTER 
BRUSH CO. 


2 NRG 38 AUSTIN ST. WORCESTER 1, MASS. 


ALONWHITE 


The No. 600 Deluxe 
AMERICA’S GREATEST VALUE IN 
THE TOILET SEAT INDUSTRY 
With the advent of automation and mir- 
acle chemistry we introduce our #600 
Deluxe Alonwhite seat with the baked 
enamel cabinet finish for the utmost in 
durability and beauty at competitively 

low prices 


Check These Important Features 
@ Polished Chrome on Brass Hinges 
@ Seamiess, one piece construction 
@ Molded under tons of pressure 
@ Guaranteed against defects 

@ Match colors for all pottery 


@ Impervious to climatic changes 

@ Larger, wider and heavier seat 

@ Oversized plastic bumpers 

@ Porcelain-like finish for sanitation 

@ Outlasts all competition 
LON MANUFACTURING 

A COMPANY PHILADELPHIA 23, 





1125 HAMILTON STREET 


(Continued from page 257) 
Here is in terms of moving goods in and out rather 
than storage as such. He also indicated that 
The a “shipping center,” as the focal point of 
warehouse planning, and the use of popu- 


_— 
wlio 
‘| 4—'.| Answer larity storage methods could reduce material 
~ ——— handling costs. 
lly hits To your More 


than two-thirds of CSA member 


SUPPLY PROBLEM houses have perpetual inventory control sys- 
eee 


tems, according to information at the in- 
For plumbing repair parts. ventory control workshop. The remaining 


firms work from purchase record systems. 
Manufacturers of repair parts 


Stress was placed on the value of perpetual 
to fit: 


systems for exact control of inventory, and 
Crane ee a of costs and gross profits per sale. 

Kohler American Kitchen 
Briggs Youngstown 
Speakman = Schaible 


=» Non-industry speakers at the meeting in- 
cluded Lewis Castle, administrator of the St. 
Lawrence Seaway Development Corp., and 
. Dr. Friedrich Graf von Saurma, assisté 
ee a ne a ch Graf von Saurma, assistant to 


7 : Dr. Wernher von Braun, missile scientist at 
uplication of OBSOLETE parts -_ 
ou A iin P the Redstone Arsenal in Alabama. 
in our plant. , 


Present officers of the CSA are: president, 
John McDonald Jr., Dubuque, Ia.; first vice 
president, Ralph Cook, Oklahoma City; sec- 


KISSLER & co., INC. ond vice president, John Robertson, Alli- 


228 EAST 150th STREET, BRONX 51, NEW YORK ance, O.; treasurer, Paul Aronhalt, Topeka, 


Kans.; and honorary president, H. B. Holi- 
WE DUPLICATE ANY PART REGARDLESS OF AGE han, St. Joseph, Mo. James Peery is execu- 


tive secretary. END 


PROTECTUB 


FOR THE FINEST BATHTUB PROTECTION 


Gas Group Is Confident in 
for preventing damage ofter installation CST celvre caver— thick Face of Electric Heat Growth 


corrugated with water repellent 
top liner. Custom made to fit 


-A- -| Kraft liner . 
iy chess ansehen tes psore industry is at the doorway to a new era—the 


(Continued from page 70) 


soaring sixties—an era of limitless opportunity 
COATATUB.-Liquid vinyl plastic coat “ 


applied with brush, dries to strong for progress and sales expansion. 
flexible film, peels off It also will be an era of virile competition 

eee wherein the new, the different and the dramatic 
Ask about ovr porcelain enamel repair and touchup will 


' be the chief means of conditioning the 
kit...for permanent repair above and below water line 


market, Norman said. 
if not available at your wholesaler, write Dept. E-!. 


p However, he cautioned that all the economic 
pluses of the soaring sixties—people, money and 
willingness to buy—will not add up to a seller’s 
market. 

Kohler Fixtures ng, ; “The practical art of. salesmanship will be 
deserves more important than ever,” Norman declared. 

For the short-term outlook, Clifford Coons, 

Kohler All-brass og aaa 7 retiring president of the association, announced 

Fittings os a sharp upward revision of the industry’s earlier 


forecast of 1959 business volume. 





Distinguished new designs. “Events of the first quarter indicate that 


Positive action. combined shipments of household, commercial 
Finger-tip control. and industrial gas equipment will top the 1958 
total by nearly 15 percent instead of the 9 per- 
KOHLER CO. Established 1873 KOHLER, WIS. cent predicted last December,” Coons said. 


"<e) H L E R ou "<e) H L E R He told GAMA members that figures for 








central gas heating (boilers, furnaces and con- 
version burners) were up 37.6 percent in the 
ed tng 
(Please turn to page 266) 
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© WATER SAVER _ 
@ DURABLE ~ 
@ DEPENDABLE 


VO Gia lt 15/ 
FROST PROOF 


SEAT-ACTION 


CLOSET 


/ 
PEAK 


/ PERFORMANCE 
y ff GUARANTEED 
| 
/ CONFORMS TO LOCAL 
/ SANITARY CODES 


/ SEND FOR CIRCULAR V-102 





MANUFACTURED BY 
JOSEPH A. VOGEL COMPANY 


WILMINGTON, DELAWARE 














. YEAR ‘ROUND! _ 


a 
NON-FREEZING 


“HYDRANTS 


Order from your jobber. 


SEND FOR 
_ BULLETIN 
NO. 701. 


STRATAFLO PRODUCTS, INC. 
FORT WAYNE, INDIANA 





tay Tite 


waren enoor 


KEY-TITE®* Goes on Fast — Seals Tight 


Cut assembly time with Key-Tite, the tight sealing 
waterproof pipe joint compound. It's ideal for water, gas, 
and low pressure lines—safe for potable liquids—contains 
no toxic ingredients. Actually lubricates and protects 
threads while it seals—joints don’t freeze 

Key-Tite is easy to apply with a brush — no crumbling 
or waste. Extra long open-can life eliminates thinning 
and stirring 

Available in pints, quarts, 1 gallon and 5 gallon cans, 
and 500 lb. drums. Write for Circular 239-B and free 
sample. 


WM fee 
™ SHER WOOD Se. 
Whispers.. "22's asia” 


. and it is true. Moreover the SHERWOOD No. 86-A protects against 
back syphonage .. . 


T5605 


prevents the contamination of water. Fills a 6 gal 
tank in 1% minutes at 28 Ibs. pressure. In fact it operates on any city 


water pressure. It is top quality. Contributes to your prestige 


SHERWOOD BRASS WORKS e 6331 E. Jefferson, Detroit 


Established 1903 





ONE OF 
THE NATION'S 
LEADING 
MECHANICAL 
CONTRACTORS 








full details to 





.. ls Seeking... 


MECHANICAL 
ESTIMATING ENGINEERS 


There are now several openings on our staff for thoroughly experienced 

mechanical estimating engineers with good backgrounds in plumbing, BUENA 
heating, air conditioning, process piping, etc. 
salaried positions with a progressive company in Miami, Florida. 





VISTA 

These are permanent Derr. DE STATION 
° & 2 MIAMI 

Write FLORIDA 
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ADVERTISEMENTS 





SITUATIONS OPEN 





INDUSTRIAL PUMP, SALES 
AND APPLICATION ENGINEER 


an exceptional opportunity with a well- 
known manufacturer of heat exchang- 
ers, pumps and allied equipment for 
heating and air conditioning. This well- 
known New England firm is looking for 
a man with experience in sales engineer- 
ing of industrial centrifugal pumps, for 
heating, cooling and other industrial ap- 
plications. A mechanical engineering 
degree is desirable, but equivalent pump 
experience would be considered. Salary 
commensurates with experience and 
qualifications. Send your resume’ now 
including salary history and expecta- 
tions. Replies kept confidential. Address 
Key 888-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 


WANTED RELIABLE MAN FOR 

small wholesale plumbing and heat- 
ing supply house in southeast Pennsyl- 
vania. Salary benefits and profit shar- 
ing. Must have complete knowledge of 
this business. Address Key 889-D, “DO 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois 


DUE TO GROWTH, 


national complete line plumbing fixture 
manufacturer has opening for executive 
salesman. Position requires broad ex- 
perience in sales administration and 
knowledge of midwest market. The man 
we are looking for must be able to help 
formulate company policies and work 
with our salesmen. Salary Open. Ad- 
dress Key 890-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


PRODUCT MANAGER. LEADING NA- 

tional Manufacturer seeking man ex- 
perienced in technical aspects and sales 
of commercial water heating equipment 
This is a responsible national staff sales 
position. Excellent opportunity, salary 
and benefits. Submit complete letter or 
resume’ including salary experience 
Address Key 885-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois 


SALESMAN 


To sell plumbing and heating supply 
jobbers for manufacturers’ representa- 
tive. Salary and expenses. Address Key 
898-D, ‘‘DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


=. 
Illinois. 


260 








Advertising Department, 


ceding publication date. 





RATES FOR CLASSIFIED ADVERTISEMENTS 
Light face advertisements, fifteen cents per word, including head- 
ing and address. For keyed address count seven words. Minimum 
advertisements, $3.00 per insertion. Rates for bold face adver- 
tisements, $6.00 per inch. Address all advertisements to Classified 
DOMESTIC ENGINEERING, 
Prairie Ave., Chicago 16, Illinois. All Classified Advertisements 
are payable in advance! Closing date: Fifteenth of month pre- 


ALL COPY IS SUBJECT TO THE APPROVAL OF THE PUBLISHERS 


1801 











SITUATIONS WANTED 


REPRESENTATIVES WANTED 





AVAILABLE — SALES & 

ADVERTISING MANAGER 
MANUFACTURING OR 
DISTRIBUTOR LEVEL 


Mature executive with long selling and 
advertising experience in oil and gas 
heating equipment. Excellent connec- 
tions with over 350 wholesalers and 
dealers. Highest references. Address 
Key 86-D, “DOMESTIC ENGINEER. 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois. 


EXPERIENCED BI 

plumbing inspector wants position in 
same field. Address Key 897-D, “DO- 
MESTIC ENGINEERING 1801 Prairie 
Ave., Chicago 16, Illinois 


IL DING AND 


WISCONSIN 


Plumbing and heating sales expediter 
to assist contractor in remodeling of 
plumbing and heating. 20 years expe- 
rience. Wish to relocate in Wisconsin. 
Address Key 852-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 





REPRESENTATIVES WANTED 





REPRESENTATIVES WANTED BY 
established specialty manufacturer 
for wholesale plumbing, hardware and 
chains. New skin packaging, 12 to 1 
items only including one handle shower 
and diverter valve and new type bal 
cock. Most areas open Address Key 
894-D, “DOMESTIC ENGINEERING,’ 
1801 Prairie Ave., Chicago 16, Illinois 


MANUFACTURER OF QUALITY LINE 

of sewage ejectors and sump pumps 
requires aggressive factory representa- 
tives for Missouri, Southern Illinois 
Iowa, Indiana, Wisconsin, Michigan and 
Ohio. Liberal commission—present ac- 
counts will be considered as part of 
territory represented. Address Key 881- 
D, “DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois 


MANUFACTURERS’ 
tives for state wide 
uccessful household sé 
$ Replaces objectionable ss 
es complete tre tmer 
oil conditions withe é 
beds or leaching elds 

raw 


REPRESENTA 
opportunity. Fir 
wage disposa 

pth 
gard 
ib 


sewage nto lear 
Yow ready for national 
¢ ral years of rigid 

FP hundreds of ir 

ive distribution 
interest ambitious mer 
inity and who « 


ran will 


opporti 
fy in establis 
Address Key 882-D 
NEERING,” 1801 
16, Illinoi 


eeking in qual 
loca distributors 
“DOMESTIC ENGI 
Prairie Ave Chicag« 


hir 


WANTED — MANUFACTURERS’ 
REPRESENTATIVE 


with established following among water- 
system and pump wholesalers in Mis- 
souri and Kansas. The complete Jatic- 
Line includes jet, reciprocating and sub- 
mersible water systems; deep well 
working heads, and five cellar drainer 
models. Pump line includes self-prim- 
ing centrifugal, recirculating, swimming 
pool, diaphragm, utility and irrigation. 
Write Johnston Water-System Co., 
Mansfield, Ohio. 


PROTECTED 

ries open for nationally distributed 
unique washer replacement plumbing 
specialty item packaged for sale to 
plumbing supply houses, hardware dis- 
tributors and retailers. Unique demon 
Stration sells 8 out of first call 
Address Key 869-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois 


EXCLUSIVE TERRITO 


iv on 


AGGRESSIVE EXPERIENCED 

ing representative wanted to handle 
line of quality boi and competi- 
tively priced line or smaller sized 
Profitable commission arrangement 
excellent potential—backed by nationa 
advertising. Address Key 8&58-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illino 


HEAT- 


1 
ers 


is 








FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 262 AND 264 
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FOR MOST PROFITS, YOU NEED MOST 


POWER! 


HERE IT 1S... 


For small lines . . . use a “Specialist” 
Handylectric Snakentainer 

Compact “small line specialist 
that maneuvers profitably in 1'4 
to 3°° waste and water lines 
AC/DC Universal Motor with Re 
verse Switch; Jacobs chuck; dou 
bles as electric drill. Here is 

tested tool that turns sma > 
problems into profits. Send for the 
details. Built by the 





leader! 





THE SNAKE THAT 
MAKES THE 


DIFFERENCE! 


Patented Flexicore Wiropecenter Snakes means 
added strength, reduced breakage, longer life, and 
more efficient operation. Wiropecenter Snake con 
struction is exclusive with General Wire Spring 
Company. All sizes available 


Get profit-making details on our complete line of 
Large and Small Sewer & Drain Cleaning Equipment 


GENERAL WIRE SPRING CO. 


906 S. SARAH STREET, PITTSBURGH 3, PA. 


Distributors throughout U.S. and Canada 








Laundries | Apartment Houses / Motels 


LOW COST HOT WATER... for | 





en en) | 
hot water 
supply boilers 


NO WASTE 


suutio’ 


THE MODERN CUTTING FLUID 


“IT STICKS ON THE JOB!” 


*TRADE-MARK OF SULFLO, INC 
SULFLO NO. 1 SULFLO NO. 2 
For Hand Threading, Tapping For Machine Use—Lighter in 


and Brush On Jobs density than No. 1. Has same 
properties as No. | 


SULFLO Machine-Kut 


For Pipe Threading Machines and for the machining of high alloy 
steels. Machine-Kut is a sulphurized fluid type cutting oil, trans 
parent on work. 





Sulflo Products Are Sold By Selective Distributors 


(If you don’t know who your local SULFLO Distributor is, write us— 
we'll be glad to send you literature and put you in touch with him.) 


SULFLO, INC, evizaBetH 4,N. J. 








@ Seven models... with 
capacities to heat from 107 
to 1,000 gallons of water at a 
temperature rise of 100 degrees 
per hour 

@ Heavy boiler plate con- 
struction .. . all surfaces in 
water are hot dip galvanized 
@ Package units, ready to 
operate .. . complete with 
burner and all controls 


@ Baked enamel steel jacket Constructed in accordance 
.. fully insulated with ASME standards for 


See your wholesaler or hot water boilers 


write direct for literature OIL OR GAS FIRED 


PEN BOILER AND BURNER MFG. CORP. 


Sales Office: 95 Empire St., Newark, NJ 


Phone Bigelow 3-0200 Factory: Lancaster, Pa 
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@ Insto-gas <> 


Torches and Furnaces are Dependable 


STURDY FURNACES FOR 
MELTING LEAD AND COMPOUNDS 


The nationally 
known screw-on 


furnace... fe 
Originated by 
INSTO-GAS. 
The companion / &—> 
furnace for + / 
bench or floor eS 


RUGGED TORCHES FOR SWEATING 
ALL SIZES COPPER PIPE AND FOR 
MELTING OUT SOIL PIPE JOINTS. 


—, © Won't Slow 7 es, 


ELIMINATE costly Acetylene and hazardous Gasoline 
USE INSTO-GAS 
THE QUALITY LINE FOR OVER TWENTY-FIVE YEARS 
SOLD THROUGH BETTER WHOLESALERS 
INSTO-GAS CORPORATION * DETROIT 7, MICHIGAN 
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ADVERTISEMENTS 





REPRESENTATIVES WANTED 


LINES WANTED 





LINES WANTED 





MANY AREAS NOW OPEN 


long established plumbing brass manu- 
facturer desires additional, aggressive 
representatives for capable coverage of 
plumbing wholesalers. State age, ex- 
perience, territory covered, line now 
represented, etc. Address Key 887-D, 
“DOMESTIC ENGINEERING,” 1801 


Prairie Ave., Chicago 16, Illinois. 


REPRESENTATIVE 

wanted by specialty manufacturer. 
High commission, good volume. Many 
areas open. Address Key 870-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


AGGRESSIVE 


EXCLUSIVE PROTECTED TERRITO- 

ries open for sales representatives, 
calling on plumbing supply houses, fast 
moving item, good commission. Write 
and specify territories, with references, 
to SWAN PRODUCTS COMPANY, 626 
Arch St., Philadelphia 6, Pennsylvania 


REPRESENTATIVE WANTED 


for New England and New York State 
—we need representation. Long estab- 
lished manufacturer of plumbing, heat- 
ing and water well supplies. Address 
Key 891-D, “DOMESTIC ENGINEER. 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 


REPRESENTATIVE TO COVER WIS- 
consin and Iowa for another manu- 
facturer’s representative on attractive 
commission arrangement. Address Key 
893-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois 


NEW YORK AND NEW JERSEY 


Well organized manufacturers’ repre- 
sentative sales organization seeking ad- 
ditional lines for representation through 
plumbing supply wholesalers in New 
York and New Jersey. Warehouse 
available. Address Key 839-D, “DO- 
MESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


CHICAGO SALES REPRESENTATIVE 
wants one or two additional lines 
Strong following. 13 years experienced 
selling top plumbing and heating whole- 
salers in this area. Address Key 876-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois 


LINES WANTED 


Wanted three or four top lines for a 
new manufacturers’ representative 
setup for Indiana and Ohio or Illinois. 
12 years experience contacting hard- 
ware, heating, auto supply, plumbing, 
builders hardware, housewares, electri- 
cal and paint wholesalers. Also O.E.M. 
accounts and mill supply. Will give top 
coverage to lines accepted .KAYDON 
COMPANY P. O. Box 55584, Uptown 


Station, Indianapolis 5, Indiana. 


MANUFACTURERS’ REPRESENTA- 

tive covering southern California 
Arizona, Las Vegas. Wholesale plumb- 
ing only DORSEY SALES COMPANY, 
819 Venice Blvd Los Angeles, Cali- 
fornia 


SEEKING ADDITIONAL LINES 


Chicago manufacturer’s representative 
agency with complete warehousing 
facilities seeking manufacturers who 
want large movement of their products. 
Concentrating on plumbing supply 





LINES WANTED 





FLORIDA MANUFACTURERS’ REP- 
resentatives, experienced and aggres- 
sive, want top line with minimum an- 
nual potential of $100,000.00. Head- 
quarters both east and west coasts 
Regularly cover plumbing and heating 
supply wholesalers entire state. Address 
“DOMESTIC ENGINEER- 
s 1801 Prairie Ave., Chicago 16, 
Illinois. 





NEW ENGLAND 


Manufacturers’ agent with Boston of- 
fice and warehouse. 20 years experience 
selling to plumbing and heating whole- 
sale distributors has opening for one or 
two quality lines. Our organization is 
tops in its field. NORMAN LEWIS 
AND COMPANY, 88 Broad Street, 
Boston 10, Massachusetts. 
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h s in Illinois, Indiana, Wisconsin 
and Eastern Missouri.. If you want the 
job done properly with young aggres- 
sive organization, Address Key 830-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


MISSOURI-KANSAS—WE HAVE BEEN 

covering this territory for the past 
25 years Excellent acceptance with 
plumbing jobbers. Can handle one more 
line. Address Key 884-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois 


INDIANAPOLIS, INDIANA 
Home base of manufacturers’ repre- 
sentative who can handle one additional 
line covering entire state excluding 
Lake Porter County. Concentrating on 
plumbing and heating wholesalers. Ad- 
dress Key 832-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


LINES WANTED FOR NEW ENGLAND 
Manufacturers’ Representative 12 
years selling plumbing and heating job 
bers. Excellent following. Address Key 
886-D “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Tllinois 


METROPOLITAN NEW YORK 


Brooklyn, Queens, Manhattan, Bronx, 
Westchester, Staten Island, Suffolk and 
Nassau Counties. Manufacturers’ repre- 
sentatives (3) calling on the plumbing, 
heating and oil burner wholesalers and 
jobbers, seeks additional quality lines 
non-conflicting with items carried at 
the present time. Years of selling know- 
how will enable you to enjoy good 
profitable business and pleasant jobber 
relationship. No credit losses over the 
years, warehousing facilities, also finan- 
cial assistance if necessary. Constant 
productive coverage. Address Key 
883-D, “DOMESTIC ENGINEER.- 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois. 


PUMPS, BATH- 
copper tubing to 
represent in Puerto Rico. Address Key 
g95-D “DOMESTIC *ENGINEERING,” 


1801 Prairie Ave., Chi 6, Illinois 


SEEKING LINE OF 
roon fixtures and 


CALIFORNIA—ARIZONA 
NEVADA 


Manufacturers’ representative desires 
one or two major competitive lines. 
Ample coverage. Warehouse facilities. 
Address Key 871-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


FREE SERVICE 


Manufacturers’ agents register now. 
Manufacturers’ Agency Service main- 
tained for years by DOMESTIC EN- 
GINEERING Magazine is for your 
benefit and if you have not already 
registered, write today for necessary 
registration forms and complete details 
of assistance available to agents. As a 
clearing house for information for the 
manufacturers’ agents of plumbing, 
heating and air conditioning equipment, 
DOMESTIC ENGINEERING Maga- 
zine has proven invaluable to many 
leading representatives in the past, and 
if you have not as yet taken advantage, 
get the details today. There is no 
charge. Attach this advertisement and 
mail it together with your letterhead 
for full information to Manufacturers’ 
Agency Service, 1801 Prairie Avenue, 
Chicago 16, Illinois. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 260 AND 264 
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FLOAT OR 
WEIGHT OPERATED “~~ 


Quality that Helps Sell the Pump 


e Easy to install and inspect e Two-pole construction 


for safer operation e Visible, vertical-action contacts e goldplated faucet sets 


e Attractive, rugged metal enclosure for lavatory and bathtub 


ALWAYS SPECIFY SQUARE D | | Pp et beletel—iclioty hele meh >bet_ em 


Write for Sumptrol Bulletin. Address Square D Company, clistinetive appointments 
4041 North Richards Street, Milwaukee 12, Wisconsin for the bath 


Bal sseses pemene: | Manion Wieper 


E 57th Street © New York 22 e PL 5-6 








S YOUR SERVICE PROBLEM DUE TO} 
eer MODERN DETERGENT FUEL O1Ls- | | 


Hydrovalve‘s Hew NEOPRENE-BINDER 


The gem 
GA ~e 4 E TS Py 5 ar eet we | 
ont Friend... 


costly call backs 
on your Oil Burner Servicing. 
Modern fuel oils attack 
ordinary Gasket material... 


Hydrovalve's 7 ; 
NEOPRENE-BINDER OAKUM an f. 


completely saturates the fibres 


of the Gasket material Jac K50 TWISTED JUTE y 


and makes them detergent resistant... enstan 207 PACHIOS PY 


for long-lasting ens co PA CKING 


seepage-free sealing. 
by 


ur FREE 
For YGrovalve 


Wall Chart © 


itt SSoogo] a, Betrctyy 


rite Uv ys today! 
Hydrovalve Co. | = | en ee 
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LINES WANTED 


LINES WANTED 





FOR SALE 





THE SCHUTZE SALES CO. 


1999 North Snelling Ave., 
St. Paul 13, Minn. 


Manufacturers Agency Selling 
Important Mid-Northwestern Jobbers 


ST. LOUIS, KANSAS CITY AND AD- 
jacent rural areas, good accounts 
consultation invited. Address Key 860- 
D, “DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois 


WISCONSIN 


Manufacturers’ representative selling 
plumbing supply jobbers desires addi- 
tional allied lines. Address Key 834-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


IOWA 


New contacting plumbing wholesaler 
jobbers in lowa only. Doing an effective 
job. Will give concentrated coverage 
Address Key 836-D, “DOMESTIC EN 
GINEERING,” 180) Praivie Ave. Chi 
cago 16, Illinois 


ST, LOUIS AREA 


Plumbihe wholesalers eantacted twiee 
WHHTKIY hy AgePeeRIVe Pepreeentative 
agenevy, Can handle twa additivnal 
atiality lines, Address Key 840.1, "DO 
MESTIC ENGINEERING,” 1801 Prat 
rie Ave, Chieage 16, Ulinete 


MANUFAUTURERS REPREBI 
tive | yeare expertener eliineg 
plumbing and heatine whole rier 
Ohio. KReeellent following Desire 
sdditional line Addres Key 
DOMESTIC BENGINEEBRING 
Prairie Ave., Chieagro 16, Tllinol 


CUBA 


Manufacturers’ agent over twenty 
years experience in the plumbing field, 
selling to wholesalers. Representing 
major manufacturers. Seeking addition- 
al lines. Address Key 768-D, “DOMES.- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 
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WELL ESTABLISHED SALES ORGAN 

ization seeking plumbing and heating 
specialty line for New England ter- 
ritory Full warehouse facilities and 
sales force. Will buy and bill material, 
if desired by manufacturer. Must be 
quality line distinetive selling 
points. Address Key 854-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., Chi 
cago 16, Illinois 


LINES WANTED 


in plumbing and heating field for Chi- 
cago area. Have office space and staff 
with engineering and estimating ex- 
perience. Will trouble shoot. Ware- 
house could be arranged. Address Key 
896-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illineis. 


WESTERN PENNSYLVANIA AND 
jJacent rea ye eliings 
jobber carrying 

time to good 

LbOMBESTI« 

Vrairie Ave 


ENTIRE STATE OF OHIO 
M. M. MATHES & SON 


494 Lee Raad 


Shaker Heights 2, Ohio 
Serving the plumbing whalesale: 





BUSINESS OPPORTUNITIES 





MERGER DESIRED 


Have assets over $100,000.00 State of 
Florida. Holdings allied in plumbing, 
heating, air conditioning and hardware 
Interested in manufacturer or lara: 
wholesaler. Wish to concentrate on and 
develop sales strategy. Address Key 
612-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave. Chicago 16, Illinois. 





FOR SALE 





COMPLETELY EQUIPPED PLUMBING 
heating and heet metal busine 
Well established for 40 year and suc 
cessfully operated on Main Street... 1 
cated in rural community of Wiseconsir 
Address Key 8&80-ID DOMESTIC ENGI 
NEERING,” 1801 Prairie Ave Chica 

16, Illinois 


FOR SALE WHOLESALE AND RE- 
tail plumbing, heating and pump busi 
ness, located in central New York 
Terms arranged to suit your situation 
Write giving brief resume ‘ 
perience Address Key 87 
MESTIC ENGINEERING,” 1 
Ave., Chicago 16, Illinois 


Use These Pages to Get 


What You Want 


Are you looking for a competent em- 
ployee? 
changing posi- 


Do you contemplate 


tions ? 
Do you have a patent for sale? 


Do you wish to buy or sell a plumbing 
and heating business? 


Are you a manufacturers’ representa 
tive seeking additional lines? 


Are you a manufacturer seeking addi 
tional representation ? 


Your advertisements, under the proper 
classification in these pages, will put 
you in teuch with the peaple you desire 
tea reach 


The cast far light-faced advertisements 
is anly 18 cents a ward and the mini 
mum advertiiement i¢ anly $4.00 per 
ineertian 


Hald-faced advertisements are oa. 
Addivess yaur advertisements 
ta ClasetQed Advertiaing Department 
DOMESTIC ENGINEER RING, tan 
Peateie Avene, Chteaga 1, Uliwate 


her bee h 





BOOKS 





rutifullsy 

Book De 
ENGINEERING 
ie | izo 16. Illino 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 260 AND 262 
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—— ea Why pass up even a 
WALKER @& | 


4 part of the profit 
SHUR-FLO f % 
\aahecee ealeialiel Ta | the COMPLETE 
pe ae iob gives yo 
ENDS DRAFT PROBLEMS — ae 
RIGHT FROM THE START... 
MODELS For Gas... Oil... and Solid Fuels! 


Grant Wilson > 
PRODUCTS 


. All types for all services, 
all temperatures, hot and cold. 


« 


oa ) yN 


(tite 


F 
iis 


ASBESTOS INSULATING 
CEMENTS 
Five types for temperatures 
to 1300°F 
THE INSIDE STORY OF | don't fuss and fret with uncertain draft anymere ss 
SHUR-FLO EFFICIENCY since Walker brought out this low-priced draft ia 
© Wi Volume Self Feathering Fan duces -‘eguiater combination. Now, | install Walker ASBESTOS AIR-CELL 
© a: tang Ha Co at || Sum tm Ts wt SHEETS AND BLOCKS 
bold-ud) —  srrintess Steel Shalt will be exactly right trom the start 2, 3 and 4 ply and up for 
Hub and Blades temperatures to 350°F 


———e ‘Most Efficient e 


@ tika (ge 


sot | Draft System | 
SS | Ever Made" lector ty 


P Zand 4 inch widths, 400 ta lon 
Say Heating Cantracters, oP foat packages, packed in cartan 


MAay ba Bleek and Vee. WA Waal 











Architects, Rame Owners 


bipatt tity ime eliminated with a Walker Shur ila 
GC yanty il vustine) a an atl eal ab dae Tipe 


Wwatatlatian | He the BUR beh DRAPP BY a PRM « | 

OVEE Heian /ELINE COMBURTION > ' 
Thats 1H peel Cea fete) Chaba 

fit phe abeweb fe eyeey eal pryestatynyy Tron whtesg CHAMBERS 

Thetitie Tetbalhativie fe Hieeteee. Tew feeafied Patera Vow BO gal ty 12 gal A . 

jivet Hivetall GE tied Pbeet fh What eruted te eettee? mreeipitetie eemlly Gee battied 
Afar, (he Walker Shue tle with fan Hpehated dpatt Pe ee henge OVER RT HTN ON 

Hiitiewe vee ONELY (lie dete: date nat eek fh oubete o efetetiey ated the 

iy Photldine abel hone owinere The the Shue Pie - a — aay 

heoatiee TE rine qiifetly, eoate lees to operate, and requires m slogan pay 

little power. You Th like the Shur Flo heeavee it inetalle d , 

diiekly at any angle—vertieally, horizontally, or at a piteh — 


ined virtually eliminates eoatly callbacke and corrections 


Visit us in Booth 246 at the Eastern Biennial Exposition of Oil Meat and ' . ASBESTOS PAPER 
Air Conditioning—Hotel Statler Hilton, Boston, June 2.3.4.5 7 A full range of thicknesses and 


a @ weights, from & to 64 pounde per 100 

| 
ie 
| 
NI | 
| 
| 

| 


<a aquare feet 18", 24° and 36° wide. 5 Ib., 
10 Ib., 26 Ib., 50 Ib. and 100 Ib. rolle 
ROYAL PURPLE 
for smaller central for gos fired 


- 
VENTURI CAP j 
ae “Brom Wilson in. 
equipment and ventilating 


For full details, see your supplier or write direct ASBESTOS and INSULATING MATERIALS 


WALKER MFG. AND SALES CORP. 1780 Penn St., St. Joseph, Mo 141 


JUNIOR ol 
central heatir 
budget contr« if 


DOUBLE SWING 


! 
| 
| 
| 
| 
| 


heating plants 


| 
| 
| 


WEST JACKSON BLVO + CHICAGO 4, ILLINOIS 
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(Continued from page 258) 
first quarter. Gas ranges were up 22 percent 
and gas water heaters up 14.6 percent. Gas 
clothes dryers, he said, were up 48.8 percent 
in the first two months of the year. 

Coons, who is executive vice president of 
Rheem Manufacturing Co., predicted that new 
homes may account for 65 percent of the indus- 
try’s sales of household gas equipment. 

Latest estimates indicate that there will be 
at least 1,350,000 new home starts this year, 


Coons said. This would represent a 22 percent 
increase over 1958. 

In addition to Edward Norman as president, 
members elected the following officers: first 
vice president, Wendell Davis, president of Crib- 
ben & Sexton Co., Chicago; second vice presi- 
dent, William Hamilton Jr., president of 
American Meter Co., Philadelphia; and treasur- 
er, Stanley Hobson, chairman of the Geo. D. 
Roper Corp., Rockford, Ill. Harold Massey is 
managing director and secretary. END 


How to keep up-to-date on latest products, installation methods... 


To ASSURE YOURSELF of keeping abreast of the latest 
developments in new products and installation meth- 
ods, be sure to take advantage of the excellent new 
literature offerings from manufacturers. You'll find 
a wide selection of new publications listed in DE’s 
Service Section beginning on page 137 of this issue 


Plastic Pipe Clamps 
Circle No. 78 on reply card. 


— 





How to Apply Formica 
Circle No. 75 on reply card. 


Submersible Pumps 
Circle No. 81 on reply card. 


the mest 
beautifel legs 
i the world 
ate made by 


Ree d- CrameX 


Chrome Bathroom Products 
Circle No. 79 on reply card. 


All you have to do is circle the number corresponding 
to the literature piece you want for your files, and 
our reader service department will see to it that a 
copy is sent to you. 

For further information on literature, products and 
management ideas, see pages 137-156. END 


eee ot ew SUEY crete et erie Sem hee ee 








Stainless Steel Sinks 
Circle No. 73 on reply card. 


Self-Seating Faucets 
Circle No. 80 on reply card. 
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Ford Motor Co. 
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Franklin Electric Co., Inc. 

Frigidaire Div., General Motors Corp 
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GREATER CAPACITY 


ont Stick: i Wie 


National Board 
Rating 


fees Handy testing lever 


All brass working 
parts 


Special heat 
resistant 
composition Cw f: 
diaphragm 
b * 


High lift heat 


resistant 
silicone 
composition 


disc 


uo  §afety Relief 
VALVE 


HERE’s A NEW Safety Relief Valve you 


can install with confidence on space heating 
hot water boilers. It is above all a dependable 
Water Relief Valve, and will also relieve steam 


if such a condition should occur. 


The seat is brass and the heat resistant sili- 
cone composition dise will not swell, warp or 
distort in any way. This valve works freely 
and shuts tightly. All Thrush Relief Valves 
are carefully made and have no restricted 
openings or tight fitting guides. 


3/4" inlet 
374" outlet 





PRESSURE TANK 
with VACUUM BREAKER - 
i 


FOR HOT WATER HEATING Lt 


NO. 304 
No. 38 is a low pressure Thrush Safety Relief Valve that is ne # Toye" 
rated and listed by the American Society of Mechanical Engi- yn a “qs 
neers and the National Board of Boiler and Pressure Vessel eee ur 
Inspectors. It is set at the factory to relieve at 30 pounds, non- af » we 
adjustable. A new design which has been carefully engineered B cre 
to provide greater capacity and absolute safety. a 


2 cy" Flow CONTROL 
Valve 


See your wholesaler today, or write Department 4-9. 


H . A. T H be U % be a Cc ° M Pp A | Y Boiler detail showing installation of 


PERU : INDIANA No. 38 Safety Relief Valve on a space 


heating hot water boiler. 


if 
> 


water 
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SAVE 40% 


OF YOUR INVENTORY 
OF YOUR WAREHOUSE SPACE 
OF YOUR INVESTMENT 


in Layatories, Sinks, Regular and Square Tubs 


Use the CORALWARE 
"PLUS PROFIT” INVENTORY PLAN 


Learn how you can save big money, yet bid 

successfully on all jobs—white or color, 

in any quantity, and for immediate delivery—with 

the CORALWARE “PLUS PROFIT” INVENTORY PLAN. 
Write me today for complete information. 


Coralware Manufacturing Co., Dept. DE-5 


DAVE KLING 
2401 S. Kolin Ave., Chicago 23, Illinois 


CORALWARE. 


MANUFACTURING COMPANY 
2401 South Kolin Ave., Chicago 23, Illinois 


Dear Dave: Please rush complete information on your 
Coralware "Plus Profit" Inventory Plan. 





Name 
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PIPE COUPLINGS 


Every Coupling nooner 
in any size require 


low Well 
Standard Merchant oo el 
oe 3000 Ib Hydraulic 
ee 6000 Ib Hydraulic 
a cai Half Couplings 
Se cant Blank er 

ve 

ent Well Casing pens 
Reamed and prifted Drive 


REDUCING 


STEEL CAPS 
COUPLINGS 


A superior product, 
competitively priced, 


conveniently cartoned. 


a LASTIC(. \IPE 
CR |) V aoretan® 
CALADAL TEL 
vl iInLian Lo 
TRADE MARK 
for dependable plastic pipe connections 
Well seal elbow, sizes 34” thru 
1%". Male and female thread 
adapters and insert couplings, sizes 
V2" thru 2”. Male and female venturis 
available in 1”, 14%", and 1 ¥2" diameters. 


MALE and 
FEMALE 
VENTURIS 


“‘metal to metal threads” 


Exclusive feature: 


GALVANIZED—Hot dipped and 
zinc plated. 


: BRASS—85-15 Red Brass. 
8S ecm 


7 


MALE and FEMALE 
THREAD ADAPTERS 


WELL SEAL 
ELBOWS 


ae 


INSERT COUPLINGS 





INSULATING 


COPPER-FROM-STEEL 
. 
BRASS-FROM-STEEL 
e 


STEEL-FROM-STEEL 





CAP-TITE SANITARY 
WELL CAPS 


* 
with BOND TITE-BEAD - 
itive sealing. Carefully machine 
si 

yah gor easy installations. 


Pend. WELL POINTS 
and EXTENSIONS 


i i for sandy 
; Well Drive Points 
1 Protecto Screen Well Points 
- j bp . 
a0 rocky, gravel soil. 


DRIVE CAPS 


DRIVE COUPLINGS 


MANUFACTURING CO. 


DIVISION OF HARSCO CORP. 
COLUMBUS, OHIO 









MSDONNELL & MILLER, Inc., 3500 N. Spaulding Ave., Chicago 18, ill. 


Boiler Water Level Controls 
and Safety Devices 
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BOILER WATER 
FEEDERS 


LOW WATER FUEL 
CUT-OFFS 


FEEDER AND CUT-OFF 
COMBINATIONS 


PUMP CONTROLLERS 


MAKE-UP WATER 
FEEDERS FOR 
RECEIVERS 


PRESSURE RELIEF 
VALVES 


TEMPERATURE RELIEF 
VALVES 


COMBINATION P-T 
RELIEF VALVES 


FLOAT OPERATED 
SWITCHES 


FLOAT OPERATED 
VALVES 


SOLVENT STILL 
REGULATORS 


FLOW SWITCHES 






’ 





